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Smart dealers won’t wait until | 


the first cold snap to push winter 
service jobs. 
7 + * 


One tank truck does the work 
of 11 railroad tank cars in haul- 
ing oil or other liquids up to 100 
miles, according to a federal 
study. 

+ . * 


Nice thing about oil companies 
is that they keep digging for oil, 
while federal bureaus dig for dirt 
in investigating them. Our wash- 
day bet goes on the oil firms being 
the ones who will produce results. 

+ . + 


Act of Providence 


Providence (R. I.) police found 
a gold wedding ring in a parking 
meter, probably dropped in by a 
woman who hurriedly mistook it 
for a nickel. For payment of this 
kind the chief of police is said to 
be willing to give a _zeason pass.” 


Bushels for Bolts 

Farmers are still way ahead de- 
spite the increase in car prices. 
NADA statisticians figure that a 
farmer can buy a car today for 
jm only 510 bushels of wheat whereas 

| just before Pearl Harbor he would 
have had to give 718 bushels for a 
similar car. 


o 
Did but Fast 

The speed with which older cars 
were being driven impressed an 
observer on a recent trip across a 

“Midwestern state. Says he had to 
keep the foot down to keep up the 
e in his ’47 Scatterbolt. 

It’s a compliment to the servicing 
pf the older models that they per- 
form so well, but not a compliment 

(to drivers who flirt with accidents. 
> 


‘ + . 
\Up Again 
Publicly reported cash dividends 
‘by corporations in July were 13 
percent higher than in July last 
ar, the Department of Commerce 
tes. Total in July this year was 
.900,000 compared with the 
394,500,000 last year. Disburse- 
nents during the three months 
"ended July 31, 1947, amounted to 
$1,213,500,000, 16 percent over the 
»$1,050,400,000 paid out in the same 
6 period. 
Declines took place in both auto- 
nobiles and other transportation 
“equipment, dividend payments in 
the three-month period of 1947 be- 
Ning 37 and 15 percent lower re- 
Mpectively than a year ago. 


= * 


Top Cars 
New car registrations for six 
months, plus 40 states for July: 
1946 
Pos. 


715,043— 3 
125,538— 1 
91,022— 2 
25,055—10 
27,833— 8 
58,461— 4 
21,353—11 
$8,112— 5 
19,152—12 
19,028—13 
30,777— 6 
28,182— 7 
25,751— 9 
| 6,064—15 
‘11,251—14 


Make 


Chev. 
Ford 


Plym. 
Buick 
Pontiac 
Dodge 
Olds. 
Nash 
Mercury 
Stude. 


51—17 


1,707,791 
For further details, see page 
20, today’s issue. 





Cars and Trucks in Use 


At New All-Time High 


30,545,000 Cars in °47 to Top °41 by 3.5%, U. S. Says; 
6,492,000 Trucks Is 33% Over Prewar; 
South and West Show Big Gains 


By George Deery 
Staff Writer 

AN ALL-TIME high in total car, 
++ truck and bus registrations will 
be reached in 1947, the U. S. Pub- 
lic Roads Administration estimates. 

It forecasts that 30,545,000 cars 
will be registered this year, an 
increase of 8.7 percent over the 
28,100,188 in 1946 and 3.5 percent 
above the 29,524,101 in 1941. 

The projected truck total for 
this year is 6,492,000, compared 
with 5,725,692 in the preceding 


Used Car Prices 
Continue Spiral; 


°47s Scarcer 


By Jim White 
Staff Writer 

SED car prices continue to 

spiral upwards in the face of a 
looked-for leveling off period, ac- 
cording to a survey of dealer auc- 
tions last week by AUTOMOTIVE 
News. 

Good crops and high wheat and 
grain prices are said to account 
for a newly developed market in 
Midwestern areas where clean 1946 
and ’47 cars are bringing upwards 
to $200 more than the same cars 
demanded last month. Wholesale 
buyers have responded to the de- 
mand, and increased activity is 
resulting in buyer circles, according 
to reports from auction centers in 
Oklahoma City, Detroit and Indian- 
apolis. 

Ken Schaefer, operator of a 
dealer auction at Indianapolis, 
reports that his sales during the 
past weeks have been up consid- 
erably over totals of a month to 
six weeks ago. Missouri buyers 
are the heaviest bidders and are 
paying the highest prices, he said. 
Iowa and Arkansas are follow- 


ing closely. 

Despite the heavy buying, Schae- 
fer said, new cars are “scarcer 
than hen’s teeth.” Resale contracts 
and the desire of people to use the 
new cars over the vacation period 
is given as the reason, with a like 
effect developing from recent poor 
automotive production. Such poor 
production, Schaefer pointed out, 
is felt by wholesalers in a matter 
of weeks. 

* * * 

(CALAPORNTA buyers are getting 

active again following an ex- 
tended period of quiet, he pointed 
out. Buyers from that area are 
shopping mostly for the bigger, 
costlier cars. Convertibles are still 
in heavy demand among Coast buy- 
ers, he added. 

The South is again sending its 
good cars up to Indianapolis for 
resale. Such action, Schaefer said, 
indicates a return to a prewar mar- 
ket standard when the South sold 
its better cars to Northern areas. 

Many of the South’s used car 
dealers, it is said, have moved a 
fair percentage of their supply into 
the Indianapolis-Cincinnati areas 
in hopes of capitalizing on the new 
high Missouri-Iowa-Arkansas mar- 
ket bidding. 

Convertible prices have fallen 
(See PRICES, Page 43, Col. 1) 


year, an increase of 13.4 percent. 
The 1947 total is expected to be 
33.6 percent over the 4,859,244 
commercial vehicles on the road 
in 1941, 

Buses, too, will show a formid- 
able jump in volume, the federal 
agency predicts. Basing prognosti- 
cations on reports from state au- 
thorities, excluding publicly-owned 
vehicles, the PRA sees a total of 
127,405 vehicles of this type in 
operation by the end of this year, 
representing an increase of 6.2 per- 
cent over 1946 and 43.4 percent 
over 1941. 

* o = 

OMPARING 1947 totals with 

1946, the District of Columbia 
leads all states with an increase 
of 22.4 percent. However, compar- 
ing 1947 with 1941, the district 
shows a loss of 19.4 percent, the 
greatest loss among the states. 

The lowest rate of increase in 
1947 over 1946 is predicted for 
Nebraska—2.7 percent. 

The leading states, for which 
gains are estimated, are in the 
South and West, where there have 
been generally greater percentage 


increases in car and truck sales} 


since V-J Day. 
+ * om 
TH two greatest factors in this 
shift to the West and South, 
against a declining rate of increase 


See State - by - State Tables on 
Page 6. 


in some of the large industrial 
states, is greater mechanization on 
farms and more money available 
since the war brought higher wage 
levels in previously less prosperous 
communities. 

A comparison of projected to- 
tals for 1947 and the actual num- 
ber of registrations for 1941 
shows Florida in the lead of per- 
centage gains with 19.9, while 
Utah is a close second with 19.4. 
Montana’s 11 percent decrease 
from 1941 to 1947 is the second 
largest in severity, District of 
Columbia being first with 19.4 
percent. 

Federal, state and local govern- 
ments were reported to own ve- 
hicles at the end of 1946 as fol- 
lows: Cars, 114,138; trucks, 260,389; 
buses, 53,648. 


+ 
aN 


WHEN GLADYS BERKELEY, 19-year-old 
University of Wisconsin student, won the 
title of ‘‘Miss Wisconsin’ and was chosen 
to represent her state in the Atlantic City 

E. 


her brother, R. E. Berkley (right), vice- 
president of Berkley Chevrolet, Inc., looked 
on. 


Auto Labor Quiet 
As Union Charts 
Taft Law Course 


Tu quiet which has marked 
union activity since effective 
date of the Taft-Hartley act was 
considered by veteran observers 
last week as a “feeling out” period 
before activation of an _ all-out 
drive by nation’s labor to repeal 
the act. 

Labor Day speeches of William 
Green, AFL president, and Phillip 
Murray, CIO president, led ob- 
servers to believe that unions may 
shortly try to test the legality of 
the Taft-Hartley law by bringing 
test cases into court. 

Green, in a Labor Day speech 
at Chicago, called the act “the 
most offensive and most repre- 
hensible law ever enacted against 
the nation’s workers.” 

Murray, addressing a Kansas 
City audience, said that labor un- 
ion memberships are “determined 
to wipe the infamous Taft-Hartley 
law from the statute books.” Their 
determination, he said, is being 
transformed into democratic polit- 
ical action. He warned business 
against use of the injunctions and 
damage suits to harm labor, say- 
ing that, if industry took such a 
course, it would be “sadly mis- 
taken.” 

. ” +. 
BSERVERS foresaw possible 
formal introduction of the drive 
(Continued on Page 48, Col. 1) 


PUBLIGLIBRARY 
EP 8 1947 


Service Section 
Pages 23-48 


$6 Per Year, 25c Per Copy 


Production Rate 
Rises to 20,000 
Vehicles a Day 


Week’s Total 79,964 
In Spite of Holiday; 
Record Month Seen 


By Bernie Thomas 
Staff Writer 


ALTHOUGH the Labor Day holi- 

day held output to four days, 
U. 8S. vehicle makers last week 
built an estimated 59,168 cars and 
20,796 trucks—a total of 79,964 
units. 

The total was achieved as U. 
S. plants accelerated schedules 
to an industry-wide rate of near- 
ly 20,000 cars and trucks daily, 
and the four-day effort fell only 
slightly below the 59,138 cars and 
28,011 trucks (total 82,149) built 
the previous week. 

With Chevrolet and Pontiac re- 
calling workers, idled for a week 
by steel shortages, U. S. produc- 
tion this week may go over the 
100,000 mark for the first time 

since the week ended April 19, 
1947, when 100,510 units were built. 
+ * o 

N@A8LY every maker in the in- 

dustry, with the exception of 
Hudson, plans appreciably higher 
schedules for September over those 
achieved last month when car and 
truck output in the U. S. hit its 
lowest point since September, 1946. 

According to final Automotive 
News tabulations, U. S. plants 
during August built only 252,221 
cars and 85,177 trucks—a total of 
337,398 units. 

The most ambitious output in- 
crease this month is planned at 
Ford, where daily schedules will 
call for the building of 2,981 Fords, 

(Continued on Page 46, Col. 1) 


Production 
Automotive News Estimates, 
U. 8S. Cars, Trucks 


7000 8 ‘eae 


Last Prev. 1946 
Week Week Week 


For complete production totals 
, see table, page 46. 


Steel Shortage Bolsters Aluminum Auto Bid 


By Bob Finlay 
Managing Editor 
HAT are the chances of beat- 
ing a long-term steel shortage? 
Some in the auto industry feel 
that the steel industry will be un- 
able to meet demands of the fu- 
ture, as well as the present. 
What are they doing about it? 
Several proposals have been ad- 
vanced for beating the steel short- 
age, most of them coming under 
the heading of “How to Divide a 
Shortage.” 

However, the aluminum people 
figure they are going to loom big 
in beating the shortage if it con- 
tinues. In fact, they think they 
will take a nice piece of the au- 
tomotive business whether the 
shortage continues or not. 

During the war there was a great 
deal of speculation on the subject. 
Aluminum output was multiplied 


under stress of the great aircraft 
program, the cost was greatly re- 
duced and, for the first time, there 
was a great deal of scrap alum- 
inum coming back which could be 
used to lower prices further. 

* » + 


N ADDITION, competition be- 

came stronger with the rise of 
Reynolds Metals and the entry of 
Kaiser into the field against Alum- 
inum Co. of America. 

In view of this, and considering 
the fact that the auto makers 
haven’t been able to get enough 
steel to come close to meeting the 
demand far cars, why haven’t they 
spread the supply of steel by mak- 
ing some parts out of aluminum? 

It is true that it would cost more, 
but the eager demand for cars in- 
dicates that this would not be an 
insurmountable obstacle. 

In reply, the aluminum people 


say that all of the auto com- 
panies are running tests on the 
use of aluminum. In addition, 
Ford and Chrysler are about to 
release running boards of alum- 
inum, it is reported. 

And, more important, aluminum 
is finding considerable use in the 
commercial side of transportation 
—in trucks and buses, where the 
lighter weight pays off in the abil- 
ity of the vehicles to carry heavie~ 
pay loads. 

Many automotive advances have 
come by way of trucks, where the 
payoff comes in dollars and cents 
instead of pleasure. 

The aluminum people _ report 
that new techniques and alloys are 
licking the problems of the past, 
and making aluminum a much 

(Continued on Page 47, Col. 3) 










The British 


NEW YORK.— With a goal of 
1,200 dealers, the Austin Motor Co., 
Ltd., of Great Britain, last week 
launched a program to invade the 
American automobile market. 

L. P. Lord, chairman of the Brit- 
ish firm, said he would offer U. S. 
and Canadian buyers two models 
of “Bantam Austin” 40-horsepower 
cars and two luxury models of cus- 


tom built Austins of 140-horsepower | 


and 119-inch wheelbase to sell at 
about $5,000. 

Announcing that he planned to 
aim at two American and Cana- 
dian markets — the very low- 
priced and the very high-priced 
fields—Lord said the smaller cars 
would sell “somewhere under the 


Pierce to Head 
Ford Service; 


Hickl Boosted 


DEARBORN. — Appointment of 
I. L. Pierce as director of the Ford 
Motor Co.’s_ service department 


Seeking 1,200 U. S. Dealers, Austin Firm Aims Cars 
At America’s ‘Very High, Very Low’ Price Market 






Are Coming 


cost of a Ford or Chevrolet” and 

that his goal was 1,200 dealers. 

“The automobile men over here 
have the $1,200 to $2,500 market 
well taken care of,” he said. ‘We 
would not think of entering that 
field.” 

The new British cars will begin 
arriving in the U. S. in volume 
about Nov. 1, Lord said. 

“We'll set up nationwide service 
for our cars,” he said, “and we'll 
| ship to you a complete line of parts. 
Britain must export to pull herself 
through the dollar crisis and we’re 
going to do everything possible to 
help and at the same time fill a 
genuine need over here.” 

The British are making no ef- 
fort to keep it a secret that they 
want American dollars — about 
$15 million in the next 12 months 
through the sale of cars alone. 

Lord brought faur models with 
him, all right-hand drive cars. But, 
he said, all future cars will be 
equipped for American use. 

He said the bantam models would 
travel 32 miles on one gallon of 
gasoline. The bigger cars, semi- 








L. L. Pierce R. W. Hicki 


was announced last week by J. R. 
Davis, director of sales and adver- 


The Ford service department for- 
merly was operated in conjunction 
with Ford parts and accessory 
sales. Hereafter, the two depart- 
ments will be separated. Both, 
however, will remain under the 
jurisdiction of the sales depart- 
ment. 

A. B. Pease will continue to di- 
rect parts and accessory sales. 

R. W. Hickl has been selected 
by Pease to manage auto acces- 
sory sales activities, and Arthur W. 
Kelley will manage accounting for 
parts and accessory sales under 
M. E. Sheppard, general assistant 
controller. 

Pierce has been with Ford since 
1919, having held many positions 
since that time. 

Hickl comes to Ford from Mont- 
gomery Ward, where he special- 
ized in auto accessories for 10 
years. 

Kelley, a native of Iowa, comes 
to Ford after having served for 
five years with the United States 
Army services of supply in the 
western Pacific theater. Before en- 
tering the service, Kelley was mer- 
chandise controller of soft goods 
for Montgomery Ward in New 
York City. 








Kayers Moves in Wis. 

Kayers, Inc. (Lincoln - Mercury), | 
Madison, Wis., has moved to its | 
new quarters on Monroe St., Lucien 
S. Hanks is the manager at the 
new location, which includes mod- 
ern display rooms and service de- 
partments. 


streamlined, he said, would be cus- 
tom made with luxurious interiors 
and specially designed dashboards. 

The larger Austins are called the 
“Sheerline” and “Princess,” with 
their 140-horsepower motors. re- 
portedly consuming a gallon of fuel 
every 15 miles. 

A press preview of the cars was 
held here last Wednesday, and Lord 
said that he would visit Toronto 
this week to open his firm’s new 
Canadian showrooms and establish 
distributor coverage of the Domin- 


ion market. 
© * +” 


Austin Building 24 Cars 


Per Hour for Export 

BIRMINGHAM, England.—Austin 
Motor Co. is now producing one ve- 
hicle for export every 2% minutes, 
it announced last week. For the 
week ending Aug. 16, shipments 
from the company’s factory at 
Longbridge totaled 2,190 vehicles. 
On the present 42%-hour working 
week, this output averages 53 ve- 
hicles every hour. Engines are com- 
ing off the line at the rate of one 
each minute—the odd seven per 
hour are for spares. 

Exluding office and maintenance 
staff, 14,470 workers are employed 
at Austin. It takes fewer than 
seven men a week to produce one 
Austin today, whereas in 1910 it 
took 104 men. 


Highway Trailer 
Names Struble 


NEW YORK.—E. A. Menhall, 
president of Highway Trailer Co., 
has announced appointment of A. 
L. Struble as a member of the 
company’s executive group and di- 
rector of the trailer merchandising 
division. 

For the last five years Struble 
has been vice-president in charge 
of sales for Trailmobile Co. of 
Cincinnati. He entered the truck- 
trailer field in 1937 as sales man- 
ager of Fruehauf, Detroit, later 


serving as that company’s vice- 
| president in charge of sales. 





A ONE-HOUR BROADCAST was a feature of the opening of the new building for 
I’red Jones (Lincoln-Mercury), Fourth St. and Walker Ave.. Oklahoma City. The dealer- 
ship is 225 by 140 feet. The exterior is faced with pink honed Kasota stone shipped from 
Minnesota. The display room floor is covered with white terrazzo bordered in green 


marble. Walls of sales booths and general 


office are covered in white leather vertical 


panels. One wall is entirely covered with a photo mural depicting a highway scene 35 
miles north of Oklahoma City on the Cimarron River. The shop is designed for mov- 


ability and 


vehicle circulation. The receiving area will accommodate 15 cars, 


thereby 


eliminating traffic backup into the street. Thirty working stalls are provided, including 
wash and lubrication departments. Every other stall has Weaver Twin-Post hydraulic 
lifts. Attending the opening were, left to right, B. Courteol, manager, business manage- 
ment department, Lincoln-Mercury, Kansas City district; Joseph E. Bayne, L-M general 
sales manager; Jerry Kahler, J. Walter Thompson Co., advertising agency; H. Rompel, 
manager, L-M parts and service department, Kansas City. 
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THE ARRIVAL OF NEW CARS in Cuba is quite an event, and new Hudsons got 
widespread publicity when they were brought in to Havana’s airport by plane. These 
huge cargo ships are making regular flights from the United States to Cuba with new 


Hudsons consigned to Distribuidora Automotriz, 


S. A., distributor at Havana. 


30 Firms Seek Show Space; 
NADA Confident of Sellout 


DETROIT.—Although space 
drawing will not be held until Sept. 
15 for the first National Automo- 
bile Dealers Equipment Exhibit, to 
be held in connection with the 
1948 NADA convention, already 
over 30 firms have sent in quali- 
fied requests for space and two 
additional requests have been 
mailed back to the senders be- 
cause they were not eligible to 
exhibit. 

The exhibit, to be held in the 
Exhibition hall of the Stevens ho- 
tel in Chicago, is limited to manu- 
facturers of tools, shop equipment 
and kindred lines which are not 
offered for resale. Products which 
the dealer sells, or uses in a prod- 
uct which he sells, such as under- 
body coating materials and paints, 
are not eligible for the exhibit. 


Thus a recent survey, made by 
MEMA, one of the sponsoring 
associations of the ASI Show— 
the results of which purported 
to show that 280 of this asso- 
ciation’s manufacturer members 
had voted against exhibiting in 
the NADA exhibit while only 18 
had been in favor—has little 
bearing on the exhibit since a 
very large percentage of the 
MEMA members are either parts 
or accessory manufacturers and 
therefore not eligible to exhibit 
even if they desired, NADA 
sources point out. 

MEMA claims that, out of the 
269 manufacturer members voting 
on the question, 78 build shop 
equipment and all of the others 
fall in the categories that make 
them ineligible to exhibit in the 
show. Two of these equipment 
manufacturers voted in favor of 
NADA holding the show. 

One of the complaints, given in 
reporting results of this survey, 
was that none of the MEMA man- 


Boosts Efficiency 
Willys Flight Conveyor 


Aids Workers 


TOLEDO.—Installation of a flight 
conveyor system is expected to 
boost production efficiency at Wil- 
lys-Overland by 25 percent, it was 
announced last week. 

The new conveyor on the jeep 
assembly line consists of an end- 
less caterpillar chain which re- 
ceives vehicles after body and 
wheels have been mounted, 
propels them over a work pit 140 


feet long. Workers are enabled to | 


more quickly and easily complete 
under-chassis assembly than is pos- 
‘ible with the old-type chain style 
of conveyor. 

A similar line for station wagon 
assembly has been in use a year. 
Jeep production was stopped for 
one week during the installation. 


Ruse Oldsmobile 


Rose Oldsmobile Co., Albany, N. 
Y., has filed a certificate of incor- 
poration with the secretary of 
state. It lists $200,000 worth of stock 
at $100 par value per share. Listed 
as directors are Arthur J. Rose, 
president; Ruth C. Rose, secretary, 
and Arthur Jd. Rose jr. assistant 
treasurer. 








and | 





ufacturers had been asked if they 
wanted to exhibit prior to the an- 
nouncement of the NADA show. 
However, it is pointed out, at a 
summer meeting held in Detroit, 
the service managers of the vari- 
ous car and truck manufacturing 
companies had given the exhibit 
their unqualified indorsement and 
approval. 

In fact, many of the factory offi- 
cials plan to have headquarter spots 
and men from the home office ser- 
vice department to help their deal- 
ers select proper equipment. 


The factory service executives 
felt, as did the NADA member- 
ship, that after practically six 
years of being unable to get new 
shop equipment and tools for their 
service departments, auto dealers 
in the midst of expanding their 
service facilities, should have the 
privilege of seeing various new 
products for comparison purposes. 

This is impossible unless these 
products are brought together in 
such a national show, NADA offi- 
cials contend, adding that no job- 
ber carries more than two differ- 
ent lines of competitive tools or 
shop equipment; most of them 
carry but one. 


In the various shop equipment 
and tool shows put on by car 
makers in various zones, the ex- 
hibits not only have been very 
successful from the standpoint 
of the dealers but from that of 
the exhibitors as well. In the 
Chevrolet show held in Detroit 
earlier this year, for instance, ex- 
hibitors reported sales were sur- 
prising. 

Since this National Automobile 
Dealers Equipment Exhibit is, as 
its name implies, a national show- 
ing to dealers from all over the 
country, jobbers or representatives 
showing more than one manufac- 
turer’s line will not be eligible to 
exhibit unless they show as the 
accredited agency of one manu- 


|facturer only and exhibit only the 
| products made by that one manu- 


facturer. 

Inasmuch as there are only 160 
exhibit spaces in the Hotel Stev- 
ens Exhibition hall, and many 
manufacturers will require more 
than one space to show their 
equipment, it is thought that this 
first NADA show will be an early 
sellout. 





Chrysler Adopts 
Goodyear’s New 


Cushion Tires 


DETROIT.—All Chrysler eight- 
cylinder cars, comprising the New 
Yorker, Saratoga, Town and Coun- 
try and Crown Imperial models, 
henceforward will be equipped 
with the new Goodyear Super- 
Cushion tire, recently announced 
in national advertising by Good- 
year Tire & Rubber. Chrysler said 
it thus becomes the first automo- 
bile manufacturer to make this 
entirely new type of tire available 
to the public as original equipment, 
adding to its list of firsts. The tire 
has been adopted by Chrysler as 
a result of exhaustive tests by com- 
pany engineers, Chrysler says. Its 
use will be extended to other mod- 
els made by the Chrysler division 
as production conditions permit. 


The Super-Cushion is a larger, 
softer tire, which, according to 
Chrysler engineers, produces an un- 
precedented degree of comfort in 
riding, with added safety features, 
greater handling ease, a reduction 
of general wear and tear on the 
car and less driver fatigue. The 
tire is inflated to but 24 pounds 
pressure, as against 28 in previous 
corresponding types, a decrease of 
approximately 14 percent. Its in- 
creased dimensions permit 26 to 
27 percent more air volume accord- 
ing to size. This results in “softer” 
= the obvious basis of a softer 
ride. 


On Chrysler’s New Yorker, Sara- 
toga and Town and Country mod- 
els, the Super-Cushion tire is used 
in the 8.20-15 size, replacing a 
7,.00-15. In the Crown Imperial 
models, the tire is 8.90-15, replac- 
ing a 7.50-15. The 8.20-15 tire is 
approximately one inch wider in 
cross section and _  five-eighths 
inches higher than the type for- 
merly used. To accommodate this 
size, wheel rims are made one inch 
wider. The Super-Cushion contains 
67 percent of pure gum rubber and 
the carcass is 100 percent rayon. 


Sidewalls are of a new design 
providing added flexibility. The 
tire gives 34 percent more mile- 
age than could be secured in the 
best prewar tires, according to 
Goodyear engineers. 


In using the Super-Cushion tire, 
Chrysler will retain its famous 
safety-rim wheels. 


Chamberlain Gets 
Omaha Dodge Post 


DETROIT.—Appointment of M. 
W. Chamberlain as regional man- 
ager of the newly created Dodge 
Omaha Region 
was announced 
last week by E. 
C. Quinn, sales 
manager of 
Dodge division. 

Chamberlain 
has had a broad 
background and 
training in auto- 
motive sales, dis- 
tribution, and fi- 
nancing, as well 
as retail mer- 
chandising experience. He joined 
Dodge as business management 
representative of the St. Louis re- 
gion in September, 1945, the posi- 
tion he held at the time of his 
new appointment. 





M. W. Chamberiain 








‘‘We finally located these parts although 
it took 2 ads several months apart. We be- 
lieve in being persistent.’’—Parsons Auto 
Reconstruction Shop, 45 N. Franklin St., 
Washington, Pa. 


REGIONAL MANAGERS of AC Spark Plug gathered recently for a sales convention 
in Flint, lasting six days. Wilson S. Isherwood, general sales manager, center, is dis- 
cussing sales matters with the regional managers. Seated, left, J. C. Hines, Philadelphia 


region; right, A. S. Holmes, 


New York. 


Standing, left, Wm. F. Parker, Atlanta; 


Eugene B. Powell, Los Angeles; Ernest W. Wright, Dallas; Edgar H. Francois, Chicag®, 


and E. H. Merrell, Detroit. 
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As LONG as the shortage of new 
“4 cars exists, it behooves every 
dealer to constantly explain his 
ideas and policies to the public. 
One of the ways of doing this is 
to constantly consult with your em- 
ployes to make sure they all have 
an understanding of the situation 
and are familiar with your policies. 

Reeve Conover, secretary-mana- 
ger of the Dayton (O.) Automo- 
bile Dealers Assn., recently advised 
the members of that organization 
on that subject as follows: 


“One of the best ways to combat 
rumors and half-truths about the 
shortage of cars and trucks is to 
find out what your employes are 
saying about this situation. 

“You may think that anyone 
who works for you should be able 
to figure out all the angles of the 
present situation. The public will 
listen to anyone today who might 
know anything about deliveries, 
tradeins, accessories, etc., so what 
your employes say about such 
things is important. 

“Check with a few of your people 
—ask them a few leading ques- 
tions—or better still, let them ask 
you a few questions about how de- 
liveries, etc., are made. If their 
story could be improved, help them 
to do so. Your employe would much 
rather be able to repeat a story he 
has heard from you as he would 
to repeat a distorted story he may 
have heard from someone else, but 
rather than have no story to tell 
he will repeat the distorted story.” 


* * * 


Fleigh Takes Case 


To the Public 


I WANT to quote an ad along this 
line that recently appeared in 
the Baltimore Sun by Bob Fleigh, 
Studebaker dealer. I'll venture to 
suggest, as Fleigh evidently hopes, 
that what he loses on account of 
his liberal policy will pay much 
more in goodwill as the years go 
by than his present losses that his 
policy entails. I quote his public 
announcement: 

“What do you think? 

“WERE WE SMART OR DUMB 


Dealer Is Freed 
Of Writ Tying 
Up Car Delivery 


TULSA, Okla.—Common Pleas 
Judge A. L. Harbison has dis- 
solved a temporary restraining or- 
der enjoining the Fuller Chevrolet 
Co. from selling a new model Chev- 
rolet pending outcome of a suit 
brought by a customer who al- 
legedly was denied a new machine 
despite a contract. 


Judge Harbison denied issuance 
of an order after officials of the 
company testified that the car was 
not delivered because Floyd Cohen, 
the applicant, allegedly broke his 
contract by selling the used car 
which he had promised to trade in. 

Attorney Max Cohen, represent- 
ing the plaintiff, alleged that the 
Fuller company representative 
agreed to deliver Cohen a new car 
in a contract signed early in 1946 
and has failed to fulfill the con- 
tract. He said that the plaintiff 
was notified that the sale of his 
used car to a third party would 
not hamper delivery. 


Attorney Frank Hickman, repre- 
senting the motor firm, and Cohen 
still have pending arguments 
scheduled on the question of spe- 
cific performance of the agree- 
ment. 





Texas Issues Ruling 


Affecting Insurance 

AUSTIN, Tex.—Attorney Gen- 
eral Price Daniel has ruled that 
companies seeking to write “all 
cover” automobile insurance and 
desiring to incorporate in Texas 
must capitalize at a minimum of 
$200,000. 








WHEN WE PASSED UP A FOR- 
TUNE? 

“If you had a choice... 
“Would you grab yours NOW or 
gamble it on a policy which you 
felt would insure a larger one in 
years to come? 

“After the war automobile deal- 
ers everywhere faced this deci- 
sion. The temptation of ‘easy 
money’ is hard to resist. ... And 
a fortune was in store if you 
were inclined to be what some 
people call ‘smart.’ If you were 
so minded... all sorts of 
schemes could be devised to cir- 
cumvent OPA rules and regula- 
tions. 

“You could make under-the-table 
deals. 

“You could demand bonuses—by 
insisting on trades at prices far 
below market value. 

“You could ‘load up’ and demand 
the purchase of all kinds of un- 
wanted accessories and services. 

“You could buy and sell worn- 
out ‘used cars’ at exorbitant prices. 

“You could forget your obliga- 
tions and confine your deliveries to 
the highest bidder and always salve 
your conscience with the thought 
that the customer took ‘your hide 
off’ when he knew you were in a 
tough competitive position. 

“ALL WHO HAVE DEALT 
WITH ‘THE HOUSE OF BOB 
FLEIGH, INC.,, KNOW OUR DE- 
CISION AND KNOW, TOO, THAT 
OUR POLICY HAS BEEN THE 
DIRECT QPPOSITE OF ALL 
THE THINGS MENTIONED 
HERE. 


“This decision may cost us a cool 
half million dollars in sacrificed 
profits. And that’s a fortune to us. 
But we are quite willing to gamble 
it all on our faith that, in the 
tough years to come, we will be 
amply rewarded for having made it. 

IN MAKING THIS DECISION 
WERE WE SMART OR DUMB? 

—WHAT DO YOU THINK?” 


Dimmit Lays It 
On the Line 


ARRY DIMMIT of Florida, a 
Chevrolet dealer, with many 
years of business in Clearwater, has 
been outstanding in the production 
of advertisements to meet current 
situations. Here is his most recent 

one on his delivery policy: 

LARRY DIMMIT 
GIVES YOU 

THE INSIDE DOPE! 

“If I had sold my new cars and 
trucks to used-car dealers the past 
17 months, I could have made $145,- 
000 more profit than by delivering 
them to my customers. 

“If I had insisted on tradeins 
from all of my customers, I could 
have made $25,000 more than I did 
make the past 17 months. 

“I am delivering the few new 
cars and trucks I get to my cus- 
tomers at the proper retail price 

(with or without tradeins). 
“Forty-seven percent of the new 

cars and trucks I have received 
have been delivered to my custom- 
ers who had nothing to trade in. 
(Names furnished on request). 


“I know it is very foolish for 
you to pay a used car dealer $1,000 
more than the proper retail price 
for a new car or truck. By next fall 
you won’t have to do that. 

“It is far wiser to let me recon- 
dition your car or truck and use 
it six months longer. By that time 
I will be in position to deliver you 
a new one at the proper price. 

DON’T BE A SUCKER! 
DON’T PAY FOOLISH PRICES 
ASKED BY GYP DEALERS! 
“Let me put your car or truck 


|in good condition now—pay one- | 
| third cash, balance on time. 


“My eight first-class mechanics 
know how to repair any make of 
car or truck and do the job right, 
at reasonable cost. 


“Let us make an estimate of | 


what it will cost to put your car 
or truck in good condition, includ- 
ing fender, paint and seat covers 
if desired.” 
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Thrift Package 
Buffalo Ford Dealer Offers 
Year’s Service 


BUFFALO.—To put cars in con- 
dition for fall and winter, Kenmore 
Motors (Ford), 2971 Delaware Ave., 
“World’s third largest Ford deal- 
ers,” is offering a “thrift package” 
at $23.45 per month for 12 months, 
plus a small finance charge. The 
package includes: Custom - made 
seat covers at $2.75 a month; un- 
dercoating to prevent rust, $2.90: 
motor overhaul, $4.50; complete 
paint job, $5.40; reline brakes, 
$1.75; new battery, $1.35; four new 
tires, $4.80. Total, $23.45 per month. 

Customers may take only those 
items they need. 


On the House . . . 


Memo to NADA Executive committeemen: Many of the boys down 
the line hope you don’t let expediency rule in selecting a successor 
to Lee Moran, when you meet next week. NADA's—and all dealers’— 
future is too important to let hasty action jeopard- 


ize it. Congress 


to open-order 


Wembhoff 
today; had 682 at last count. . . 
There’s a black market in farm implements, too; a slightly used 

combine listed new at $3,800 recently brought $7,000 in Kansas... . 
NADA suggests dealers inform their employes of facts on new-car 
situation to help combat rumors and half-truths. 








WASHINGTON. —A form letter 
to waiting new-car customers and 
prospects has been prepared for 
association managers by NADA for 


distribution to dealers throughout | 


various associations. 


Designed to tell the story of the | 
in the matter of| 


dealers’ stand 
black market practices and prices, 
the letter points out various resale 
and service practices which are 
practiced by an unscrupulous few 
and which reflect upon the indus- 
try as a whole. 

Excerpts from the letter are as 
follows: 

“There have been many stories 
and rumors regarding delivery of 
new cars at fantastic black market 
prices. No legitimate new car deal- 
er who values his franchise and 
expects to remain in business would 
be a party to such transactions. 


“Most sales which have been 
made at ridiculously high prices 
have been made by individuals who 
have bought at legitimate prices 
and resold at a profit. Many such 
sales have been made by highly re- 
spected business and professional 
people. We regret that a few of our 
own deliveries have thus changed 
hands. 

“We feel that the best way to 


Mass. Legislator 


Files Bill Against 
Over-List Sales 


SPRINGFIELD, Mass.—Licensed 
automobile dealers in Massachu- 
setts would face maximum penal- 
ties of $500 or one year in jail for 
reselling used cars or selling new 
vehicles at a higher figure than 
the manufacturers’ list prices, un- 
der a bill filed with the clerk of 
the House of Representatives by 
Rep. Charles W. Hedges. 

Slated for the 1948 session, the 
bill, which would be effective until 
Dec. 31, 1950, would provide simi- 
lar penalties for sale of automobile 
accessories at a price higher than 
manufacturers’ retail listings. 

He filed a similar measure last 
year after the deadline for submit- 
ting bills had expired, but the Rules 
committee failed to admit the bill 
for consideration by the legislature. 


Need a Service Man-—-Want a Job—try a 
want ad in Automotive News. 
quick results! 


They get 





weeks, explaining new-car situation. .. . 
nessee association hopes for 700 members by 





Where’s Your New Car? 


NADA Prepares Customer Letter to Defend Dealers 
Against Unfair Public Opinion 








AKRON.—The Akron Automobile 
Dealers Assn. reports terrific re- 
sponse to its radio program de- 
signed to give the public the truth 
about the new-car situation. 

Discussing the formation of the 
plan, John Lehman, AADA secre- 
tary, said: 

“We decided that it was better 
to take the initiative than to sit 
by and listen to all these un- 
intelligent theories about who’s 
getting all these imaginary new 
cars.” 

With full approval of the dealers 


The Public Listens 


Akron Dealers Report Excellent Response 
To Their Radio Program 








won't be in session till January, 


and NADA’s headquarters is operating satisfactor- 
ily for the present, so there’s no need to fill Moran’s 
post at once unless you are sure you have the right 
man. A slip now can’t be undone without grave 
harm to the organization’s future... . 


New car dealers fear to sell a car to a used 
car dealer for his personal use; might bring ad- 
verse publicity and franchise cancellation. . . . 
Philadelphia association suggests a form letter 


customers every six to eight 
Ten- 


-—Pete WemMHorr 






forestall such transactions is to 
give greater publicity to our legiti- 
mate delivered prices and to cau- 
tion all prospective buyers of our 
products to carefully check higher 
prices that may be quoted by any- 
one before purchasing. 

“Deliveries made by us are not 
contingent upon receiving a used 
car in trade. We appreciate the 
opportunity to trade cars whenever 
possible but the delivery of the 
new car is not conditional upon 
the trading of the old one,” the 
letter continues. 


“Our cars are not packed with 
accessory equipment that may not 
be desired. Our delivered prices in- 
clude the equipment generally de- 
livered with each car, all of which 
is usually considered essential and 
desirable. In the event any of that 
equipment is not wanted we shal! 
be glad to place orders with our 
factories omitting the items not de- 
sired. 

“We list below the delivered, 
fully equipped prices of all our 
models for your information. They 
are of course subject to change 
without notice. (Prices are then 
listed.) 


“Should any specific information 
not covered by this memorandum 
be desired we shall be glad to sup- 
ply it if possible or to obtain it 
for you if we are unable to supply 






themselves, Lehman and Dave Cor- 
bin, president of the association, 
went in search of a medium for 
getting truth across to people who 
have been accustomed to rumors. 


The Jessop Advertising Co. ar- 
ranged an audition for a suggested 
public relations radio program. 
When the dealers had seated them- 
selves, Jessop turned on a tran- 
scribed Wayne King show. 


The association bought the show 
for a solid year, and it has already 
produced noticeable effects. Under 
the guiding hand of Corbin, Leh- 


|man and Jessop, the Wayne King 


show goes out over the Akron area 
every Sunday at 4:30 p.m. 

The one rule to writing commer- 
cials for this program is: “Keep 
‘em intelligent, factual, and inter- 
esting.” Jessop writes the show. 

There is no bang-bang—no sell- 


Utah Dealers Set 
Parley for Dec. 8 


SALT LAKE CITY.—Utah Auto- 
mobile Dealers Assn. will hold its 
annual convention and election of 
officers at the Newhouse Hotel here 
Dec. 8, the board of directors an- 
nounced last week. 

Prominent speakers are slated to 
address the parley on a group of 
specialized subjects. 





<qomseeseeestseseecsepupumnsnsgunsmnsnensseusnensuiasiesiannienenieetees 
ing parts or cars—no “We have 
the best cars in the world” stuff. 
Instead, the show offers straight- 
from-the-shoulder facts about the 
new car situation. Once in a while 
the program does nothing but urge 
every motorist to cooperate with 
the police and safety councils. 


Wisconsin Dealers 


Meet Sept. 14-15 


In Milwaukee 


MADISON, Wis.—The 19th an- 
nual convention of the Wisconsin 
Auto Trades Assn. will be held at 
Hotel Schroeder in Milwaukee Sept. 
14-15, Secretary Louis Milan an- 
nounced. 


Among principal speakers at the 
general sessions will be Paul M. 
Millians, vice-president, Commer- 
cial Credit; Ed Payton, Cleveland 
trade analyst; M. O. Anderson, of 
Seattle, president, NADA, and J. T. 
Meek of the Illinois Federation of 
Retail Assns. 


Wolfington Wins 
Jones’ NADA Post 


HARRISBURG, Pa.— J. Eustace 
Wolfington, president of the Penn- 
sylvania Automotive Assn., has 
been elected director of NADA for 
a three-year term, succeeding R. C. 
Jones. 

Although the names of both 
Jones, present NADA director, and 
Wolfington appeared on the ballot, 
Jones is understood to have sent 
a letter to all members of NADA 
urging support of Wolfington. 





it ourselves,” the letter concludes. 


HARRISON COUNTY AUTOMOBILE & Truck Dealers Assn., 





Clarksburg, W. Va., 


held its semi-annual get-together recently. Officers of the association are Sam Stalnaker, 
president; W. R. Barrick, vice-president, and Miriam H. Wilson, secretary-treasurer. 


Barrick and Miss Wilson were in charge of arrangements and were assisted by Glen 


Hanna and Tug Wilson, 
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AUTOMOTIVE WE STAND FOR: 

A 11. Fair and equitable contracts between manufac- 
D ‘ turers and dealers in motor vehicles, parts and ac- 
ef cessories. {2. A fair profit to the dealer on every 
Az used vehicle accepted in partial payment for a new 
L car or truck. 13. Hvery dollar of gasoline tax col- 
E lected by state or federal governments applied to 
p | the building and maintenance of highways. { 4. The 
= elimination of governmental and bureaucratic con- 


trols over this industry. 5. A return to the pre- 
cepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


Will It Be a_Buyer’s Strike 


Or Seller’s Sleep? 


AM dealers now have several operations which they can 
make their proving grounds for future selling. 

These are the operations in which business is falling off. 
Some dealers can find any number of reasons why business 
is declining in these lines. 


Other dealers, the ones who will be on top in the com- 
petitive sales era, take a little different viewpoint. 


They see the tough jobs as a challenge which the 
tackle with relish. They know that the re way to eae 
an organization on its toes is to direct it against ob- 
stacles—and win. 


Most dealers still have to fight off new-car customers. But 
most of them could improve their service business. This is 
evident in the recent disclosure by a manufacturer that its 
dealers were getting only 32 out of every 100 new owners 
back for service. 


The old owners are always the best prospects for the deal- 
er's new-car sales. If he keeps track of his owners and serves 
them well, they’ll be in the mood to listen to his sales talk 
when they are ready to buy a new car again. 


The dealer doesn’t have to pull his sales punch on service. 
The more he can get, the better off he will be in the com- 
petitive era that is coming. 


Nor, if he sells trucks, does he have to pull his punches 
on truck equipment. A builder of truck bodies, selling 
through dealers, recently said that many truck dealers 
are letting customers go direct to local body builders 
when the dealer might easily have sold the business him- 
self and have participated in the profit. 


Automobile financing and insurance is another field in 
which the dealer can do a selling job. He is losing a lot of 
— that is taken by banks going direct to the cus- 
comers. 


It is true that there is a delicate point here. The dealer 
doesn’t want to exert undue pressure, lest the customer feel 
that he is being forced into the deal to get the car. 


But through the proper type of salesmanship, the dealer 
can put in his bid for the business. And he can do it in such 
a way as to make the customer feel that the dealer is doing 
him a favor. 


Every time a dealer lets a sales opportunity go by, he is 
weakening his chance to be fit to sell when the chips go down. 
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TO MY DESK this week comes 
a book which is sure to arouse @ 
lot of outer-lobby, and perhaps 
even some inner sanctum, comment 
in many places. Of course, no one 


else in the world 

CLYMER would ever have 
ANSWERS thought of doing it, 
A $64 certainly not in so 
QUESTION unorthodox a man- 
ner; but then, the 


unpredictable Floyd Clymer of Los 
Angeles is like that. Here appar- 
ently is a man who has never lost 
his boyhood zest for doing the 
things he wants to do in the way 
he wants to do them! There is no 
other explanation for the reason 
which prompted him to publish 
this 50-page brochure entitled, 
“Floyd Clymer’s Independent Test 
Report and Investigation of Kaiser- 
Frazer Cars.” Sensing the certain 
skepticism as to his motives, he 
adds naively, “Uncensored—Impar- 
tial—Unbiased—F air.” I have been J iy” 
awaiting the arrival of this book q* DS 
since he wrote that he had it in 124 
compilation. I was just as curious : 
as you will be to see how he han- vd 
dled so difficult a noe a if WHAT 
signment. On the cover, he states 

a MAKES 

WATER / 

RUN 


plainly, “I have no connection with y 
the Kaiser-Frazer Corp. or any 4 . 
RS A\ 
p (te ANA \ N H{LL? 
, \ 4 
Nat NN Do 
ANY ae 
\ : 


YS 


SS 


K-F dealer.” After reading the 
book, I for one have no reason to 
question this statement. 

* + * 

ABOUT HALF of the book is de- 
voted to a travelog of the 3,000- 
mile trip from Detroit, where he 
“Purchased, at retail, a Kaiser 
from a K-F dealer I had never 
seen,” to his home in Los Angeles. 
He stopped long enough enroute 
to race the car up Pike’s Peak, a 
distance of 12.7 miles, and in 21 
minutes, 15 seconds, and repro- 
duces a certification of this record 
by “an official photographer, a 
checker, and Ira R. Alexander, a 
representative of AUTOMOTIVE 
News.” We might add that Alexan- 
der, our correspondent at Denver, 
acted without any authority from 
this publication and completely on 
his own. But then, as it was a nice 
day, we don’t blame him for tak- 
ing a ride! 





Coming Events 


* * + 


CLYMER STOPPED, took pic- 
tures and talked with the owners 
of all the Kaiser-Frazer cars he 
met on the road. 
He carried a 
Sound - Scriber 
alongside of him 
and dictated on- 


Hotel). Convention, Florida Automobile 


Dealers Assn. 


Oct. 21-23—Richmond. Automotive Trade 
Assn. of Virginia conclave. 


Oct. 23-25—Huntington, W. Va. (Hotel 
Pritchard). Annual convention of Auto- 
mobile Dealers Assn. of West Virginia. 


SEPTEMBER 

Sept. 7-8—Biloxi, Miss. (Buena Vista 
hotel). Tennessee Automotive Assn.’s 
eighth annual convention. 

Sept. 10—New Castle, N. H. (Hotel Went- 
worth-by-the-Sea). Annual convention of 
New Hampshire Automobile Dealers 
Assn. 





the - spot com- 
ments on the 
trip and re- 
marks made 
about the per- 
formance of the 
cars. The story 
of his journey 


practically a full 
compilation of 
all the Burma Shave signs en- 
route, which makes the reader feel 
as if he were actually riding with 
him at 60 or 70 miles an hour. Fu- 
ture historians of our time will 
appreciate this compilation of con- 
temporary poetry, for example: 
“Car in Ditch, Driver in Tree; The 
Moon Was Full and So Was He.” 
And “Although We've Sold Six 
Million Others, We Cannot Sell 
Those Cough Drop Brothers.” 
The story of his journey is thus 
well authenticated by pictures 
which he took all along the route 
and which you may find as inter- 
esting as I did. 
eg * * 

THE SECOND half of the book 
is what makes it highly unortho- 
dox and will be the part to arouse 
pros and cons in the trade, both 
in and out of the K-F organization. 
He picks the car apart and com- 
ments on the good and bad fea- 
tures of each of the component 
parts, apparently on an unbiased 
but friendly basis, much as a dra- 
matic critic would pan or praise 
a new stage or movie production. 
This policy, although never adopt- 
ed in this country, was quite com- 
mon in the trade press of foreign 
countries before the war. 


* + * 
BUT THE answer to Clymer’s 
$64 question, which this book is 


supposed to answer on an entirely 


turns out to be | Sept 


Sept. 12-13—Traverse City, Mich. Annua) 
meeting of Michigan Trucking Assn. 

Sept. 14-15—Milwaukee (Hotel Schroeder). 
Annual convention of Wisconsin Auto 
Trades Assn. 

Sept. 15-16—Egg Harbor, Wis. Annua! 
meeting of Wisconsin Trucking Assn. 
Sept. 17-18—Milwaukee (Hotel Schroeder). 

SAE Tractor meeting. 


. 17-26—Ohicago. National Machine 
Tool Builders Exhibit and Production 
and Machine Tool Show. 


Sept. 18-19—St. Louis. Annual convention 
National Used Car Dealers Assn. 

Sept. 21-22—Myrtle Beach, 8. ©. (Hotel 
Ocean Forest). Annual meeting of South 
Carolina Automobile Dealers Assn. 

Sept. 26-26—Atiantic City. Annual conven- 
tion of New Jersey Auto Trade Assn. 


Sept. 29—Oleveland (Hotel Statler). An- 
nual meeting of Automotive & Aviation 


Parts Mfrs. 
OCTOBER 

Oct. 2-4—Los Angeles (Biltmore Hotel). 
SAE Autumn Aeronautical meeting. 

Oct. 3-4—Atilantic City. Tri-State Conven- 
tion (Delaware, Maryland and Pennsyi- 
vania dealers). 

Oct. 6-8—Houston, Tex. Petroleum Mechan- 


ical Engineering Conference. 
Oct. 12-14—Galveston, Tex. Texas Auto- 


motive Dealers Assn. meeting. 
Uct. 13-14—Miami Beach (Roney-Plaza 


impartial and unbiased basis, is 
“How are K-F cars standing up 
in the hands of their owners?” To 
answer this question, Clymer sent 
questionnaires to more than 5,000 
K-F owners and received 3,000 re- 
plies, the results of which are care- 
fully compiled together with 230 
owners’ comments. All in all, it 
turns out to be a very unique book 
which I think both the K-F or- 
ganization and their competition 
will find equally interesting. What 
makes, Floyd?—G.M.S. 

Copies of ‘‘Floyd Clymer’s Indepen- 
dent Test Report and Investigation of 
Kaiser-Frazer Cars’’' may be ordered 
from Automotive News, Book Depart- 
ment. Deluxe Edition, $2.50 each, post- 
paid. Paper-bound, $1.50 each, post- 

paid. 


Oct. 26-31—Los Angeles (Biltmore hotel). 
Annual American Trucking Assns. con- 
vention. 


Oct. 30-Nov. 1—Bosten. (Hotel Statler) 
15th semiannual meeting, American So 
clety of Tool Engineers. 


NOVEMBER 


Nov. 6-7—Tuisa, Okla. (Hotel Mayo). SAE 
Fuels & Lubricants meeting. 

Nov. 5-7—Detroit (Rackham Memoria!) 
Second annua! technical convention of 
the American Society of Body Engineers 

Nov. 10-11—Savannah. Georgia Auto Deal- 
ers conclave. 

Nov. 12-13—Oklahoma City (Skirvin hotel). 
14th anual convention, Oklahoma Auto- 
mobile Dealers Assn. 


DECEMBER 


Dec. 1-3—Hansas City (Hotel Continental) 
SAE Air Transport meeting 

Dec. 1-5—Atlantic City (Chalfonte Hotei 
and Haddon Hall). 68th annual meeting 
of the American Society of Mechanical 
Engineers. 

Dec. 5-6—Bozeman, Mont. Annual conclave 
of Montana Auto Dealers Assn. 

Dec. 7-9—Biloxi, Miss. Convention of Mis- 
sissippi Auto Dealers Assn. 

Dec. 8—Salt Lake City (Newhouse Hotel). 
Annual convention, Utah Automobile 
Dealers Assn. 


Dec. 8-13-—Chicago (Navy Annual 


Pier). 


ASI Show. 

Dec. 8-9—Wichita, Kans. (Hotel Broad 
view). Annual meeting of Kansas Auto 
Dealers Assn. 

Dec. 10-11—Boise. Idaho Auto Dealers 
Assn. convention. 


Dec. 14-17—Chicago (Sherman hotel). Fifth 
annual convention and trade congress of 
National Auto Wreckers Assn. 


JANUARY 
Jan. 25-29—Chicago (Hotel Stevens). An- 
nual meeting of NADA. 
FEBRUARY 
Feb. 29-May 4 — Vancouver (Vancouver 


Hotel). Annual convention of the Cana- 
dian Automotive Wholesalers Assn. 


MARORH, 1948 
March 15 (opening), Cleveland. 1948 ex 
hibit, American Society of Tool Eng! 
neers. 
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It’s not all work at the Merchandising School — not 
quite. Here a group of students relax with a fast game 
of basketball in the Ford Recreation gym. 


LLOWING summer recess, the Ford Merchandising School reopened its 
Fecors on September 8th, with a capacity class made up of selected 
employes of Ford Dealers. For five weeks these young men will study 
intensively the Ford organization and products, fundamentals of successful 
dealership operation, and the techniques of modern merchandising. They, 
like today’s Ford Dealers, know there’s a future with Ford! 


The nearby Ford Rouge Plant is visited “a to 
provide practical background knowledge of how Ford 
products are made, their quality controlled. 


The first class of the Ford Merchandising} School The; School occupies its own building, near the Ford 

] opened in March, 1947. Average class numbers 35 Rouge Plant in}Dearborn, Mich. This portion of the 

members, selected geographically across the country lounge is; typical‘of the *modern}facilities provided. 
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vempentive fields. Here Bud Lanpher, o rd Parts replica of a dealer’s parts department. 


staff, talks on parts systems and controls. 
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Record 37,000,000 Cars and Trucks to Service 


Estimated 1947 Registrations by States Compared with 1941 





F ranchise Sales 
Place Tucker 
Over the Top 


Dealers’ $6,100,000 
Boosts Firm’s Cash 
To $19 Million 


ST. LOUIS.—Predicting the out- 
put of 1,000 cars daily by next 
March, Preston Tucker, president 
of Tucker Corp., announced here 
last week that the company had 
obtained sufficient funds through 
stock financing and sale of dealer 
franchises to take over the Dodge- 
Chicago plant. 

More than 90 percent of the $20,- 
000,000 stock issue has been sold, 
including a $209,000 subscription by 
one UAW-CIO union, he said. 

In addition, more than $6,100,000 
has been obtained from the sale 
of dealer franchises, Tucker added. 


“Chicago is now assured of its 
first full-fledged auto manufactur- 
ing company,” he declared. 

He said the firm now has around 
$19,000,000, or $4,000,C09 more than 
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the firm is required to show assets —— 
of to the War Assets Administra- NEW HAMPSHIRE 58,175 
150,650 
1,213,150 
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tion in order to make its lease of 
the Chicago plant effective. 
Tucker was here for the occa- 
sion of a two-day showing of a 
hand-built Tucker car which drew 
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4-Day Parley 
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gional managers from all parts of 
the country will attend a four-day 
meeting here starting Sept. 15 dur- 
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Several executives of the com- 
pany will address the group includ- 
ing E. R. Breech, executive vice- 
president; J. R. Davis, Ford vice- 
president and director of sales and 
advertising; Harold T. Youngren, 
vice-president and director of en- 
gineering, and T. W. Skinner, Lin- 
coln-Mercury general manager. 

One of the highlights of the con- 
ference will be the luncheon on 
Sept. 15 at Dearborn Inn attended 
by members of the Ford policy 
committee. 

Among the subjects to be dis- 
cussed by home office executives 
and the field men during the four- 
day meeting are _ representation, 
parts and accessories promotional 
plans, future service programs, 
business management activity, dis- 
tribution and advertising. 


TOTAL 427,185 
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Promoted by Borg 


CHICAGO.—The election of two 
new vice-presidents and the reelec- 
tion of other officers of the Me- 
chanics Universal Joint division of 
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week by C. S. Davis, president of 
Borg-Warner. C. E. Palmer, for- 
mer works manager, was named 
vice-president in charge of manu- 
facturing for both the division’s 
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under construction in Memphis. 


The other newly elected vice- 
president is Fred M. Potgieter, who 
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ARE 
you 


LENDING 
YOUR 

To 
OUT-OF-DATE 
*"FIGURES ?”’ 


Be sure you have today’s facts 
and figures on Philadelphia 
—America’s 3rd market! 


.In a merchandising world that changes almost 
by the hour, your marketing plans demand 
intimate knowledge of today’s facts and 

a rere figures. In Philadelphia today, the INQUIRER 

is out front in advertising linage . . . has 

climbed to a new level in circulation, at a 

rate that far outstrips ALL OTHER PAPERS. 


COLUMBIA 
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TOTAL ADVERTISING 


Philadelphia Daily Newspapers. Six days only (exclusive of Sunday) 


LINES IN MILLIONS 








8,281,520 Peepers 
8,203,093 es 










6 
59,885,651 






DAILY: 6 DAYS 
SOURCE: MEDIA RECORDS 
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4,770,438 
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TELL IT (8 THE BORAGE... Cees ee 


Che Philadelphia Mnguirer 


NOW IN ITS 14TH CONSECUTIVE YEAR OF TOTAL ADVERTISING LEADERSHIP IN PHILADELPHIA 


INIA 


9 COLUMBIA 


CIRCULATION: DAILY OVER 700,000 
SUNDAY ...OVER 1,000,000 
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Booster Clubs 


To Publish 


Own Directory 


DETROIT.—Automotive Booster 
Clubs International, Inc., with 29 
member clubs located in as many 
key distributing points across the 
nation and in Canada, plans to 
publish a directory of its 3,000 
members prior to the next ASI 
show. 

The directory, in which both 
member and manufacturer adver- 
tising will be carried to defray the 
cost, will get an anticipated 10,000 
distribution at the parts show and 
is expected to be distributed to 
every jobber in the United States 
and the Province of Ontario by 
the local booster clubs in each 
area. 

The directory will run from 400 
to 500 pages in size and will carry 
not only a complete directory of 
each club’s membership but also 
the names of the firms or lines 
each member represents. 

Advertising for this first “annual” 
will be sold by the club members 
in each local Booster Club. 
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cemmmanemamanntincn 
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THIS BUILDING which just opened with appropriate ceremonies is the new home of 
McLaurin Sales Co. (Hudson), Jackson, Miss. It covers more than 13,500 square feet of 
floor space, allowing the display of four cars. Max McLaurin, president of the dealer- 
ship, has given special consideration to the used-car department of his business in order 
to eliminate interference with any of the new car activities. The used-car lot contains 
17,500 square feet of open space. In addition, a used-car service department next to 
the used-car lot contains 7,700 square feet of space with a second floor for the storage 
of bulky parts. McLaurin reports that the dealership has invested over $100,000 in 
the establishment. 





Southern Viewpoint 





Far Behind in Deliveries, Spartanburg Dealers See 
Auto Output Decline in Last Half 


SPARTANBURG, S. C.— Most 
Spartanburg dealers believe there 
will be fewer new cars produced 
in the last half of year than there 
were during the first six months. 

Pierce Motor Co. (Ford) report- 
ed delivery of 26 cars in July and 
only 10 up to Aug. 30. A company 
official commented: “We are get- 
ting tradeins on only a small per- 


centage of sales.” 
R. E. Foil 


on file. 


City Motor Car Co. 


our order list is increasing.” 
Foster-Burns Motor Co. (Nash) 
reported: “We have _ received 
about eight cars per month this 
year.” Walter J. Foster, co- 
owner of the agency, says he 
foresees little chance for much 
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Yes, it's just like the old days BWW2"! You fellows put the power in your 
cars—we put the power in your sales in Pittsburgh! You gave us the bulk 
of your linage then—you give us the bulk of your linage now! Incident- 
ally, we had 285,000 families reading our paper last month! That's more 
POWER by far than has ever been delivered by any Pittsburgh daily! Just in 
case you'd like to see the linage figures, here they are: 


; NEW CAR LINAGE IN PITTSBURGH (Media Records) 


NEWSPAPER JULY LINAGE SEVEN MONTHS LINAGE 
POST-GAZETTE 26,260 141,731 
PRESS 14,057 104,253 
SUN-TELEGRAPH 16,623 91,635 





REPRESENTED NATIONALLY BY MOLONEY, 
Chicago @ 


New York e¢ 


than any other Pittsburgh newspaper. 
*Before World War 2 


Comcontiate. ix -rilebueghd 


Boston e@ Detroit @ San Francisco ¢ 


Philadelphia ¢ 


Just in case anyone raises the point, we might add that in July the 
Post-Gazette carried more new car linage by far (6 days against 7) 


POST-GAZETTE 


REGAN & SCHMITT, 
Los Angeles ¢ 


INC. 
Seattle 


(Pontiac-Cadillac) 
says he has been receiving about 
10 Pontiacs and three Cadillacs 
each month for delivery, far be- 
low requirements to meet orders 


(Dodge- 
Plymouth): “We have received 20 
cars in the past two months, but 


increase in production this year. 

Wakefield Buick Co. reported: 
“We received seven cars in July 
and eight in August.” Wakefield 
said he thought production would 
increase a little during the next 
few months. 

Gaines-Setzer Motor Co. (Stude- 
baker) reported “a long waiting 
list, with only a dribble of de- 
liveries.” 

Ernest Burwell (Chevrolet) com- 
mented: “Every month we go over 
our order list, screen out those 
who have already purchased cars 
from someone else, and allocate 
our quota of deliveries on a basis 
of need. We try to take care of 
our customers who are walking 
first. I’m running my dealership 
on the expectation that I’m going 
to be in business here a long time, 
and that means I’ve got to be fair. 
As for those who have cars we 
ask them to either drive them a 
while longer, or turn them in so 
they will be available to our used 
car customers. We get trade-ins on 
about half the new cars we sell. 

“We require every purchaser to 
sign a contract stating that he 
will not re-sell the car during the 
six months following the sale,” 
Burwell continued. 

“We received 27 passenger cars 
in July, 23 in August, and have 
been promised delivery of only 18 
in September. We have a backlog 
of over 2,000 orders.” 

Burkett Motor Co. (Kaiser- 
Frazer) reported: “We received 
27 cars in July, 38 in August, and 
we exnect to receive between 50 
and 60 in September.” 

Charles C. Stratford (Oldsmo- 
bile) reported: “Deliveries are run- 
ning far behind orders. We are re- 
ceiving only about 30 percent of 
the cars expected this year.” 

Williams Motor Co. (Packard) 
reported: “We have a large back- 
log of orders and have been re- 
ceiving an average of two cars a 
month.” 

Odom Motor Co. (Willys) report- 
ed: “We have been receiving an 
average of six Jeeps a month 
along with one station wagon. We 
require no trade-ins on sales.” 

Buddin Motor Co. (Hudson) re- 
ported: “We received seven cars 
in July and nine in August. Our 
order list continues to grow. We 
don’t look for much, if any, in- 
crease in production this year.” 


Nash to Start 
Truck Output 
In the Fall 


DETROIT. — First Nash trucks 
since 1929 are expected to be 
shipped this fall. 

In order to minimize diversion 
of steel from passenger-car pro- 
duction, Nash will build its first 
trucks as knocked-down cowl and 
chassis, without cab, body or rear 
fenders, for the export market. 

When steel becomes available in 
sufficient quantities, Nash said, it 
will build complete trucks for do- 
mestic distribution. 

Nash was once one of the fore- 
most truck makers. In 1918 it set 
a record with 11,490, most of them 
the famous four-wheel-drive Quads 
for the Army. After 1921, produc- 
tion faded to two or three hundred 
a year until finally the truck line 
was dropped in 1929. 

In the period from 1917 to 1929, 
Nash built a total of 23,498 trucks. 

When it resumes production, 
Nash will become the sixth pas- 
senger car maker to build trucks, 
with Plymouth and Packard ex- 
pected to follow. Chevrolet, Ford, 
Dodge, Studebaker and Hudson 
now build trucks as well as cars. 


Dealer Installs Auto Phone 


The portable radio-telephone has 
been put to new use in Dallas, Tex., 
by Lone Star Olds-Cadillac Co., 
dealer-distributor concern, with in- 
stallation of a set in the companys 
courtesy car. It will now be pos- 
sible to dispatch the car to any 
point while it is enroute, making 
it unnecessary for the car to re- 
turn to the office for new instruc- 
tions. 


[ 
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DESPITE DIFFICULTIES in securing materials, the new home of Standard Chevrolet 
Co., Nevada, Ia., was completed in record time and provides complete sales and service 
facilities. The dealership is operated by Ray Ahlberg, formerly service manager of Paul 
Manning Chevrolet Co., Des Moines. 


Ford’s Purchase 





| The plant, consisting of a 17-acre 
site, a forge shop, boiler house, 
| office, service building, laboratory, 
|}seven smaller structures, three 


Of Forge Plant 
|eranes and related utilities, was 


OK’d by WAA | built in 1943 to prgduce 105mm 


WASHINGTON. — Purchase by/ gun barrels. 
the Ford Motor Co. of a reer After refitting the plant, Ford 
(O.) gun forging plant operate will use it to supply forgings for 


during the war by Republic Steel d 
Corp. was approved last week . by passenger cars, trucks and trac- 


the War Assets Administration.|tors. Employment is expected to 
Purchase price was said to be|be provided for about 1,000 persons, 
$950,000 cash. it was stated. 
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Gad-About Farmer 


Survey Shows He Prefers the Automobile for Travel, 
Is Not Stay-at-Home Type at All 





The farmer is not the stay-at- 
home that a lot of people think 
he is. 

He is a gad-about who prefers 
the automobile to any other means 
of transportation, according to a 
vacation and travel survey made 
by Capper Publications, Inc. 

The publishing firm’s study was 
made among farm and rural fam- 
ilies in nine states: Pennsylvania, 


Ohio, Michigan, Iowa, Nebraska, 
Missouri, Kansas, Colorado and 
Oklahoma. 


A total of 1,274 completed ques- 
tionnaires were returned from sub- 
scribers of its five publications in 
response to 2,000 sent out. 

The survey was designed to de- 
termine four points concerning va- 
cation and travel habits of read- 
ers: Their favorite vacation 
months, where they planned to go, 
method of travel and size of aver- 
age party. 

Three out of every four answer- 
ing indicated they planned to take 


a vacation before the end of 1947. 

August was the most popular 
vacation month, with July next 
and June third. However, winter 
vacations in December or January 
seemed more popular than June 
vacations in Michigan and Ohio. 

Taken in November, 1946, the 
survey revealed that more than 50 
percent were planning vacations in 
the nine less popular months. 

California was the _ vacation 
mecca of a great majority of the 
subscribers. Florida was second 
choice among Eastern readers, and 
Washington state took second 
place among Western readers. 

From 66 to 80 percent of all re- 
plies stated a marked preference 
for the automobile as a means of 
vacation travel. Railroads were 
next in popularity and buses ran 
third. 

Airline travel was also frequent- 
ly mentioned. 

According to the survey, farmers 
make vacation plans well in ad- 








Frank B. Gregg, Dodge Dealer, Pittsburgh, Pa. 


“WHO WOULDN'T SMILE. . . for twenty-seven 
years I was one of the largest dealers in low 
priced cars in the state of Pennsylvania. My car 
and truck experience, I thought, was just about 
as complete as could be. 


“Then, six years ago, came the opportunity to 
take on Dodge and Plymouth cars and Dodge 
Job-Rated Trucks. I seized the opportunity and 
it was the wisest business move I ever made. 


“I now have a single dealer agreement embrac- 


ing these three great vehicles. I have a huge 
sales and service backlog. I am able to compete 
for business in all price classes and markets. 
I know of no other dealer opportunity to com- 
pare with this one, and I think my six-year 
accomplishment fully proves the point.” 


DODGE * PLYMOUTH * DODGE “Job-Rated” TRUCKS 


DODGE—DIVISION OF CHRYSLER CORPORATION 


7900 JOS. CAMPAU, DETROIT 11, 


MICH. 










vance of vacation time. Three out 
of four had selected the montt 
they would travel in, and four out 
of five had decided on where the; 
were going to go. 


WAA Closes 
National Office 
For Auto Parts 


WASHINGTON. —In new in- 
structions last week covering dis- 
posal of surplus auto parts, as- 
semblies, and accessories, the War 
Assets Administration announced 
discontinuance of the Nationa! 
Auto Parts Office in Detroit, elim- 
ination of prepayment of freight 
on U. S. issue items and establish- 
ment of new discount rates to all 
levels of trade. 

Rescinding National Sales Pro- 
gram No. 40, WAA ordered all re- 
maining inventories under the jur- 
isdiction of NAPO transferred to 
the regional offices in which these 
inventories are physically located. 
Assigning of inventories to regional 
offices will be completed by Sept. 30. 

In discontinuing the prepayment 
of freight, WAA said that all cus- 
tomers’ orders accepted by WAA 
sales offices will now be f.o.b. ship- 
ping point. WAA said further that 
the new discount rates would more 
;than compensate for freight costs. 

The discounts for items in N, E 
and O condition (U. S. issue) and 
R_ condition (used—repairs _ re- 
quired) f.o.b. shipping point fol- 


low: 

Discounts from List Price 
Priority Purchasers ................ 85%* 90% 
Non-Priority Purchasers 
distribu- 
ex- 


a. Manufacturers, 
tors, wholesalers, 





| porters, foreign govern- 

| SUT ccccccctedisesiess .. 85 90 
| db. Dealers ........... 65 90 
| ¢. Service Garages 60 90 
| 4 Fleet Owners ......... 55 90 
| 


*—-N, E and O Condition. 

|t—R Condition. 

| Parts, assemblies and accessories 
| may be purchased by contacting 
nearest customer service centers 
or regional offices where sales sec- 
tions will be supplied with cata- 
logues listing regional inventories 
as well as those inventories for- 
;merly handled by NAPO. 


"48 Steering Gear 
K-F Introduces Advance 


In Present Models 


WILLOW RUN.—A new postwar 
steering gear which gives unpre- 
cedented steering ease and is 
scheduled for general use in most 
of the auto industry’s 1948 models 
is an exclusive feature of 1947 
Kaisers and Frazers, it was as- 
serted last week by Clay P. Bed- 
ford, K-F vice-president in charge 
of manufacturing. 

Designed by Gemmer Mfg. Co., 
the new steering unit is an adapta- 
tion of heavy duty designs which 
have been in use in buses and 
| trucks for several years. 
| In the new mechanism, known 
as “Model 305,” a triple-tooth roller 
gear has replaced the double-tooth 
design used in conventional prewar 
steering units. According to tests 
by Gemmer and K-F engineers, the 
addition of the third tooth relieves 
internal gear pressures, allows 
greater leverage in the steering 
| linkage, and gives the driver im- 
| proved steering control and stabil- 
| ity under all road conditions. 





| 
| 
| 
| 





| ‘‘We received excellent results from ou: 
| advertisement printed in the Classified Sec 
| tion of Automotive News.’’—Adams & Son 
| Coeur D'Alene, Idaho. 





FOR THE CONVENIENCE OF 
NON-SUBSCRIBING READERS 
' wish to subscribe to 
AUTOMOTIVE NEWS 
PLEASE ENTER MY ONE YEAR at $6 
| SUBSCRIPTION To { 
| AUTOMOTIVE NEWS 2 YEARS at $1( 


NAME.. 

ADDRESS 

cITV...... ZONwE STATE 

§ enclose §.......... or Please Bill Me 


TRADE CONNECTION: Car Dealer [) Truck 

Dealer [] Manufacturer (1) Jobber) Supplier 

Insurance) Financial] or : 

(Mall te AUTOMOTIVE NEWS, Penebsest Bids 
Detroit 26, Mich., U.S.A.) 
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Husbands and wives buy their cars together; you have to 
sell both of them. 


Husbands and wives read Better Homes & Gardens to- 
gether; we write equally to both of them. 


This husband-reading is no “also” business, either. 
Better Homes & Gardens is actually written as much for 
husbands as for wives. Articles on construction and car 
care and mortgages and outside repairs run next to 
kitchen gadgets, chocolate desserts and color schemes. 


The reason for BH&G’s two-by-two readership is that 
BH&G is devoted entirely to homes, and it takes men as 
well as women to make a home. 


But which homes does BH&G go to? 


There’s the heart of the matter for the automotive 
industry: 


BH&G goes by design — on purpose — because we 
planned it that way — to the very suburban homes 
that your cars made possible when you freed people 
from streetcars and buses and crowded cities. 


scli~ 


through 


CIRCULATION OVER 





How well we reach your own market that you created 
yourself is shown by the figures: 


BH&G incomes are among the highest for all big 
magazines. 


BH&G families spend more on their homes and what 
goes into them than even their neighbors in the same 
block. They’re pace-setters. 


BH&G families demand new cars often: 2.8 years 
was the average in 1940. They’re your normal repeat 
market. 


Can you name another magazine that goes right to your 
own market, the market that can give you prestige now, 
repeat sales later? Can you name another magazine that 
is actually written equally for men and for women in that 
market? Can you imagine a more direct and more econom- 
ical way of reaching the community leaders you want? 


We'd like to tell you more about the magazine that was 
launched solely to write to the market that you created. 


COMA CHIC 


PHIOMer PRI Cadi hs 


3,000,000 
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ATA Nominates 
Buhner to Take 
Rodgers’ Post 


WASHINGTON.—The Nominat- 
ing committee of the American 
Trucking Assns. has announced 
nomination of E. J. Buhner to be 
president, succeeding Ted V. Rodg- 
ers. Under a previous proposal of 
the executive committee, to be con- 
sidered by the board of directors 
in October, Rodgers would become 
chairman of the board. 

Cc. F. Weilbacher, chairman of 
the committee, announced the nom- 
inations were made unanimously 
at the committee’s special meeting 
in Chicago. They will be submitted 
to the board of directors for final 
action during the association’s an- 
nual convention at Los Angeles, 
Oct. 26-30. Additional nominations 
may be made from the floor at 
that time. 

Other nominations announced by 
Weilbacher were: 

H. D. Horton, to be first vice- 
president; H. E. English, to be sec- 
ond vice-president; Leland James, 
to be fourth vice-president; Ches- 
ter G. Moore, to be secretary, and 
Charles P. Clark, to be treasurer. 







downhill - 


’ SALES CURVE AHEAD! 








THE ALL AMERICAN SOAP BOX DERBY in Akron was filmed by United States 


Rubber for television and for distribution 


to boys clubs, libraries and schools. Here 


Kenny Holmboe, of Charleston, W. Va., the winner and star of the featurette, presents 
a Derby souvenir to-Charies J. Durban, assistant advertising director of the rubber 


company. Frank Knight, right, is publisher 


Chrysler Names 
2 District Heads 


DETROIT.—Stewart W. Munroe, 
general sales manager of the 
Chrysler division, Chrysler Corp., 
has announced appointment of 
Hans H. Newman as district man- 
ager in the Bismarck region, with 


headquarters in Billings, Mont., 


Nath a 





With new cars flowing in and your list of waiting customers 
running out, it’s high time to get behind time sales. After all, 
you want the profit the Universal C. I. T. Retail Plan reserves 
for you...and you want to control each sale all the way. With 
this Plan you can... for it enables a customer to buy, finance 
and insure his car right beside your desk—in one simple trans- 
action. In addition, it puts you in a better position to harvest 
service business and repeat sales. There’s no better time than 
now to sign up with Universal C, I. T.—the financing institution 
that has a'ways put the dealer’s problems first. 


UNIVERSAL €. 1. T. 


Universal C. I. T. Credit Corporation 


OvéerR 2300 LOCAL OFFICES IN PRIENCHPAL CLIC E 


of the Charleston Gazette, Kenny’s sponsor. 


|}and Charles J. Horan as district 
manager in the Boston region. 


New Home in St. Louis 


Occupied by Stepman 

Ben Stepman Auto Sales Co., 5555 
Easton Ave., St. Louis, is now oe- 
cupying its new building which was 
built recently at a cost of $25,000. 
according to Ben Stepman, presi- 
dent. 








oe appears likely to attain 
its 1947 goal of 160,000 vehicles, 
G. De Henning Michaelis told 
Automotive News last week. 

De Henning is head of the 
French Center 
for Automobile 
Documentation in 
this country. 

Production for 
the first half to- 
taled 70,617, in- 
cluding 32,498 
passenger cars, 
1,809 motor 
coaches and 36,- 
310 trucks and 
special vehicles. 

oa In 1946, produc- 
tion for the similar period was 
41,813. 


Recent strikes hurt production 
little, although Citroen’s output 
dropped sharply in June because 
of walkouts. However, Citroen 
led the list in car production for 
the first half, turning out 10,611. 
Renault was close behind with 















Customer Group Life Insurance 








Personal Accident Insurance 








ae 


ra le 


Rewrite and Refund Plans 





Adequate Insurance Against 23 
Hazards to Customer's Car 





French Output Rising 


Builds 70,617 Vehicles in First Half; Hopes 
To Attain 160,000 Goal in 1947 












9,834 cars, and led in total pro- 
duction, since it built 12,282 
trucks while Citroen built 3,488. 
Monthly output is rising, lead- 
ing producers to be hopeful of at- 
taining this year’s goal. 
* o + 
N=t year’s goal is 220,000 to 
240,000, De Henning said. Abil- 
ity to get coal from the Saar and 
the Ruhr will be the deciding fac- 
tor in whether France will make 
it, De Henning said. 


He reported that France is not 
too bad off for steel, although 
sheet is short as it is here. 
France produces most of its own 
steel and buys a little from this 
country. 

Like England, France is export- 
ing most of its automotive produc- 
tion. Exports take 67 percent of 
the cars and 41 percent of trucks. 


Here are the production figures 
for the first half: 


Cars 
Citroen ..... és , ‘ ... 10,611 
Delahaye rioulba 176 
EE ich svereianicijestdd saxayeiveeveiwthabasseban 1,708 
IIL. sesvsieshobivscrisingvindeusidiclehis cox> 5,886 
Renault 9,834 
Simca Mel vedobbssicae 4,096 
Miscellaneous .....................00.... 187 
Motor Coaches 
I ou cova Seid tudivae adaiercoctas ceilste 233 
IEE 15, oeyscscrvenchvecivbyctentaad 465 
Isobloc 345 
Renault 466 
Miscellaneous ........ diGhetee Socies 300 
Trucks, Special Vehicles 
Berliet 1,609 
Chenard 616 
Citroen 3,488 
Delahaye 524 
Ford ..... 4,080 
Hotchkiss 969 
Panhard 856 
Peugeot 7,340 
Renault 12,282 
Saurer 306 
Simca 2,064 
| ee 497 
Willeme 306 
Miscellaneous 1,373 


Auto Advertising 





Names 

Stephen P. Glennon, vice-presi- 
dent and a member of the board of 
directors, has been appointed ad- 
vertising director of Outdoor Life. 
He continues as advertising direc- 
tor of Popular Science Monthly, a 
post he has held since 1939. Wilbur 
L. Menne, West Coast manager of 
Popular Science and formerly west- 
ern manager, has been promoted to 
advertising manager of Popular 
Science. He will make his head- 
quarters in New York. Glennon 
will be advertising director of both 
Popular Science and Outdoor Life 
with a complete staff functioning 


|} under his supervision on each pub- 


lication. He has been with the Pop- 
ular Science Publishing Co. since 
1937 after 20 years with the New 


| York World-Telegram and its pre- 


decessor, the New York World. 


Appointment of Miss Miriam C. 
Ronga, former central New Jersey 
representative of the fashion mag- 
azine Mademoiselle, to the adver- 
tising staff of the Automotive di- 
vision, Thermoid Co., Trenton, N. 
J., has been announced by Fred 
Schluter, president. Miss Ronga 
will be advertising assistant spe- 
cializing in layout and copy, and 
follow-through activities on print- 
ing production. 


William I. Denman, formerly of 
Young & Rubicam, has opened 4 
general advertising agency under 
his own name at 2210 Penobscot 
Bldg., Detroit. Denman was active 
in promoting the Stinson plan: 
while with Y & R, and has served 
accounts of automobile makers an: 
supplier firms. 


Osborne B. Bond, who becam: 
business manager of Elks Magazir 
in October, 1938, has announced hi: 
resignation effective Sept. 30. Prio 
to joining Elks, he was director o! 
media of Joseph Katz Co. 
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Lhe Flearst Newspapers 
call upon Congress for 


iversal Military 
[raining 


FROM AN OPEN LETTER BY 


William Randolph Hearst 


PUBLISHED IN HEARST NEWSPAPERS, APRIL 28, 1917 


“Universal service as now proposed is merely 
military education of the young men of the country 
in the most important and patriotic of all public 
or private duties—namely, the nation’s defense .. . 

“The object of this education—the protection of 
our families and our fellows, the safeguarding of 
our American institutions and standards, the per- 
petuation of our American principles and liberties, 
the defense of our dear land—is the noblest object 
and obligation of our citizenship. 

“Moreover, a course in military education for 
our young men is as much an advantage to them 
as it is a service to the nation. 

**A course in military training is, first, a course in 
physical training, and such a course is of prime 
importance in maintaining and developing the 
physical excellence of our people and of our race. 

**A course in military training is, second, a course 
in discipline, and such a course is most important 
in developing the moral calibre and character of our 
youth and our people. 

**A course in military training is, third, a course 
in system and organization and efficiency; and 
what our nation and our people most need for the 
adequate development of the immense resources in 
our country and within ourselves is universal train- 
ing in system, organization and efficiency.” 





Mr. Hearst’s words, published less than a month after 
America entered World War I, have not lost an iota of 
their truth or conviction in the intervening 30 years. The 
Hearst newspapers will continue to work for Universal 
Military Training. They will continue to expose the Com- 
munists, the professional pacifists, the misguided dis- 
armament clique and all other subversive or sloppy- 
minded groups who oppose this patriotic program. 











13 
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AUTOMOTIVE WASHINGTON 


Federal Aid Emphasizes 
Good Roads Economy 


By William Ullman 
Washington Correspondent 
LONG AGO, Thomas H. MacDonald, at the time he was 
head of the then U. S. Bureau of Public Roads, referring to 
the high costs of operating automobiles over poor roads, 
made his classic statement: “The public pay for good roads 


whether they have them or not, and they 
have them than if they have@————— 


not.” 


Inadequate highways de- 
mand their toll. Fighting his way 
through congested city streets is a 
privilege for which the driver pays 
through the nose with operating 
costs. Such driving situations ex- 
act their price, not only in discom- 
fort, frayed nerves, dangerous and 
slow travel, but in dollars and 
cents. 

The more uncomfortable’ the 
drive is, the higher the price the 


| 





William Uliman 


pay less if they 


comfort, but in 
money. Yet we 
seldom point out 
to the public the 
economy of ade- 
qugte highways. 
We seldom ex- 
plain the extrav- 
agant and need- 
less waste of the 
inadequate road 
with its frequent 
hazards. Road 


driver pays for it! Not only in dis-| building and maintenance are an 


COME 4 


| 20s, 


economic investment from _ the 
standpoint of the driver. 
* oa a 


Sound State Finance Plans 


Needed for Federal Aid 


WITH UNCLE SAM committed 
under the federal-aid law to grant 
the unprecedented sum of $1% bil- 
lion to the states during the next 
few years for roads, the respon- 
sibility of the states to follow 
sound highway financing policies is 
correspondingly greater than ever 
before. 

Only by taking steps to guaran- 
tee the proper expenditure of their 
own tax funds will the states and 
the highway users be assured of 
receiving the full benefits of federal 
assistance under the federal-aid 
program. A review of the history 
of highway financing in the past 
two decades supports this position. 

The federal-aid system was in- 
augurated in 1916 to assist the 
states, particularly those with 
large area and relatively limited 
resources, in financing the con- 
struction of a network of high- 
ways throughout the country. 

At the time federal aid was in- 
itiated, highway user tax revenues 
of the states were comparatively 
small. During the early and middle 
revenues from automotive 





taxes increased tremendously, 
which, when supplemented by fed- 
eral-aid funds, enabled the states 
to make impressive strides in the 
improvement of their highway sys- 
tems. 

The states generally adhered to 
the sound policy of applying all 
highway funds to road purposes 
during these years, and an increase 
in improved mileage from 39,384 
miles in 1920 to more than 93,450 
in 1929 was accomplished. 

Under the stress of economic de- 
pression in the early 30s, however, 
a number of states swung away 
from this policy, and began to di- 
vert their own highway funds on 
a large scale to uses wholly unre- 
lated to roads. 

This practice soon became wide- 
spread and created a situation that 
in many instances has tended to 
nullify the advantages of federal 
aid which was continued on an 
even more liberal scale during the 


depression. 
* * * 


Road Improvements Behind 


Gains from User Taxes 
NOTWITHSTANDING continua- 
tion of liberal federal assistance, 
the growth of highway improve- 
ment throughout the country in 
the decade preceding the last war 





The overwhelming majority of new DeSoto owners, in 


a nationwide poll, declared that “DeSoto is the best 


- car I ever owned, regardless of 





price!” This tremendous 


response to quality, voiced by thousands, points to a 


promising future for every DeSoto-Plymouth Dealer. 


DESoro 


LETS YOU DRIVE WITHOUT SHIFTING 





TUNE IN “CHRISTOPHER WELLS”— THE DE SOTO-PLYMOUTH DEALER PROGRAM — SUNDAY NIGHTS ON ALL CBS STATIONS STARTING SEPT. 28 





failed to keep pace with the in- 
crease in state revenues from high- 
way user taxes. 

The latter rose from about $882 
million in 1931, to approximately 
$1,468,000,000 in 1941, but the record 
shows that this increase of 66 per- 
cent in highway user tax collec- 
tions was accompanied by an in- 
crease of less than two percent in 
the amount of these collections 
which was spent for road construc- 
tion. The failure of expenditures 
for new roads to grow proportion- 
ately with the rise in tax revenues 
is accounted for largely by diver- 
sion of funds to non-highway uses. 

According to Public Roads Ad- 
ministration data, $23,117,000, or 
three percent, of their highway 
funds was diverted by the states 
in 1931. In 1941, however, they 
diverted $215,000,000, or 15 per- 
cent, of their automotive tax rev- 
enues. On the other hand, the 
total federal-aid appropriations 
in 1941 totaled $165,000,000. 

It is clear, therefore, that many 
states would have been better off 
from a highway standpoint without 
any federal aid if all their highway 
user tax revenues had been devoted 
to highways. 

Seeking to discourage diversion, 
Congress wrote into the federal-aid 
law of 1934—the Hayden - Cart- 
wright Act—a provision that any 
state which diverted a greater 
share of its own highway revenues 
after the law became effective than 
it had been diverting previously 
would forfeit up to one-third of its 
federal-aid allocation. 

This, however, left a loophole, 
because only the proportion or per- 
centage which a state might divert 
without penalty was limited. In 
fact, diversion measured on a dol- 
lar basis continued to rise sharply, 
reaching an all-time peak in 1941. 

* * + 
Toll Elimination Campaign 
Continues in Britain 

WHILE SOME American states 
draw plans for new toll highways, 
Great Britain is pressing a cam- 
paign to “free’ many of its own 
41 toll roads. Britain’s objective is 
elimination of inconvenience to the 
public and removal of a drag on 
commerce. 

The British campaign is also di- 
rected at elimination of toll pay- 
ments at 58 bridges. That some 
progress has been made in freeing 
both roads and bridges is indicated 
by the fact that in 1933 Britain 
had 77 toll bridges and 53 toll roads, 
against today’s figure of 58 toll 
bridges and 41 roads. 

According to a recent survey 
there are 25 toll roads, 240 toll 
bridges, and six toll tunnels in the 
United States. 


New Car Sales 
Hit 10,500 for 
July in Detroit 


DETROIT.—Registrations in the 
Detroit area in July totaled 10,435 
new cars, bringing the total for 
the year to 66,814. Used-car regis- 
trations were 8,555 in July with a 
total of 45,326 for the year. 

For the same month last year 
new-car transactions were 7,548 
with a cumulative total of 29,758. 
Used-car title changes in July, 1946, 
were 5,996, with a year-to-date to- 
tal of 19,070. 

New-truck titlings in July were 
903; 7,115 for the year to date. 
In July “a year ago they totaled 
the same, but the year’s total to 
date then was 4,666. Used-truck ex- 
changes in July were 442 against 
a turnover of 434 in the corres- 
ponding month a year ago. 

New-car sales in July by makes 
were: Buick, 848; Cadillac, 183; 
Chevrolet, 1,804; Chrysler, 283; 
Crosley, 20; DeSoto, 230; Dodge, 
563; Ford, 2,602; Frazer, 184; Hud- 
son, 396; Kaiser, 130; Lincoln, 89; 
Mercury, 484; Nash, 237; Oldsmo- 
bile, 513; Packard, 180; Plymouth, 
671; Pontiac, 878; Studebaker, 112; 
Willys, 38; miscellaneous, none. 

Commercial: Autocar, 2; Brock- 
way, 1; Chevrolet, 203; Diamond 


|'T, 6; Diveo, 22; Dodge, 197; Fed- 


eral, 15; Ford, 276; GMC, 15; Hud- 
son, 2; International, 68; Mack, 2; 
Reo, 2; Studebaker, 37; White, 3 
Willys, 44; miscellaneous, 6. 


Others are profiting from AN Want Ads 
why not you? See inside back cover. 
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f 
r e recognize with increasing 
| 
clarity the tremendous influence of women 
in the purchasing of commodities such 
as an automobile, which affect the welfare 
| of the family. For this reason we are 
constantly concerned with directing our 
T local Ford advertising and sales 
efforts to the feminine view. 
MR. JOHN H. FASSITT 
President of the Foss-Hughes Companu, Philadelphia, Pa. 
8 
* 
| 3 
‘ 
Hm UNA 
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VRVER UNDERESTIMATE THE, POWER OF 4 WOMAN XL 
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PART OF A GROUP of 19 cars delivered to the city of Gary, Ind., by Gary Motor 


Sales, Inc. (Ford), 1065 Broadway. All 32 
ing to F. ©. Herschbach, president of the 
with two-way radio system. 


Economists Meet 


To Discuss Prices 


WASHINGTON. — Inter-relation- 
ship of pricing problems and the 
stabilization of prosperity will be 
the session theme of the Second 
1947 Economic Institute, to be held 
here Sept. 18 in the auditorium of 
the Chamber of Commerce of the 
United States. Leverett S. Lyon, 
chief executive officer, Chicago 
Assn. of Commerce and Industry, 
will be moderator. 


Speakers and their topics will 


cars in the department are Fords, accord- 
dealership. Most of the cars are equipped 


be: Senator Ralph E. Flanders 
(R., Vt.), “What Can Business 
Men Do About Pricing for High- 
level Stability;” J. K. Galbraith, 
Fortune Magazine, “Prices and 
Prosperity;” E. S. Mason, Harvard 
University, “Competition, Price 
Policy, and High-level Stability;” 
Alfred C. Neal, Federal Reserve 
Bank of Boston, “Pricing Aspects 
of Business-Cycle History;” Wilson 
Wright, Armstrong Cork Co., “The 
Business Man’s Problems of Pric- 
ing for High-level Stability;” and 
Charles E. Phillips, Bates College, 
“The Role of Non-Price Competi- 
tion.” 
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Canada Plans Highway 


Over U. S. Soil 

VANCOUVER. — Plans for a 
Canadian highway over United 
States soil—the first of its kind 
in history—have been announced 
here by public works minister 
E. C. Carson, of British Co- 
lumbia. 

He told the Western Confer- 
ence of Automobile Clubs, at- 
tended by Canadian and Ameri- 
can representatives, that he 
hoped for an agreement with 
United States authorities to per- 
mit British Columbia’s southern 
trans-provincial highway to run 
through 15 miles of Washington 
state. 





Augustine Motors Erects 
New Building in Oconto 


A new garage building is being 
constructed for Augustine Motors 
Co. (Pontiac), Oconto, Wis. The 
structure is to be 60 by 80 feet 
and is scheduled for completion be- 
fore the winter. It will include 
a modern showroom, repair de- 
partment, stock room, offices and 
service station. 
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TORONTO.—Held as part of the 
Canadian National Exhibition, the 
first postwar automobile show in 
Canada ended here last week as it 
began—on a high note of sim- 
plicity. 

All manufacturers were repre- 
sented in displays which over- 
flowed the automotive building 
into tent space outside, but many 
of them concentrated on the show- 
ing of one model. 

Conspicuously missing were the 
extravagant backgrounds of pre- 
war years, as cars were inornately 
displayed against backgrounds of 
other cars. 

The show marked the first Ca- 
nadian showing of the new Crosley 
midget car and the 1948 Tucker, 
a hand-built model which was 
flown in by plane. 

The only other 1948 model on 
display was the Packard convert- 
ible. 

The Tucker was featured on a 
revolving platform and attracted 










transference 


Canadian Auto Show 


Dominion’s First Postwar Vehicle Exhibition Draws 
All Makes, But Simplicity Is Keynote 
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ERE’S a new product — 

backed by a big program 
that will mean plenty of profits 
for you! Butler De-Scaler rids 
cooling systems of rust and 
scale . . . keeps water crystal 
clear for 1 year or 25,000 miles! 
Does not interfere with anti- 
freeze or stop-leak. That means 
the end of many motor head- 
aches for car owners. . . and an 
entirely new market for you! 


Butler gives you FREE Scale 
Testers that TURN FREE 
WATER INTO A FAST 
SALE. With the Scale Tester 
you can show motorists the 
scale and rust in their water. 
After that, the sale’s easy! 


Butler De-Scaler is already a 
hit in the fleet and bus field, 
where it has been tested under 
the toughest operating condi- 
tions. Now Butler is ready to 
open the automotive market for 
you. And Butler’s big F-S Pro- 
gram to TURN FREE WATER 
INTO A FAST SALE gives you 
a big profit opportunity. Butler’s 
Fair Trade price means good 
profits. So ask your Butler 
jobber for full information or 
write direct! Butler Engineering 
Co., 939 Magazine Street, New 
Orleans 11, La. 


BUTLER 





Butler De-Scalers are patented. Other U S. and foreign patents pending 






rom combustion chamber to 
cooling system water. Result: 
while temperature gauge 
registers normal, the engine 
overheats—oil burns, varnish 
forms, piston rings and vital 
engine rts wear out—and 
big repair bills pile up! 









2. BUTLER DE-SCALER 
ENDS SCALE 
Installed in radiator or hose 
according to directions, Butler 
De-Scaler’s galvanic cell action 
causes scale and rust to dis- 
solve throughout the cooling 
system and drop to bottom 
of radiator in small particles 
for easy removal. 












3. WATER STAYS 
CRYSTAL CLEAR 


Once clean, no further scale or 
rust can form. Corrosion is 
prevented. pH is automatically 
maintained slightly alkaline. 







Hot spots, sticky valves, 
troubles at thermostat, pump 
and heater due to particles in 
water are climinated. 







Retail Price, $4.95 each 


Sold under Fair Trade Agreement in 
States where Fair Trade Laws have 
been Enacted. 


Ci 








ELIMINATES RUST - KEEPS COOLING SYSTEM CLEAN 











considerable attention throughout 
the show. 

Truck exhibits occupied four 
sides of the huge automotive build- 
ing including representation by 
Reo, International, Studebaker, 
General Motors, Ford and Willys. 

Kaiser-Frazer featured the 80,- 
000th car to come off its Willow 
Run production lines. 

The Ford Motor Co. exhibit fea- 
tured a Ford in the driveway of 
a modern patio section of a mod- 
ern house, a Lincoln convertible 
on a velvet colored platform. 

General Motors and Chrysler 
were represented by all car models, 
but somewhat less lavishly. 

Nash featured its current model 
alongside one of 1902 vintage. 

Studebaker featured several of 
its current models, and Hudson 
also utilized a rotating platform. 

A number of accessory manu- 
facturers took part in the show, 
but those mirror displays of en- 
gine and chassis construction which 
highlighted prewar shows were 
missing. 


Body Builder 
Sees Danger 


Of Seller’s Strike 


PARIS, Ill.—A _ seller’s strike 
rather than a buyer’s strike is de- 
veloping in the truck equipment 
and truck body field, according to 
E. S. Grumbache, general mana- 
ger of Mid West Body & Mfg. divi- 
sion. 

In a letter to distributors of Mid 
West truck bodies, Grumbache 
said: 

“Distributors and dealers who 

are going to stay in business to- 
morrow and the day after tomor- 
row must start right now building 
for the future by selling. 
_ “Most salesmen have in recent 
years been merely order takers, 
through no fault of their own... . 
Older salesmen are in a rut; they 
take orders, but they do not sell. 
Newer salesmen still don’t know 
what it means to sell because most 
of their sales education has been 
in making excuses for nondelivery 
of equipment. 

“The truck equipment industry 
faces a serious job of conversion. 
First, changes must be made from 
within. We must convince distribu- 
tor’s salesmen that the line they 
handle is the best truck equipment 
or truck body line to sell... that 
the product is the best that money 
can buy. These men, in turn, must 
carry the message to the truck 
dealer and the dealer’s salesmen. 

“Distributors and @ealers who 
are hitting the ball are getting 
plenty of orders. This means plain, 
hard work... . 

“Distributor’s salesmen can now 
stop making butterfly contacts 
with dealers. Salesmen can talk to 
dealers with assurance they can 
deliver the goods. It means the 
time has come when we can con- 
centrate on sales and selling.” 


Speaking of the market for truck 
body sales by truck dealers, Grum- 
bache said, “Why should some lo- 
cal body builder deliver a body 
direct to a retail customer without 
the truck dealer participating in 
the profit? Yet that is happening 












every day. The truck dealer is los- 
jing profits which could be made 
| by selling truck bodies produced 
| by a reputable factory.” 


‘Thomson Elected 


Ford Secretary 


o 

DETROIT.—Election of Fred A 
Thomson as secretary of Ford Mo- 
tor Co. was announced last week 
by Henry Ford II, president, fol- 
lowing a directors’ meeting. He 
succeeds H. E. Schluchter, who has 
retired. 

Thomson’s career at Ford began 
in 1918, when he joined the com 
pany as an accountant. He becam: 
attached to the secretary and treas 
urer’s office in 1926 and has serve 
as assistant secretary since 1941. 


Want to buy or sell new or used cars 
Classified Want Ads (see inside back cover 
will solve your problem. 


ee 





y 


. Draws 


throughout 


upied four 
otive build- 
ntation by 
Studebaker, 
and Willys. 
od the 80,- 
its Willow 


-xhibit fea- 
riveway of 
of a mod- 
convertible 
itform. 

| Chrysler 
car models, 
shly. 

rent model 
intage. 
several of 
id Hudson 
- platform. 
ory manu- 
the show, 
iys of en- 
tion which 
ows were 





r 


trike 


r’s. strike 
rike is de- 
equipment 
cording to 
ral mana- 
Mfg. divi- 


ors of Mid 
rrumbache 


ulers who 
siness to- 
er tomor- 
vy building 


in recent 
or takers, 
ee 
rut; they 
» not sell. 
yn’t know 
ause most 
has been 
ondelivery 


_ industry 
onversion. 
1ade from 
> distribu- 
line they 
>quipment 
Loe « St 
iat money 
urn, must 
the truck 
salesmen. 
lers who 
e getting 
ans plain, 


can now 
contacts 
an talk to 
they can 
leans the 
can con- 
ling.” 
for truck 
rs, Grum- 
some lo- 
* a body 
r without 
pating in 
lappening 
ler is los- 
be made 
produced 


‘ted 
y 


Fred A 
Ford Mo- 
ast week 
dent, fol- 
ting. He 
, who has 


rd began 
the cor 
e becam: 
ind treas 
as serve 
ce 1941. 


used cars 
back cover 











AUTOMOTIVE NEWS, SEPTEMBER 8, 1947 17 


st Call 


to get ready 


WINTER TUNE-UP BUSINESS 


Time is running out... but there’s 
still enough left to get ready for 


winter tune-up business. 


On November Ist, Collier’s will run 
a two-page color spread on Preven- 
tive Service. Millions of Collier's 
readers from coast to coast will be 
reminded to prepare their cars for 


winter driving. 


But remember this! Everything points 
to a winter of tough competitive 
selling. Be sure you are ready to 
cash in on the profits. Check your 
stock and equipment. Brief your 
personnel. And for the best way to 
tie-up to this national service-selling 
campaign, write today to Collier's, 
250 Park Avenue, New York 17, 

N. Y., for complete information. 


Colliers 


© Coeveniioe Seswice 
a& ee 
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FOB FACTORY 
Extra Steel Comes 


At High Cost 


By A. H. Allen 


AUTO COMPANIES, hard pressed for steel, are resorting 
to most unusual techniques to reinforce supplies of the 
vitally needed material. One widely-practiced method is to 
locate, with outside professional help, a steel plant which 
has some idle capacity in electric melting furnaces. It is 


futile to try to find idle open- #7 freight bills are added, and 
hearth furnace capacity, but | the price of the original scrap 
there are several plants, in/tacked on, the auto company usu- 
Ohio and Pennsylvania, for in-|ally finds the cost of the sheet or 
stance, which boast excess electric | strip steel far beyond the current 
furnace melting equipment. The | market on these products from reg- 
deal then is to find some steel scrap | ular sources—-perhaps two or three 
to forward to these electric fur-|times the going price. However, 
naces for conversion into ingots. | since it means just that much more 

Two methods have been followed | steel for that many more cars, the 
to do this. In one, the auto com-/|cost is met willingly and no ques- 
pany either ships some of its own | tions asked. 
production scrap, if it is not ear- In such arrangements there are 
marked or promised to some other | often a good many fingers in the 
steel mill on an exchange basis for | pie, to each of which sticks a good- 
new steel, or/ly percentage of the “filling.” Here 
commissions some | again the final answer is simply 
scrap dealer or|more steel, let the cost chips fall 
broker to locate |where they may. 
the tonnage. This} How long these practices can 
method is apt to|continue is anybody’s guess. Cer- 
result in exorbi- 
tant prices being 
paid for the 
scrap, not to 
mention the pos- 
sibility of the 
scrap being off- 
grade and unusable. 

The second system is for the 
electrical furnace melter to locate 
his own scrap and pass the charge 






























A. H, Allen 


Chevrolet 




















tainly as soon as the regular 
sources for steel can fill the auto 
industry’s orders, they will stop, 
but there seems little likelihood a 
such a denouement. In fact, some 
of the boys who are cut in on 
these conversion deals—and there 
is nothing illegal about them—say 
they can see five years more of 
the current tight situation, partic- 
ularly when consideration is given 
to the possibility of dumping $15 
billion into Europe over a three- 
year period. A lot of these dollars 
will go for steel in one form or 
another. 
= * * 


Part Firms Hurt 


PURCHASE of the Chapman- 
Price rolling mill in Indianapolis 
by Kaiser-Frazer will provide that 
company with another source for 
hot-rolled sheet steel to the tune 
of about 4,500 tons a month. Mean- 
while, however, the acquisition 
knocks the props from under some 
parts companies which have been 
depending upon Chapman-Price for 
hot-rolled and galvanized steel 
sheets. 

The company furnished among 
other things a considerable vol- 
ume of galvanized roofing sec- 
tions, and this phase of the busi- 
ness will doubtless be dropped 
now, so that the bulk of steel 
rolled can go into Kaiser-Frazer 
floor pans and reinforcing mem- 
bers. 

The policy of fabricators buying 


i}3|! 














AUTOMOTIVE NEWS, SEPTEMBER 8, 1947 


up interest in small steel rolling 
mills has been prevalent for a 
couple of years now. General Elec- 
tric bought such a plant, as did 
Borg-Warner, etc. What they will 
ever do with the mills once the 
steel supply picture returns to nor- 
mal is problematical. A good hunch 
is that they will be written off and 
sold for scrap, since the day of 
the old hand-type sheet mill was 
doomed even before the war. Only 
the extreme urgency for steel 
makes their operation sensible to- 
day. 


* * * 


Chrysler Secret 

ONE OF those wartime super- 
secrets, concerning what went on 
in the Chrysler X-100 division, is 
explained again in Chrysler’s lat- 
est Wesley Stout booklet, “Secret.” At 
the time the project first started, 
some insiders around Detroit were 
whispering about the largest 
nickel-plating installation in the 
world, but virtually no one, even 
Chrysler people themselves, knew 
what was being nickel-plated or 
why. Actually the parts were por- 
ous barriers for the separation of 
uranium hexafluoride gas from the 
infinitesimal amounts of U-235 hex- 
afluoride gas under almost com- 
plete vacuum. 

At first scientists thought solid 
nickel would be needed for the 
screens or barriers. So many were 
required that it would have taken 


ldsmobile 


Palildls 


= z 6 





















just about all the nickel the U. S 
and Canada could have scraped up 
The solution came when Chrysler 
plating specialists proved a nickel- 
plated steel would be just as suit- 
able and just as corrosion resist- 
ant. The plant has long since been 
dismantled and Chrysler is turning 
out rear axles and gears there now. 
although the company still refuses 
to release any information about 
even this apparently innocuous pro- 
duction sequence. 


Air Shipments 
Rise 33.4 Pet. 


NEW YORK.—International air 
express shipments marked up a 
gain of 33.4 percent for the first 
six months of this year, Air Ex- 
press division of Railway Express 
Agency reported last week. There 
were 294,558 shipments dispatched 
to and from foreign cities during 
the half year, compared with 220,- 
741 shipments in the similar 1946 
period. 

Miami led the international air- 
ports in June in volume of inter- 
national air express handled with 
25,324 shipments. Following in or- 
der were New York City, 10,267 
shipments; San Francisco, 3,939; 
Brownsville, Tex., 3,208; New Or- 
leans, 2,474; San Antonio, 2,439; 
Los Angeles, 2,432; Houston, 1,562; 
Seattle, 1,480. 


Passenger Car Registrations, 40 States for July, °47-’46 





Miscellaneous 


tine 
Studebaker 





otal 


T 


Willys 4 











along to the auto plant customer, 
plus whatever charge is involved| 28 States for 42; 7316 aay onal 33 sss $87} 1728) G1S1) 15173; 2341) 3232! sess} soe 2806| 2728) 5577) 1414) 8596) 6763| 2826 any} ig 97929 
in producing steel ingots from = July s— “eu Ly 10792 a l_18 ie ™ el 8 2917| zi “a 1745 as “Te - 7 = et 9| 63682 
x y 53 i; 3031 
San tio elmueaaee ir eseee: > is oH i | 3] im 8 83 a 0 82 26/366 48) || 208 
chasing, stands a reasonable chance | ©omnecticut oaal os Ml 4 ie ira B.. a = ra 25) si is oa 2 1881 a 336 bl 7 3| 3987 
to get a good grade of scrap at | Tajana "a7| 629) 51 20 i4| 92| 150) S62; 1170) 228) $00 33) 2 igi) 528) 101/670) 606) 6735 8891 
a price not too far out of line. "46! $97| ia8| 5| 1331 433/ 360 279 9 89| 196 251; 104° 7961 325) 257 4636 
This, of course, is only the be- | Towa "47 709) a 135 17 | is] 30 mr 163) 162 161] 103) 225) Gay 350) 217; 157 a | 4704 
ginning. When the electric fur- "46 181 558} _ 110 4 84 807 164 16; 116/ 134/ 106 | 626] 127) 126 3369 
nace melter has produced the in- | Kansas BH 17s a 138 159) a a 134) — 43h a3 iz 128 a) i #3) 3) 164 37/299, 189 1g “| | $985 
gots urce mus! -_ i | 
gots, onetnee se them oo ~ Louisiana "47 207) 4) 34) 3) 7 ai 161 759) 66) 82 a 3) 76) 199 13 $1,288, 213/143) 2 | $486 
sabe, chest har and finally shoots ‘46|__128|__6|_408|_70)_3_46_153/ = = | bool 77] i 2302 
Mississippi .+°47'|.~«2119) ~=S2)S 
oe chlo. Gaee y of the steel | ™sslssippi ray, ng H aS 8 3s a7] <a T 32 wy Sl gs a w @2| 29) ae ef i; 17) | 2088 7] 2028 
rolling mills have excess rolling | Oregon "4 210 13 67| 137} 408 79 106 7 *) 112) 4 138) 33) 1 oe ise 20 2767 
capacity, beyond the tonnage *46| 79 69! 153 61 82! 8 14| 74 98 114 63) 1429 
coming from their own open | Pennsylvania 47) 1 a7] aia) 557 683 sad 19) 419 G27" 1264[$58| 1850) 1628/55 - ia) 19460 
eee | ot BBs eat pt — 
exas * 100 1) 12564 
ss oe esc sace Ries Spe | qeoeg — "ta —_ is ee ee 
Ba | 
cial un — "46! 145 = ii 43) is 4 5 oa 











ertaking. 
When all the conversion charges 


AUTO BOOKS 


That Should Be in 
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~ 9 every ete watable 

to his mechanics and 

knowledge they contain will be valu- 

able when the ‘chips are down’’ and 
KNUDSEN, A BIOGRAPHY. By N STATES j E ; 
Beasley. 397 pages, cloth bound. $3.75 3 
postpaid. . 
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gaged the sales and service or- 





; Automotive Finance . . . common. ganization of Ahlberg Bearing Co., 
‘aped up _ : : Chicago, to facilitate world-wide 
Chrysler ‘. h l Pi k d QO a oa ie a ae distribution of its precision ball 
: og rys er ic e u er industry taper off from peak rates, bearings. 
are GM may show greater resistance | Under terms of the agreement, 
Se i r 1 e r 1 s e than Chrysler. The latter’s aa oo & Heintz will retain direct 
: ividend payments and sales contact with its major bear- 
=: _ GM for Earlier R <a 
oe aan. — —_ in on aemggy nd ie + sane is ea Less, 
. refuses ave n more sensitive an | es ‘a Th te = 
m about By George Deery | relatively than Chrysler on plants GM s. The latter’s dominant posi- | a sald. e company, however, w 
ous pro- Staff Writer and equipment, which has had a/|tion in the motor industry, diver-| “When OUR factory makes a| be nagar sig by the Ahlberg or- 
Bore Chrysler and General Mo- | reflection in working capital com-| sification in other fields, large | change, you can be sure it will be | ganization _ securing additional 
tors are considered good stocks | parisons and caused GM to sell| “other income” and much wider a gradual one! customers in this country and 
to buy, according to investment | $225 million of new senior capital} profit margins provide a higher abroad. 
analysts. As well as the individual |in 1946. on = security than is offered| new name of the two groups will * * «© 
merit of the two firms, there is “ir to y rysier. be Indian Motocycle Co. ° a 
the promising outlook for the auto 11, On Jan. 22, 1945, Chrysler was| Ralph B. Rogers, president, in Bingham-Herbrand Corp. 
industry. LACING the two firms side bY | selected as a better commitment] announcing the merger of the| Stockholders of Bingham Stamp- 
: al These facts, along with the side, the report says “GM usu-/ than General Motors, for price ap-| country’s major domestic manufac-| ing Co. have approved a proposal 
pani air | prominence of each in the volume | lly has paid out a larger share) preciation purposes. At the same|turer of motorcycles, said plans|to change the name to Bingham- 
the Arst of trading on the New York |f earnings than Chrysler. Expan-| time, GM was favored as a long| included expansion of the motor-|Herbrand Corp. The name change 
Air Ex- | Stock Exchange, make a com- (Sion requirements and the desira-| term investment medium. At that|cycle company which might in-| will not affect the capital structure 
parison of the stocks by Merrill, | bility of eventually reducing senior | time, Chrysler was quoted at the| clude the addition of a radically|}of the company. Bingham-Her- 
a Lynch, Pierce, Fenner & Beane ea ae eve, Se, "saan. equivalent of 46% (adjusted for the | different machine. brand is the result of a merger of 
: pertinent to investors in auto- (tion 0 re *| recent stock split) whereas GM! prior to the merger, Rogers and| Bingham Stamping, Toledo, and 
aur | motive issues. eee a gen-| was priced at 62%. the investment dante me Atlas | Herbrand Corp., Fremont, O. Bing- 
ith 220,- The comparison offers the fol-|€rous dividends later on. ee Corp. controlled about 70 percent|ham is a manufacturer of emer- 
lar 1946 | lowing facts to be considered in 9. The spectacular rise in Chrys- Indian Motocycle Merges of Indian common stock. gency brake lever assemblies, while 
evaluating the two corporations: ler stock from early 1947 to mid- ° ee = Herbrand fo 65 h 
1. Chrysler is quoted at a lower |summer may require a further pe- With Rogers Concerns J & H. Names Ahlber r over years has 
mal air- © ratio to first half 1947 earnings | riod of consolidation over the near| SPRINGFIELD, Mass.—Stock-|%° . & been in the commercial drop forg- 
of inter- than GM. term. However, when this period| holders of Indian Motocycle Co.,| 10 Expand Sales ing and mechanic’s hand tools 
oa wah | 2. It is possible, moreover (if | is completed, the stock could again| have voted to merge with R. B.| CLEVELAND.—Jack & Heintz | fields. They will operate as divi- 
1 ” 267 ——— a ee ee a4 make an improved market show-| Rogers Companies, Inc. and the! Precision Industries, Inc., has en-| sions of Bingham-Herbrand. 
’ » main favorable), at rysler, annie “= 
», 3,939; over the intermediate term, may 
lew Or- pay somewhat larger dividends per | 3 £2 7 SI Na: 
B+ share than GM. Coe a: 
n, 1,562; 3. Figured on working capital | 1 oe ee eae 
and book value per share, Chrys- | ae ras 
ler is the more reasonably priced | 
stock—the company has increased | 
its financial strength comparative- | 
ly more than GM in the past dec- | 
ade. 
4. Even after the recent 2-for-1 
splitup, Chrysler has a relatively 
moderate capitalization — co m- 
prised only of common shares— 
which is one-fifth as large as | 
3 GM’s common capitalization (and | 
= the latter has large debt and | 
6} 97929 preferred stock issues ahead of 
9} 63682 the equity). 
i| 3031 5. GM’s total dollar volume has 
2008 increased comparatively more than | 
3| 3938 Chrysler’s since 1936, reflecting the | 
5} __ 3987 company’s further gain in trade | 
ane position and growing sales of non- 
7704 automotive products. Yet, Chrys- 
3369 ler’s sales are a little over one- 
| 3065 third of GM's. 
| 1904 < 6. To some extent, this has been 
| 3486 reflected in unusually large earn- 
2302 ings expansion for GM in the sec- 
iaee ond quarter of 1947. This trend has 
767 been shown in spite of (a) pre- 
| 1429 tax earnings ratio well below the | 
4] 19460 peacetime peak; (b) comparatively 
2| 12733 larger tax provisions; (c) some 
1| 12564 increase in charges ahead of the 
_|__10177 common shares. Chrysler’s earn- | 
| os ings are about one-fourth of GM's. | 
7. GM has expended far more 
4066 a A eee 
2092 | 
8! 172873 . | 
| 112507 Fisher Move | 
BI 605806 Edward F. Attracted by | 
a | 
Gar Wood Deal 
Issuance of $1,650,000 in five-year | 
notes convertible into the common 
stock at $5 a share is planned by 
Gar Wood Industries, it was an- 
nounced last week. 
The financing also presents the 
possibility that Edward F. Fisher, 
3 formerly a vice-president and now | 
$ a director of General Motors, will | 
& enter the Wood picture. A condi- 
8) 27220 tional ‘agreement has been reached | 
| 20215 in which Fisher would invest $1,- 
2 1330 500,000 in the body and hoist firm, | 
1228 it is said. 
2] 154 - The remaining $150,000 would | 
1{ _528 come from C. W. Perelle, Wood 
) aase president. They would receive notes 
te | subordinate to all other debts of | 
| 1852 the company, it is reported. 
il 1890 Before the transaction is com- 
4 807 plete it is subject to further exam- 
1141 ination by Fisher and approval of | 
oa stockholders on the issue of addi- | TRANSMISSIONS UNIVERSAL JOINTS 
92 tional common stock which may 
| “ be required. TIMING CHAINS DRIVE SHAFTS 
3 348 Oklah Cit Deal Gi OVERDRIVES CARBURETORS 
> any c 4 ? rtO 
| 1613 ee Sidtaher dene ee | Sat tera) RADIATORS 
: os 
4 701 In order to carry out a driver's | neal a ah lalla 
] 420 training course in the Oklahoma | 
L| ine City schools, three local dealers 
d) 6 have donated four automobiles. 
r|__ 3946 They are Charles Smith Nash Co., 
|! Hy one Nash; Simpson Auto Co., two 
] ia pumas: McDonald Scott, one Chev- 
eo . i i hicago. These units form Borg-Warner: BORG & BECK * BORG-WARNER INTERNATIONAL 
» an Bob Dwyer, board member in Sees as nats * CALUMET STEEL + tone GEAR * DETROIT VAPOR STOVE INGERSOLL STEEL 
me charge of the training committee, NG MANUFACTURING * LONG MANUFACTURING CO., LTD. * MARBON * MARVEL-SCHEBLER CARBURETER * MECHANICS 
| moe stated that it had received an ex- nvensal aaNet " MORSE CHAIN + MORSE CHAIN co., LTD. * NORGE * NORGE-HEAT + NORGE MACHINE PRODUCTS 
an cellent response from dealers and PESCO PRODUCTS * ROCKFORD CLUTCH + SPRING DIVISION * SUPERIOR SHEET STEEL DIVISION * WARNER AUTOMOTIVE 
ee that the cars were obtained in PARTS * WARNER GEAR * WARNER GEAR CO., LTD. * WISCONSIN TRANSMISSION 
ry plenty of time for school opening 
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New, Higher Income Taxes Seen 
As Live State Issues in ’48 


NEW YORK.—New or increased 
taxes against personal or corporate 
income, in some instances both, 
were enacted this year by the leg- 
islatures of at least nine states, 
while only one state cut its in- 
come tax, a survey reveals. 

Although no new states were 
added to the list of 30 which now 
tax personal incomes, such pro- 
posals were advanced in a number 
of the states not now resorting to 
this form of taxation, with pros- 
pects that bills for both new and 
increased personal and corporate 
income levies will be increasingly 
live issues in state capitals as 
pressure for additional state reve- 
nue grows. 

Under a measure enacted by 
the Maryland legislature, state 
taxes on individual earned in- 
come in 1948 will be raised from 
2 percent to 2% percent, while 
the tax on corporate income will 
be increased from 1 to 4 percent. 





magnetos, etc. 


The Snap-on A-78 is a screw puller of the leg type, 
furnished with two sets of jaws — one for small bear- 
ings, the other for bronze and Oilite bushings. The 
expansion capacity with both jaws is 25/64” to 114”. 
Other Snap-on Pullers are available in a range of sizes and 


The increases are expected to 
produce some $5,528,000 in addi- 
tional revenue a year. 

Vermont’s legislature enacted 
bills providing for a 4 percent cor- 
porate income tax and a graduated 
personal income tax. The personal 
income ‘tax measure provides for 
a graduated tax of 1 to 4 percent, 
with 4 percent on net income 
higher than $5,000; allows deduc- 
tion on the first. $500 of federal 
income tax paid; does not tax capi- 
tal gains, and contains individual 
and dependent exemptions of $500, 
with an extra $500 exemption for 
persons above 65 years old. 

Expected to yield $1,600,000 in 
additional revenue biennially, Ver- 
mont’s new graduated personal in- 
come tax replaces an income tax 
law under which the state here- 
tofore levied a flat 2 percent 
against earned income and 4 per- 
cent on unearned income. A new 
4 percent corporation tax, with a 


When youre glad You have a 


In the complete line of Snap-on Gear Pullers, this No. A-78 
small pilot bearing puller is a favorite with skilled mechanics 
because of its universal qualities. In addition to doing an 
excellent job on pulling pilot bushings and bearings, it is also 
adaptable to many small jobs on motors, generators, 


styles to pull gears up to 20” diameters. 


When your “Snap-on” man calls, go over your puller equip- 
ment with him; he has some valuable suggestions for handling 


those tougher jobs more easily. 


$25 minimum for any corporation, 
is expected to bring in $1,100,000 
in new revenue during the bien- 
nium. 

Connecticut’s legislature  in- 
creased that state’s corporation 
business tax by 50 percent, to 
provide the state with about $4,- 
000,000 a year in additional reve- 
nue. Also enacted was a measure 
making rent a deductible item 
in the computation of the cor- 
poration business tax. 

As part of an emergency tax pro- 
gram, Pennsylvania’s legislature 
repealed the carry-back, carry-over 
credit provision in the state cor- 
porate net income tax, to yield 
$20,000,000 in the 1947-48 biennium. 
The program, which included a 
number of other measures, also 
postponed the manufacturers’ ex- 
emption from the state 5-mill capi- 
tal stock tax, to bring in another 
$24,000,000. 

Pennsylvania now has no per- 


8082-1 28th AVENUE 


pon Took. 


sonal income tax, but an interim 
study of the state’s tax structure 
called for by the 1947 legislature 
is regarded by observers as the 
possible forerunner of a state- 
wide sales tax or graduated in- 
come tax. 

Rhode Island’s legislature, as 
part of an omnibus tax bill im- 
posing several new and increased 
taxes, levied a tax on corporations 
which will be measured on the 
basis of income or corporate ex- 
cess value, the method returning 
the larger yield to the state to be 
used. 

The rate under the net income 
method of computing the levy will 
be 4 percent for the calendar years 
1947 and 1948, after which it will 
revert to 3 percent unless the leg- 
islature subsequently acts to main- 
tain the higher rate. The rate un- 
der the corporate excess method 
for measuring the levy is 40 cents 
on each $100 of corporate excess, 
compared to 50 cents collectable 
under the state’s former corporate 
excess tax. 

Colo. Cuts Exemption 

A new law increasing Colorado 
income taxes about one-fourth is 
expected to produce some $2,300,000 
in additional revenue annually. Be- 
sides cutting exemption allowances 
and increasing rates in personal 
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income taxes, the measure also 
raised corporation income tax rates 
from 4 to 5 percent. 

The Massachusetts legislature 
enacted an additional tax of 1% 
percent on net corporate income, 
increasing the rate from 4 to 5% 
percent, expected to yield $11,000,- 
000 in extra revenue. 


A state income tax law revision 
raising exemptions for single and 
married men by $1,000, but allow- 
ing only half credit for income 
taxes paid to the federal govern- 
ment instead of the full credit 
heretofore permitted, was enacted 
by the Arkansas legislature. 

Estimates were that the changes, 
taken together, will release ap- 
proximately 5,000 taxpayers from 
paying any state income tax, but 
will produce a net increase in rev- 
enue from this source of approxi- 
mately $1,800,000. 

Iowa’s legislature enacted a bill 
continuing a 50 percent reduc- 
tion in that state’s income tax 
for 1946, payable this year, but 
to return to the full rate on 1947 
earnings payable next year. The 
50 percent cut had been in effect 
since 1943. 

A reduction in California’s in- 
come tax rate, in effect since 1943, 
also was extended by that state’s 
legislature. 

New York state’s legislature also 
continued a 50 percent tax abate- 
ment for the present year and a 25 
percent cut in business and cor- 
poration levies, but at the same 
time approved a 20 percent in- 
crease in the present income tax 
rate to go into effect next Jan. 1 
if the voters ratify a proposed state 
soldiers’ bonus bond issue at the 
November, 1947, election. 

Only state to cut its income tax 
rate below the level in effect when 
the 1947 legislative sessions met 
was Oklahoma, where a measure 
reducing income taxes one-third 


| was enacted. 


Oregon to Vote 

Whether Oregon’s income tax 
rate goes up or down will be de- 
termined by a referendum to be 
held Oct. 7 on a 3 percent sales 
tax. Two bills relating to state in- 
come taxes were passed by the 
1947 legislature in a form tied to 
the sales tax referendum result. 

One would reduce income taxes 
if the sales tax goes into effect by 
raising exemptions to $1,000 for 
single persons, $2,000 for married 
persons and $400 for dependents; 
but would increase income taxes 
if the sales tax fails by lowering 
exemptions to $500 for single per- 
sons, $1,000 for married persons 
and keeping dependency exemp- 
tions at $300. 

The second income tax bill would 
put in effect a 1 percent withhold- 
ing tax collections from which 
would be income tax credits, if 
the sales tax fails and income tax 
exemptions are lowered. This would 
not be a new tax but a means of 
checking on all who should make 
income tax returns. 

Oregon’s legislature also passed 
a measure to raise income tax 
rates for those whose taxable in- 
comes exceed $8,000. The increase 
was 1 percent, from the present 
7 percent to 8 percent, and is in- 
tended to recover for the state in- 
come tax fund at least a part of 
the money it will lose through 
operation of a community property 
law which the legislature enacted. 

The community property sys- 
tem, permitting persons with 
large incomes to save on both 
federal and state income taxes 
by dividing income between hus- 
band and wife on tax returns, is 
expected to cost the state fund 
about $1,000,000 a year. 

Increases in existing state in- 
come taxes were proposed but re- 
jected this year in a number of 
states, including Alabama, Georgia, 
Indiana, Minnesota, Utah and Wis- 
consin. Similar future proposals 
loom in several other states, in- 
cluding Delaware, South Carolina 
and Virginia. 

States in which the adoption of 
income taxes as an entirely new 
source of revenue was proposed 
but rejected this year included Ne- 
braska, Florida, Michigan, Maine, 
New Hampshire and Nevada, There 
have been indications that the is- 
sue will be revived in the future 
in several of these states as well 
as being brought up in others. 


‘*We finally located these parts althoug!) 
it took 2 ads several months apart. We be 
lieve in being persistent.’’—Parsons Auto 
Reconstruction Shop, 45 N. Franklin 8st 
Washington, Pa. 
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T he Other Side of the Picture 
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- THIS 1S 1.D, LIVER---y | BY GOSH- SOME OF THE 
Cae & Oe GUYS ARE STARTIN' TO 


(OT PRICES. MLREADN... 


I'M CALLING A MEETING 

OF ALL TH' LOCAL AUTO 

DEALERS REGARDING THIS 
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Lawsuits Affecting Dealers .. . 
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Court Decisions 


By Leo T. Parker 
Attorney at Law 


While it is generally true that 


. violation of a state statute is neg- 


ligence, which results in an auto- 
mobile driver being liable for an 
accident, this is not always the 
case. One important exception 
comes under the “sudden peril” 
rule. 


Thus where an _ automobile 
driver is suddenly confronted 
with an emergency in which his 
own safety is imperiled, an un- 
lawful act in such a manner as 
would conserve his own safety 
does not necessarily result in 
his liability. 

For instance, in Ponce v. Serv- 
ice, 152 Pac. (2d) 234, it was shown 
that two automobiles were in- 
volved in an accident which hap- 
pened at about midnight. Two 
members of the highway patrol 
reached the scene of the accident 
shortly after it happened. In their 
testimony the course taken by the 
vehicles, as shown by tire marks, 
showed that the one automobile 
was on the left side of the high- 
way at the time of the accident. 

The higher court rendered its 
decision on the evidence presented 
by the highway patrol which 
proved that the driver of this au- 
tomobile was not presented with 
a sudden peril which justified his 
being on the wrong side of the 
highway. : 

Therefore, the higher court held 
this driver liable because he had 
violated a state law, saying that 
the evidence did not prove that 
he had any good or legal reason 
to be on the wrong side of the 
highway. 

Leaves Car on Lot 


Recently a dissatisfied purchaser 
left an automobile on the seller’s 
lot and then sued to recover the 
purchase price and damages claim- 
ing that the seller breached his 
guarantee that the car was in 
good running condition. The higher 
court held that the purchaser could 
not recover from the seller. 

For illustration, in Swisher v. 
Miami Motors, 72 N. E. (2d) 682, 
reported June, 1947, it was shown 
that one Swisher purchased from 
Miami Motors a 1938 Packard 4- 
door sedan for $887. The seller 
warranted that the automobile was 
in good operating condition and 
would remain so for 30 days or 
1,000 miles. 

The purchaser was not satis- 
fied with the condition of the 
automobile and took the car to 
an auto mechanic of 25 years 
experience, who reported that 
one of the bearings was galled 
to the crank shaft; that the con- 
necting rod and one main bear- 
ing were not good; that the 
drive shaft was rotted. 


This mechanic advised against 





New Cargo Plane Hailed 
As ‘Flying Boxcar’ 

COLUMBUS, 0.—Curtiss- 
Wright last week unveiled its 
newest cargo plane which 
spokesmen said could carry ve- 
hicles as large as a 1714-ton 
truck, or a load of 31,000 pounds. 

Officials hailed the CW-32, a 
four-motored high wing mono- 
plane, as a “flying boxcar’ that 
can handle any type of freight 
now carried by rail. 








any attempt to repair the auto- 
mobile which, he said, would cost 
from $150 to $175. The purchaser 
took the car to the Miami Motors, 
placing it upon the dealer’s lot 
and leaving it without any notice 


, 
PRICE CUTTING \S BEING DONE ON TIRES ANDO 
SOME OTHER ITEMS... NOW, WHY 72% y\¢ 
QUR CHANCE TO MAKE A /HOFIT. Jy 


to the dealer of the purpose for 
which it was left. 

Then Swisher sued the dealer 
for the amount he had paid for 
the automobile, claiming that the 
dealer had breached his guarantee. 

The higher court refused to hold 
the dealer liable saying that the 
purchaser’s duty was to take the 
car to the dealer within 30 days, 
or 1,000 miles after its purchase, 
and let the dealer repair the car. 
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(Cartoonist Kempf, a Willys dealer, welcomes suggestions for his weekly 
cartoon strips. Write him care of Kempf Motor Co., Kearney, Neb.) 


United Extends 


Air Cargo Service 


CHICAGO.—Extra fast shipment 
of automotive replacement parts 
and speedy movement of branch 
warehouse items, tools and ma- 
chines has been made possible by 
new high-speed all-cargo service 
between Detroit and Los Angeles 


By Fred Kempf 





by United Air Lines effective 
Sept. 1. 
The flights, with four-engined 


Cargoliners, are the fastest ever 
offered coast to coast by a sched- 
uled air carrier, according to Har- 
old Crary, United’s vice-president. 
Crary said the speed of shipping 
by air has been found particularly 
valuable in the auto industry at 
this time. 


AN Want Ads cost little—get results— 
why not use ‘em? See inside back cover. 





Here's how to 
make a hit” with 





hel ps win women 


the ladies 





If you leave it to the ladies, they’ll pick the car with 
push-button starting almost every time. And that’s a smart 
tip for more sales for you. Both men and women appre- 
ciate the extra convenience of the handy button within 
easy sight and reach—eliminating the necessity of groping 
for hard-to-reach pedals. 


The use of Bendix* Drive in push-button starting makes 


possible the elimination of a great many pieces of linkage 





—a most important item in saving costs. There is no 
possibility of damage if the starter button is pushed while 
the engine is running—a feature owners are sure to 


appreciate. 


Add push-button starting to the list of outstanding sales 
features on your cars—but when you do, make sure it is 
push-button starting with Bendix Drive—for that is the 
simplest, most convenient, and most economical way it 
can be accomplished. 


*REG. U.S. PAT. OFF. 





“Bendix ‘Drive ECLIPSE MACHINE DIVISION of 


ELMIRA °« 


NEW YORK 





AVIATION CORPORATION 
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Auto Personnel 





Evans Appoints Davison 


As New Works Manager 


Appointment of Paul D. Davison 
as works manager of the new 
Evans Products Co. plant, Plym- 
outh, Mich., has been announced 
by E. S. Evans jr., president. Davi- 
son, who has more than 22 years 
of experience in plant management 
procedures, will direct all produc- 
tion operations in the new Evans 


plant now manufacturing the 
Evans Auto-Loader and Utility- 
Loader. 


* * * 
Goodyear Names Davis 


Midwest Field Engineer 


Appointment of Claude E. Davis 
as field engineer in the Midwest 
for Goodyear Tire & Rubber Co., 
has been announced by H. D. Fos- 
ter, manager of the Mechanical 
Goods division. This is a new post 
in the field organization, Foster 
said. 

Davis will supplement the work 
of company engineers in Akron, 


aiding mechanical goods field rep- 
resentatives in obtaining technical 
on-the-job data, and supervising 
the installation of conveyor belts 
in mines and other operations in 
this new post. His headquarters 
will be in St. Louis. 
* * 


* 


Canadian Charter | | 


Issued to Massey | 


Letters patent have been issued | 
by the Secretary of State Depart- 
ment, Ottawa, Canada, to incor- 
porate Denton Massey Motors 
(Canada) Ltd. 

The incorporators are Denton 
Massey, Walter Miner, both of To- 
ronto, and Albert Oswald Heather, 
Mimico, Ont. The head office is in 
Toronto. 

* * * 
Aluminum Industries 


Names Boyle, Bennet 


Aluminum Industries, Inc., Cin- 
cinnati, has announced two execu- 
tive changes in the sales staff of 
its replacement parts division 





WHAT IS SAID TO BE the biggest postwar employe party staged by any San Fran- 
cisco automobile concern was held at the old Hearst ranch at Pleasanton, Calif., re- (o 
cently. Don Gilmore had more than 300 employes of his three dealerships—San Francisco | sition of general manager of the 
Chevrolet, Hayward Chevrolet and Riverside—and their wives at an all-day party. 
Don Gilmore (second from right) and his managers, left to right: H. J. McCullough, 
general manager of the Don Gilmore Organization; Jack Kennedy, manager Gilmore's 


Riverside Pontiac; 


James J. Boyle has been named 
director of sales and marketing 
and Walter E. Bennet has been 
promoted to the new post of man- 
ager of the service division. 

Boyle was with the U. S. De- 
partment of Commerce, serving as 
Cincinnati manager of the Office 


Gilmore, and Tom Brady, ¢ 
Kiverside group was flown up from Southern California in a chartered DC-3 transport 


manager of Hayward Chevrolet. 


tion Bennet was assistant sales 
manager of the replacement parts 
division. 

Ed + * 


Hadlick to Advise Senate 


Appointment of Paul E. Hadlick 
of Minneapolis as special counsel 
for the oil committee of the Sen- 


of Domestic Commerce when ap-| ate Small Business Committee was 
pointed. At the time of his eleva-| announced last week by Senator 





EXTRA PROFITS 
ON EVERY CAR 
YOU SELL! 





MAXIMILLIAN MATCHED LUGGAGE 
GIVES YOU ADDED REVENUE 


Sets for men and women in rich Top-Grain Cowhide 


Don't sell an empty luggage compartment! Follow the 
lead of top auto dealers everywhere—fit your showroom 
model with a fine set of nationally advertised Maximil- 
lian matched luggage. Every sale will count for more! 


Your automobile customers are travel-minded . . . they're 
a ready market for Maximillian's bench-crafted luggage 
sets. They'll admire the rugged good looks of the men's 
“Field Executive’ .. . they'll be sold by the graceful 
lines and tasteful workmanship of the “Lady Voyager." 


MEN'S FITTED 
DRESSING CASE 
Compact, fits snugly 
in the “Field Execu- 
tive." English-style, 
with easy-closing dou- 
ble zippers. 12 dress- 
ing essentials include 
2 pure-bristle brushes. 

Top-grain leather. 
Dealer's Cost: $15.00 


FIELD EXECUTIVE 


Men's 2-pc. set consisting 
of 2-Suiter and Overniter, 
Top-Grain Aniline Cowhide. 
Dealer's Cost: $71.00 
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BUYER'S SIGNATURE..............0--000-+ 






ORDER DIRECT FROM THE MANUFACTURER TODAY 


as 


FIRMAN LEATHER GOODS CORP. 1 
137 EAST 25th STREET, NEW YORK 10, N. Y. { 
Gentlemen: 1 am interested in your nationally advertised MAXIMILLIAN i 
MATCHED LUGGAGE for extra revenue. i 
Please ship following: 








No. OF SETS 





LADY VOYAGER 


Ladies’ 3 Pc. Set, 21” 
Overnight, 21” Wardrobe, 
26” Pullman. Distinctive 
» long-bound 
Grain Aniline Cowhide. 
Rayon lined, shirred pock- 
ets, tie tapes. 
Dealer's Cost: $90.00 Set 
Also shown: 14” Victoria 
Train Case. 
Dealer's Cost: $24.00 


styled Top- 

























ADD 
MAXIMILLIAN 
LUGGAGE 
TO YOUR 
ACCESSORY 
SALES! 


ADVERTISED 
CONSUMER PRICE 
INCL. FED. TAX 


YOuR 
DEALER'S COST 


The | 


Kenneth S. Wherry, Nebraska Re- 
publican and chairman of the eom- 
mittee. Senator Wherry stated that 
the oil subcommittee will soon 
open hearings in Chicago to inves- 


| tigate the shortages of petroleum 


products in the entire Midwest 


area. 
* * * 


Gordon Quits Chevrolet 


| Thad W. Gordon, Chevrolet zone 
| manager for the past several years 
|in St. Louis, has resigned after 21 
|; years with the division in various 
| key positions in Davenport, Chi- 
| cago, San Francisco, Salt Lake and 
| St. Louis. He will assume the po- 


Radio City Distributing Co., Dallas, 


ex. 
* * * 


Lee Upped by Olds 


Harry R. Lee, business manager 
for Oldsmobile’s St. Louis zone, has 
been promoted to assistant St. 
Louis zone manager. Lee’s career 
with Oldsmobile started in 1924 
when he was appointed office man- 
ager of the Minneapolis zone. 

oa + * 


Ramsay Heads Fisk Sales 


Harry M. Ramsay has been 
named sales manager for the Fisk 
Tire division of United States Rub- 
ber Co., Chicopee Falls, Mass., suc- 
ceeding J. Chester Ray, who has 
been named sales manager for the 


U. S. Tire division. 
+ - + 


Bright Star Elects Board 


The following have been elected 
| members of the board of directors 
|of Bright Star Battery Co., Clif- 
| ton, N. J.: A. L Barash, E. E. Wag- 
ner, J. I. Kislak, I. Gross and S. A. 
Keesal. Barash is president of the 


concern. 
* * * 


Acetylene Plant Opens 


| Air Reduction Sales Co. has 
|; opened a new acetylene plant in 
Dayton, O., according to L. O. 
Geiger, Airco’s Dayton district 
manager. The plant superintendent 
will be R. K. Haygood, who has 
been with Air Reduction for over 
10 years. 


* + os 
Kilgore Appointed 

Information director John Kil- 
gore of the State Industrial Com- 
mission has been appointed by 
Gov. Caldwell to serve as Florida 
| Motor Vehicle Commissioner, suc- 
ceeding George H. Asbell. Kilgore, 
a former newspaperman, was edi- 
tor of Florida Highways, State 


Road department publication. 
* * * 


Smith Joins Manley 


Murl L. Smith has joined Man- 
ley Mfg. division, American Chain 
& Cable Co., York, Pa., to cover 
the sales territory which includes 
Ohio, West Virginia, Western 
Pennsylvania, Eastern Kentucky 
and Southern Michigan. Prior to 
joining Manley he was with Amer- 
ican Battery Cable Co. 

* £ * 


Engstrom to Metalcraft 


Adolph W. Engstrom, former 
president of Kenworth Motor 
Truck Corp. and more recently 
manager of International Harves- 
| ter Co.’s Emeryville (Calif.) plant, 
| has been appointed executive vice- 
president and general manager of 
Metalcraft Inc., Olympia, Wash. 

* * + 


| Rodomar Joins Chrysler 


O. W. Rodomar, ration admin- 
istrator of Canada’s Wartime Prices 
and Trade Board, with headquar- 
ters in Montreal, has resigned, be- 
coming effective immediately. He 
will take a position with the Chry- 
sler Corp. of Canada, Ltd., in Mon- 
treal. 


Bowser Named in Dallas 


A. F. Jordan, vice-president and 
| director of sales of Service Station 
| Equipment Co., Muskegon, Mich., 
has announced the appointment of 


Alan W. Bowser, Dallas, as the 
company’s southwestern division 
manager. 


* * * 
Deck Joins Borg-Warner 
E. W. Deck, former general man- 
ager of the Trent Tube Mfg. Co., 
has been named by Borg-Warner 
Corp. as a consultant on manufac- 


turing research. 
* * * 


Robertson Named 





| 


Isaac W. Robertson, manager of 
the Detroit branch, has_ been 
elected a director of Dryden Rub- 
ber Co., Chicago. 
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[BALERS in the Motor City are 

in the throes of a pressure 
campaign by Local 415, UAW-CIO, 
to force not only a new contract, 
at what are considered exorbi- 
tant wage rates on the minority 
of the dealers whose shops are un- 
ionized, but also to force all deal- 
ers in the area to make their me- 
chanics and other service personnel 
belong to the union. 

At the very outset of the strike 
called against Detroit Ford deal- 
ers, four Chevrolet and six Buick 
dealers who had union contracts, 
“goon squads” were loosed against 
three Chevrolet dealers whose men 
had notified the union that they 
did not care to belong any longer 
and against one Ford dealer who 
refused to shut up shop in spite 
of the strike. 

Rowdyism, “pushing around” and 
other intimidation tactics were 
used to demonstrate to the work- 
men, who stayed on the job, that 
it might not be healthy for them 
to oppose the “Union Gestapo.” 
But police broke up several such 
demonstrations, and one Irish Ford 
dealer, together with his red-head- 
ed Irish service manager, did not 
wait for the police to come to their 
aid. They used their steam cleaner 
to a good advantage by turning the 
hose on a ditferent type of “dirty 
chassis.” 

7 * * 

NOT BEING content with the 
display of force against the car 
dealers, the “goon squads,” led by 
the militant business agent of the 
union, also turned their attention 
to a small manufacturing concern 
—where they stubbed their toe. 
The “goons” started some violence, 
and the business agent, together 
with a couple of his top henchmen, 
were arrested. 

All this leads up to the threat 
against the continued prosperity of 


the franchised car dealer in the| 


service end of the business, be- 


cause back of this strike, and other | 
by mechanics-union|trade will suffer for lack of ac- 


“pushes” 


(See BACKSHOP, Page 31, Col. 1) 





Cramped Shops 
Seen Limiting 
Dealers’ Future 


Dawning Competitive 
Era Places Accent 
On Management 


By Jim White 
Staff Writer 

HERE is immediate need for 

new car dealers to take steps to 
correct present inadequate service 
facilities, if they are to continue 
to hold or increase service and 
parts sales during the next few 
years, claim factory service ex- 
perts. 

On the average, present-day serv- 
ice shop areas are too small and 
too limited to properly handle the 
peak volume of business they 
should obtain in the next five years. 
Unless the dealer with small service 
facilities expands his service facili- 
ties, he will create a condition in 
his neighborhood that will launch 
several or more “‘corner garages” 
into a lucrative business taking 
care of the trade which the dealer 
is not equipped to handle. 

In time these shops will take 
over more of his owners’ service 
business. Dealers are reported as 
getting less than 50 percent of 
their customers in for service 
now. 

In addition, if a dealer is going 
to recondition old cars traded in 
on new vehicle purchases, and do 
a thorough new-car conditioning 
job prior to delivery, he must 
either have a large enough shop 
to keep these two operations from 
interfering with his regular every- 
day service trade or he will need 
to have an additional building 
nearby which he can devote en- 
tirely to these 

jobs. 


* * * 


two space-eating | 


AMONG progressive dealers, a/| 


separate secondary building 
apart from the main structure is 


favored for these jobs and for paint | 


and bump jobs. 

Painting and bumping too 
often prove to be an annoying 
headache to both customers and 
workers if such jobs take place 
in the regular dealership build- 
ing. When such jobs are located 
away from the main building, the 
chance of fire, however remote, 
is almost entirely removed from 
the main structure of the busi- 
ness. 

Unless dealers 
service facilities, 


expand present 
future customer 


(Continued on Page 42, Col. 1) 





Who Sells 


Oil-Company Outlets Pass Chains to Become 


Second Biggest 


AKRON. — Oil company outlets | 
are now the second largest tire 
merchandisers of all types of tires, 
according to a survey made by 
Dr. Warren W. Leigh, head of the | 
Department of Commerce of the} 
University of Akron. 

Prewar, the survey shows, mail- 
order houses and other chain 
outlets were second to distribu- 
tors and dealers as the largest 
replacement tire outlet. 

However, last year the oil com- 
pany outlets were responsible for 
19.1 percent of total sales while | 
the chains slipped from 24.1 percent 





In This Section | | 


Idea Box Clicks ..... 


Be WEED. nvovinn ccs venus ccceses 





| percent of all sales in 1946 and 48.2 


| the 


the Tires? 


Merchandisers 


in 1941 to 17 percent. Tire distribu- 
tors and dealers accounted for 51.8 


percent in 1941. 

Emphasizing the extremely large 
tire replacement market of 1946 
first full year of unlimited pro- 
following the y outlets | 


duction 


war period—oil company outlets 


| sold 12,509,000 tires for 19.1 per- | 


cent, while in 1941 they sold half | 
that number, 6,183,000, and had 15.5 | 


| percent. 


The largest part of the oil com- 
pany outlet increase was in the 
sale of private brand tires and 
was due to the shift of three 
large selling organizations—Soc- 
ony-Vacuum, Gulf and American 
Oil—from the sale of manufac- 

(Continued on Page 29, Col. 1) 








Dealers’ Gross Sales Soar 


Despite Low Ticket Rise 


| eee 


New Ideas 


New Demands. . 





EXTRA SERVICE FACILITIES acquired by Hudson Estaver Motors, Inc., Miami, 
| Fla., handle not only body, paint and upholstery work here but some heavy service 
as well. This shop is located In a low-rent area one block away from the dealership 
and will come in handy for used car reconditioning. 





COMBINING LUNCH ROOM with ideal place for meetings, Brost Motors, Inc. 





Survey Reveals 


New Trends 


Wholesaling Activity 
And Tractors Among 
New Profit Lines 


ESPITE the fact that the aver- 

age automobile dealer has in- 
creased his number of monthly car 
service customers only 19 percent 
since 1941 and his truck service 
customers 44 percent, his gross 
sales of customer labor have gone 
up about 78.6 percent and his gross 
sales of parts 92.6 percent, accord- 
ing to a recent survey of 2,000 
dealer readers of AuTomMotTive News. 

In 1941 the average dealer 
reader of Automotive News re- 
paired an average of 399 cars 
each month. In 1946 this had 
risen to 475 each month. Truck 
dealers were serving 83 truck 
service customers per month in 
1941 and now have 120 truckers 
coming to them each month for 
service. 

Dealers are much more service- 
minded, this survey showed, than 
they were in prewar. While they 
have only been able to increase 
the number of mechanics working 
for them from 7.1 in 1941 to 9.8 
men average today, 69.3 percent 
of all dealers have increased their 


(Dodge-Plymouth), Buffalo, utilizes this space on the second floor to a good advantage | service space and now have an 


in its program of employe relations. 





average of 12.8 working stalls in 
the shop. 

The average dealer reader is now 
doing approximately $10,350 total 
service business a month, as 
against approximately $4,500 per 
month in 1941, and is in much bet- 
ter shape to take care of the in- 
creased work. 48.6 percent of all 
dealers have increased their serv- 
ice shop floor space by an average 
of 4,084 square feet per dealer, and 
are now able to take care of ap- 
proximately 278 more service cus- 
tomers per month, they estimate. 

*~ + + 


‘HAT dealers are service-minded 

and intend to keep their service 
volume up is seen in the fact that 
despite the crowded condition of 


TOO OFTEN PAINT SHOPS are totally inadequate for the modern dealer’s cus-| the average shop, 70.9 percent of 


tomer paint work. One of these booths in the Silver State Automobile Co. (Studebaker), 
Great Falls, Mont., is large and tall enough to take a panel truck and both are built 
large enough so that quality work can be done. 





SMART KAISER-FRAZER dealers haven’t waited until they got a lot of cars in 
the field before they went after the service business. LeRoy Wilson Motor Sales, De- 
troit, acquired good sized service facilities immediately and went right out for ‘‘service 
on all makes’’ as the sign in the rear of this commodious shop indicates. 





GOOD PARTS MERCHANDISING doesn’t always extend to serving coffee to cus- 
tomers at the parts counter as W. Foxall MacEiree (Studebaker), Wayne, Pa., does— 
but it can’t help but help bulld a good parts customer following. All mechanics like 
their coffee—especially free. 


all dealers have resumed their cus- 
tomer followup mailings and 64.3 
percent are again offering seasonal 
service specials to attract addition- 
al trade. 

Slightly more than one out of 
every four dealers has built a 
new building since 1941 and over 
half, or 58.8 percent, have re- 
modeled their old buildings. 59.9 
percent have provided parking 
lot facilities for their service cus- 
tomers cars, not only to provide 


(Continued on Page 30, Col. 1) 


/ ° / 
Funny Noises 
Klein-Weil Warns Motorists 
Of Strange Sounds 
BUFFALO, N. Y. — Klein-Weil 
Chevrolet, 1220 Main St., cautions 
motorists against ignoring “funny 
noises.” Such sounds, it warns, can 
herald serious and expensive 


trouble. 
“You can never tell about a 
noise,” Klein-Weil advertisements 


warn. “Maybe a tooth is missing 
on a gear and if you let’ go, it 
might wreck your transmission. 
When clicking noises and strange 
| Sounds occur in your car, it is time 
| for you to drive into our shop and 


[let our mechanics see what the 
| trouble is.” 








24 


Glass Trust Suit 
Slated for Trial 


Next January 


TOLEDO. — The antitrust suit 
against Libbey-Owens-Ford Glass 
Co., Pittsburgh Plate Glass Co., and 
several other glass firms is sched- 
uled to go on trial here Jan. 5, 
1948. 

Federal Judge Frank L. Kloeb 
set the date after a conference 
with attorneys for the government 
and the glass firms. He set Nov. 3 
for the submitting of briefs at 
which time he will rule on the 
advisability of appointing a special 
master to hear the trial. 

Judge Kloeb overruled a defense 
motion requesting separate trials 
or a severance of issues into dif- 
ferent considerations of five major 
complaints. 

Two of the original defendants 
have died since the suit was filed 
in 1945. They were William L. 
Munro, president of the American 
Glass Co., and Eugene Rolland, 
president of the Fourco Glass Co. 


‘We finally located these parts although 
it took 2 ads several months apart. We be- 
lieve in being persistent.’’—Parsons Auto 
Reconstruction Shop, 45 N. Franklin 8t., 
Washington, Pa. 
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THIS IS A TYPICAL CLASS of oo mechanics ss Oldsmobdile’s Hydra- 


Matic school training at Lansing. J. 
senting a certificate to one of the eatin, 
mechanic. 


Dobbs, general service 


Seated at desk behind Dobbs and the student is H. S. Schulte, school director. 


‘Accelerate in ’48’ Is Theme 


For ASI Show 


CHICAGO. — “Accelerate in °48” 
will be the dominating theme at 
this year’s ASI show, to be held 
here Dec. 8-13, it was announced 
last week by the Joint Operating 
Committee. 

The theme will be featured by 
the decorations of the show, in all 
show promotion, by manufactur- 
ers in their exhibits and undoubt- 


in Chicago 


edly will play a part in the meet- 
ings held by the sponsoring asso- 
ciations. 

One of the reasons for the selec- 
tion of the slogan “Accelerate in 
48,” according to the committee, 
is that it carries a meaning to 
everyone in the industry — manu- 
facturers, wholesalers and dealers. 

To the manufacturer, for exam- 


manager, is shown pre- 
certifying him as a Hydra-Matic master 


ple, the slogan can mean such 
things as better deliveries, more 
field work, more aid in training 
wholesaler men, careful mainte- 
nance of quality, good cataloging, 
new merchandising plans and bet- 
ter values whenever possible, it 
was pointed out. 

To the wholesaler, it can mean: 
On-the-spot service, more com- 
plete stocks, more dealer clinics 
and a better educational job, 
planned training program for 
salesmen and intensified machine 
shop service. 

All of these methods to ‘‘Accel- 
erate in '48” will aid dealers in 
giving car owners the more effi- 
cient, speedier service that will be 
required to meet the increasingly 
competitive situation. And they will 
help in opening up new merchan- 
dising methods that will result in 
increased sales, it is said. 


Expansion at Norton, Va. 


Clark and Sherard Motor Co. 
(Chrysler - Plymouth), formerly 
known as Park Avenue Service 
Station, Norton, Va., has let a con- 
tract for the construction of a 
paint and body shop to cost ap- 
proximately $10,000. This will be 
followed by the construction of a 
showroom. 




















*Trade Mark Registered U.S. Patert Office 


Weaver Safety Lane* is famous as the 
equipment used in most Official Safety 
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asp ection Stations established by states and 


, Now Weaver is also promoting Safety 
service in your shop through a broad na- 

advertising campaign, directed to car 
}in Post, Collier’s and Liberty magazines. 
Weaver helps you gain good will and profits 
by drawing customers with the established rep- 


utation of the Weaver Safety Lane name. Its 
identifying sign on your shop marks you as a 
progressive, modern service organization. 

Ask your jobber, or write for complete details 
on Safety Lane equipment and merchandising 


material today. 
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SERVICE SECTION 


Ad Plan Brings 
Mechanics to 


Albany Dealer 


ALBANY.—Gateway Motors 
(Ford) does a good public relations 
job and at the same time attracts 
badly needed mechanics to its serv- 
ice department with a unique type 
of newspaper advertising. 

The ad leads off with the cap- 
tion: “Attention Mechanics!—Help 
Wanted—Men.” Copy below: “Gate- 
way simply has more work than 
it can handle with present staff. 
Phone or call on Ken Kennedy, 
12-2 daily, if you’re a top hand 
with your own hand-tools. This is 
rush.” 

The ad carries pictures of three 
employes of the firm with state- 
ments alongside of each. “What 
Our Men Say About Working 
Here,” reads the caption. Copy con- 
tinues: 

George Murphy: “Gateway treats 
me right ... the way I'd treat 
my mechanics if I had a shop. 
Pay’s high—but that’s only part of 
it. We have insurance benefits, two 
weeks’ vacation with pay, best 
equipment—and a swell bunch of 
guys to work with.” 

William F. Panza: “Believe me, 
brother, this is a real opportunity 
for you. I started here seven years 
ago and I’ve never been sorry. The 
shop’s cool in summer, warm in 
winter, and clean. Shower baths, 
too.” 

George Wagner: “Most of us me- 
chanics at Gateway draw mighty 
good pay. And the job’s steady. I’ve 
been here nine years and I'll be 
here a lot longer, too. You’d like 
our bunch... and get a kick out 
of doing the kind of top work Gate- 
way’s famous for. The Boss? He’s 
one of the boys. No one shoves you 
around at Gateway.” 


U.&. ‘Rubber Spurs 
Accessory Sales 


NEW YORK.—In a move de- 
signed to strengthen the position 
of its tire dealers in the field with 
respect to sales of batteries and 
auto accessories, United States 
Rubber tire division has formed a 
new department to coordinate all 
activities involving these and al- 
lied commodities, according to 
Howard N. Hawkes, assistant gen- 
eral manager of the tire division. 


The new department will be 
known as the allied products de- 
partment, with Foster M. Stewart, 
formerly in charge of distribution 
planning for the tire division, as 
manager. Stewart will be assisted 
by the following departmental 
managers: F. W. Lewis, manager, 
auto accessories; I. S. Johnson, bat- 
teries and ignition products; C. E. 
Marshall, controls. 






Auto Ancestors 


Goyette Car Museum 


Opened in N. H. 


PETERBOROUGH, N. H.— 
(UTPS)—Horseless carriage days 
have returned to the Goyette Mu- 
seum of Americana, which has 
been opened here this summer, un- 
der the direction of its founder, 
Maj. A. Erland Goyette, banker 
and textile manufacturer. 

Included in Maj. Goyette’s large 
collection of ancient gas buggies 
are a three-wheel Knox, which is 
steered with a tiller; a one-cylin- 
der Crestmobile with iron spoke 
wheels; a two-cylinder Mitchell, a 
one-cylinder Pierce Motorette with 
motor on the rear axle, a Sears, 
manufactured by Sears, Roebuck 
Co., and many other models. 

The cars have all been carefully 
selected and are in excellent run- 
ning condition. 


|Derby View Offered 


By Rowe Chevrolet 

The new sales establishment of 
Rowe Chevrolet Co., Dover, N. H., 
was an advantageous spot during 
the elimination races which re- 
sulted in 14-year-old Patrick Mc- 
Mahon of Dover winning the state 
Soapbox Derby. 

A microphone was set up in front 
of the dealership for broadcasts 
of the events over radio station 
WHEB of. Dover and Portsmouth. 
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PITTSBURGH. —Employe rela- 
tionship is more than a slogan at 
Bauman Pontiac. Service Manager 
J. D. Bean tells of a practical 
method of installing shop facili- 
ties based on actual use that em- 
ployes are praising. 

Showers have been installed on 
trial. Bean told servicemen in a 
monthly meeting that a shower, 
as they requested, would be in- 
stalled for them. 


One large shower stall went in, 
plus piping for six showers. If 
the one stall was used, six more 
showers would be put in, elim- 
inating need for taking turns. 
Bean’s employe meetings are 

well handled and are held period- 
ically. The employes do most of 
the talking. Employe suggestion 
plan is alive. Every day, Bean gets 
tips, writes some of them down 
in detail on the spot, mulls over 
for a day or two the weaker ones, 
noting (1) how much the employes 
actually will use the facility, (2) 
its cost, (3) benefits in saving time. 
“A new type of analyzer was 
purchased even though we had 
one,” says Bean, “because em- 
ployes suggested it would consoli- 
date work, not spread it out so 


L-M ‘Laboratory’ 
To Study Service 
Begun in Buffalo 


BUFFALO. — Construction was 





started last week on a new model | 


Lincoln-Mercury sales and service 
building which will also serve as 
a laboratory for the development 
of special tool and service equip- 
ment for Lincoln-Mercury dealers 
throughout the country. 

The dual enterprise is headed by 
Ralph F. Peo, who will operate the 
dealership as president of the 
South Park Lincoln-Mercury Sales, 
Inc., and will conduct its labora- 
tory activities as president of 
Manzel, Inc., manufacturers of spe- 
cial service tools and service equip- 
ment for Lincoln-Mercury dealers. 
The Manzel plant likewise is in 
Buffalo. 

“The new sales and service build- 
ing will be a model one in every 
sense of the word,” said Peo. “We 
are taking full advantage of all of 
the modernized plans developed by 
the Ford organization. 

“From these plans and from 
studies of some of the newest Lin- 
coln-Mercury dealerships, our ar- 
chitect and engineer, G. Morton 
Wolfe, has designed a building es- 
pecially fitted for our particular 
needs.” 

As a laboratory for designing 
and testing Lincoln-Mercury serv- 
ice tools, the new dealership will 
work closely with Manzel field rep- 
resentatives so they will have prac- 
tical at-the-bench knowledge of 
the requirements of Lincoln-Mer- 
cury service departments. 


Burgess Battery | 
| 


Cited by Museum 


FREEPORT, Ill—The Burgess 
Battery Co. here has been award- | 
ed the Certificate of Merit for 1947 | 
by the New York Museum of Sci- | 
ence and Industry in recognition | 
of the company’s outstanding 
achievements in developing im- 
proved dry batteries for a wide 
range of applications. 

The award was made to F. J.| 
Kirkman, Burgess vice-president | 
and general manager, by Robert | 
P. Shaw, director of the Museum, | 
at a dinner in New York City. 





Kahlo Becomes Partner 


In Findlay Truck Co. | 

Karl Kahlo, formerly with Inter- | 
national Harvester’s Toledo branch, | 
has joined Findlay Truck & Farm | 
Implement Co., Findlay, O., as a 
partner with V. A.° Blide. C. J. 
Schrader is also an official in the 
firm. 

Findlay recently signed a con-| 
tract with Tucker Corp. to handle | 
Tucker automobiles in Hancock 
ey in addition to its present | 
ine. 


Idea Box Clicks 


Suggestions From Workers Boost Morale, 
Efficiency, Dealer Finds 
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much over the shop because the 
analyzer could be wheeled about. 

“Employes suggestions are 
worthy of attention. A mechanic 
knows even better than a service 
manager how well a wheel bal- 
ancer works in cooperation with 
a front-end machine. 

“The boys here are pretty fair. 
They have the interest of the busi- 
ness at heart.” 


Biggest Warehouse 


For Lamps Set 


ATLANTA. — The largest ware- 
house for electric lamps in south- 
eastern United States is being con- 
structed near here for Westing- 
house Electric. The brick and steel 
structure, scheduled for occupancy 
early in September, will provide 
41,000 square feet of floor space 
for the storage of lamps and for 
headquarters offices of the lamp 
division’s Southeastern district. 








Style Note 
New Color Scheme to Identi fy 


Tide Water Stations 


NEW YORK.—-Tide Water Asso- 
ciated Oil Co. plans to face-lift 
hundreds of its service stations 
along highways is reported to be 
attracting interest. 


Adopting a new color scheme 


with a distinctive hue it calls 
spring green, Tide Water is re- 
decorating all its pumps, light 


poles, reflectors and air towers with 
the new paint tint made exclu- 
sively for it which blends with the 
basic cream color used for the 
walls of the station buildings. By 
assigning large crews of painters 
and maintenance men the opera- 
tion is being completed within 60 
days. 

Tide Water decided to make the 
color scheme of all dealers’ sta- 
tions look alike from coast to 
coast as a means of quick identi- 
fication for the traveling motorists. 


Shawano (Wis.) Dealership 
Purchased by Swenson 


At Shawano, Wis., the John Popp 
& Son salesroom agency and ga- 





rage has been taken over by Clar-|as foreman at the GM body plant 


BEAR COSTS YOU NO MORE...even costs you less...when 
you take into consideration all the ExTRAS you get with Bear! 
That’s why there are more Bear-Equipped Shops than any 
other in the world! Take the advice of thousands of Bear Oper- 
ators who make BIG MONEY on Bear Service . . .don’t skimp on 
equipment. Buy an outfit that makes you real money. Com- 
pleteness, Toughness and Precision—are the things you want 
in Alinement Service... and you get them all with Bear. With 
Bear, you’ve got a complete unit . . . an outfit that’s built to last 
and precision that safeguards profits. BEAR MFG. CO., DEPT. 
A-14 ROCK ISLAND, ILLINOIS. 


s 





SERVICE FLOOR VIEW of control tower and cashier’s desk at D. 8S. & D. Motors, 
(Dodge), Baltimore. This dealer not only believes in the value of a control tower but 
wants his customers to know what it does for them—note the sign over the waitin 
room door. 





in Flint. 

For the past 15 years he has had 
charge of adjusting personnel for 
Motors Insurance Co., a division 
of GM. 


ence W. Swenson of Minneapolis, 
Minn. Swenson is a veteran of 19 
years standing with General Mo- 
tors, having at one time worked 





TOOLS! 


© do MORE EXTRA Jobs, 
make BIGGER Profits. 
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Whi: 


ulling Knees is an exam- 
ple of the EXTRA JOBS 
you do easier with Bear. 


TOUGH! 
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ill do Frame Straighten- 
ing by adding a few tools. 
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HAPPY (Record-Breaker) HOLIDAY says: 








Holiday’s circulation is racing ahead... reaching 


the folks who have an itch to go and plenty of 


‘‘scratch” to go on. That’s why — 


HOLIDAYS FIRST WITH 














Here’s concentrated buying power—on a high- 
octane scale! 

Holiday’s family circulation is now racing past 
750,000...offering you the cream of the nation’s 
highway fans and less waste automotive circula- 
tion than any other big-time publication. 

Now in Holiday you can reach the families 
who not only travel the most, but who tote the 


____ AUTOMOTIVE NEWS, SEPTEMBER 8, 1947 





H| YOUR BEST CUSTOMERS! 


kind of pocketbooks that can absorb good times. 

Important? You bet. Department of Labor 
statistics show that expenditures for tires, tubes, 
repairs, and replacement parts soar as family 
incomes reach the $5,000-a-year level. 

Why not plan now to get your share of the 
great new Holiday market? It’s ’way out front in 
the race for the best, biggest, buyingest prospects. 


The most responsive new market today is exclusive with 





A CURTIS 


Independence Square, Philadelphia 5, Pa. 


HOLIDAY 


PUBLICATION 

















THIS GROUP OF OLDSMOBILE parts and accessories managers from zone organiza- 
tions throughout the United States concluded its first national postwar conference at 
the Oldsmobile home office in Lansing recently. First row, left to right: Norman Poole, 
Washington; William Connors, Boston; William J. Mulcahy, Chicago; Russell Lesher, 
Oldsmobile assistant sales manager; J. H. Handley, parts and accessories merchandis- 
ing manager; H. F. Banks, assistant sales manager; Al W. Richter, Philadelphia, and 
Herman Rosenthal, New York. Second row: Elmo Roy Parham, Pittsburgh; Thomas F. 
Scibetta, Buffalo; H. R. Couch, Charlotte, N. C.; 8. H. Shockley, Atlanta, Ga.; W. E. 
Hoffman, Des Moines, Ia.; Robert F. Hall, St. Louis; Howard A. Heun, Milwaukee; 
James A. Power, Kansas City; Dwight W. Byram, Minneapolis. Third row: Richard J. 
Weaver, Cincinnati; Robert C. Upham, Cleveland; John Peterson, Chicago; Charlies A. 
Poe, Dallas; Norval W. Pinney, Portland, Ore.; Jack A. Lucas, Oakland, Calif.; Don 
T. Cooper, Detroit; Lew J. Woodard, Los Angeles, and H. E. Stewart, Oldsmobile super- 
visor of parts and accessory merchandising. 


a 


“ rae 


... and MARFAK 


brings ’em back for more! 
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Highways & Safety... 





Steel Loss Threatens 
Safety, AAA Warns 


LS of adequate supplies of 

sheet steel and pipe for con- 
struction of sorely needed traffic 
signals and lights, warning and di- 


rection signs, constitutes a definite | 


threat to highway safety and con- 


venience, American Automobile | 


Assn. stated last week. 


“This is all the more unfortu- 
nate,” the AAA said, “in that only 
small quantities of steel are in- 
volved.” 


In a letter to the American 
Iron & Steel Institute, H. J. Brun- 
nier, president of the national 
motoring body, pointed out that 
traffic lights and warning signs 
were not kept up to standard re- 
quirements during the war and 
immediately following the war 
due to the fact that manpower 
was not available. 

Now that manpower is available 
again, there is a shortage of the 


necessary materials to do the job. 
+ + * 
= E REALIZE, of course,” Brun- 
nier said, “that there has not 
|been enough steel production to 
meet all requirements. We do feel, 
however, that the steel industry 
can well take cognizance of the 
situation, since it affects public 
convenience and public safety, and 
since, in the final analysis, a com- 
paratively small allotment of the 
|output would meet the needs for 
traffic lights, warning and direc- 
tion signs. 

“There is, of course, a problem 
| created by the fact that small 
purchases are generally involved 
and small sizes are called for. But 
this is just an additional reason 





interest of the American Iron & 
| Steel Institute in a program of 











yo Marfak advertising packs a wallop because it’s easy 
’ to take and quick to register. Every month in leading 
magazines it gets across the Marfak facts. . . friendly and 


fast! 


In addition to these smart ads, powerful sales punches 
for Marfak go out over the air each Sunday night on the 


popular Tony Martin radio show. 
This advertising brings in customers. . 


. they ask for 


Marfak. Once they’ve had a Marfak job, they’re sold and 
stay sold! That means more regular customers— more 


profitable customers. 


A superior lubricant, expertly applied, supported by 
consistent advertising, and which, in turn, is backed up 


by many local promotion items. . 


. there you have the 


reasons why more and more car owners want Marfak. 
And also, you have the reason why Texaco Dealers get 


such a big share of the profitable lube business! 


THE TEXAS COMPANY 


Sky Chief and FURE-CHIEF casounes 


HAVOLINE and TEXACO MOTOR OILS - 


CHASSIS LUBRICATION - 





TUNE IN... Texaco Star Theater presents the Tony Martin show every: Sunday night. See newspaper for time and station 


MARFAK 


REGISTERED REST ROOMS 


[ee 


| why we would like to enlist the | 
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allocation that would solve the 
problem.” 

The letter pointed out that the 
use of motor vehicles has been 
steadily on the increase since the 
end of the war, with more mileage 
being run today than ever before, 
thus making the highway safety 
problem more crucial than at any 
time in automotive history. 

* x ca 


Road Building Delays Seen 
Boosting Repair Costs 


Lapse in highway construction 
will be reflected in rising mainte- 
nance costs for the nation’s 3,250,- 
000 miles of roads and streets, H. 
K. Bishop, manager, County High- 
way Officials’ division of American 
Road Builders’ Assn., told a high- 
way conference in Washington last 
week. 

A recent report to ARBA from 
state highway departments shows 
that lack of highway construc- 
tion has resulted in increased 
maintenance costs in 32 states, 
Bishop said, pointing out that 
maintenance expenditures will 
continue to rise if the highway 
construction program lags. 

“Unless a constant program of 
new improvement is carried on, 
maintenance costs rise to exorbi- 
tant proportions, the amount of 
excess cost depending on age and 
obsolescence of the roads,” said 
Bishop. 

“Thus maintenance dollars can 
become extravagant instead of be- 
ing the high-powered construction 
dollars which benefit our entire 
national economy and give the 
motorist the roads he wants and 
needs. 

“Only a small beginning has been 
made on the vast highway con- 
struction program authorized by 
the Federal Highway Act of 1944. 
|It is predicted that we will have 
10,000,000 motor vehicles on our 
highways by 1950. Unless this gi- 
gantic program of construction 
gets under way, traffic congestion 
and accidents will increase. Patch- 
ed up roads cannot meet the re- 
quirements of rapidly increasing 
traffic.” 

The lack of reconstruction dur- 
ing the war years has resulted 
in increasing maintenance costs 
and loss of badly needed high- 
way improvements, he said. 

“Properly designed and _con- 
structed roads will reduce main- 
tenance costs and pay dividends 
in easier driving and increased 
safety to the motorist,” he con- 
cluded. 


Mo. Parking Bill Signed: 
Sanctions City Land ‘Grab’ 


The Crain bill authorizing all 
cities over 1,000 population, except 
St. Louis, to provide for off-street 
parking facilities has been signed 
by Gov. Phil Donnelly, who said 
there might be some doubt as to 
its constitutionality but that he 
would give the public the benefit 
of the doubt. 

The bill authorizes municipalities 
to acquire or lease property and 
operate facilities for the parking 
of motor vehicles and make a 
charge for their use. The bill was 
especially desired by county mu- 
nicipalities to relieve traffic con- 
gestion in their streets and a sep- 
arate bill extending this power to 
the city of St. Louis is still pend- 
ing in the Senate. 





* * . 

More Damage Suits Due 
From Wis. Liability Law 

A new law recently enacted in 
Wisconsin calls for proof of a car 
owner or driver being able to fur- 
nish as much as $10,000 for dam- 
ages, depending on the type of 
accident in which the driver of the 
car at fault is involved. This, says 
Judge John C. Dretzka, of the 
circuit court in Milwaukee, means 
that damage suits will be on the 
increase. There are three alterna- 
tives for a car driver — to pur- 
chase sufficient insurance, execute 
a bond or make a cash deposit 
with the state treasurer. 


Olds Dealership Formed 


In South St. Paul 


Edward Peters, Newport, Minn., 
and Walter Kuefner, St. Paul, 
Minn., have formed Southtown Mo- 
tors, Inc. (Oldsmobile), in South 
St. Paul. 

They have also taken over joint- 
ly the Oldsmobile dealership oper- 
iated by Peters in Newport, 
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Who Sells 





AUTOMOTIVE 


the Tires? 


Oil-Company Outlets Pass Chains to Become 
Second Biggest Merchandisers 


(Continued from Page 23) 


turers brands over to the sale of 
private brands, the survey points 
out. 

While the oil-company oil out- 
lets increased their sale of passen- 
ger car tires by 22 percent during 
the 1941-1946 period, by far the 
largest percentage increase was 


made in the sale of truck tires. 
There a 54 percent increase was 
registered. 


In truck tires, the oil outlets took 
12 percent of the business, divided 
6.1 percent private brand and 5.9 
percent manufacturers brand. 
Chain store truck tire sales drop- 
ped off 1.5 percent during the same 
period, or from 13.8 percent to 12.3 
percent. 

Total tire sales in 1946 exceeded 
82 million units, an increase of 
more than 16,000,000 over 1941. Ex- 
port sales remained practically 
constant during the two years, 
while original equipment shipments 
declined 9.5 millions. As a result, 
1946 replacement sales were ap- 
proximately 25,600,000 units, or 64.2 
percent, over 1941. 

The sales pusition of distributors 
and dealers, which has shown a 
steady decline over the years, 
sharply reversed itself during the | 
war years and registered a mate- 
rial improvement in 1946. As a re- | 
sult, this channel sold 51.8 percent 
of replacement sales, or approxi-| 
mately their 1937 share. As these 
distributors accounted for 60 per- 
cent of replacement truck tire 
sales, their dollar sales position 
was far better than it was in 1937. 

The contention frequently heard 
during the years of tire shortages 
that the rubber companies favored 
their stores with tires to the detri- | 
ment of the dealers is not support- 
ed by the figures. In fact, in the 
period 1941 to 1946, distributor and 
dealer tire sales increased 110.2 
percent while those of company- 
owned stores increased by only 
106.8 percent. 

A summary of the findings of the 
study follows: 

1. Tire replacement sales in 1946 
increased 64.2 percent over 1941. | 
While this situation afforded dis- 
tributors ample opportunity for 
growth, all were hampered to some | 
extent and perhaps unequally by 
limited product-supplies. 

2. Oil companies registered the | 
greatest rate of gain in 1946, in-| 
creasing their unit sales more than | 
100 percent and their percentage 
position to 19.1 of total replacement 
sales. 

3. Chain and mail order tire sales 
increased by approximately 1% mil- 
lion units. However, their percent- 
age position declined from 24.1 to 
17. This latter figure cannot be re- 
garded as a norm for these dis- 
tributors. 

4. Manufacturer-owned stores in- 
creased their position by 1.6 per- 
cent over 1941 despite a decrease 
in the number of stores operated. 


Skinner Filter 
Company Bought 
By Bendix Corp. 


DETROIT. — Malcolm P. Fergu- 
son, president of Bendix Aviation 
Corp., announced last week the 
purchase by Bendix of the assets 
of Skinner Purifiers, Inc., of De- 
troit, pioneer in the field of fine 
filtration equipment for automotive, 
aviation and industrial uses. 

Ferguson said the Skinner firm, | 
currently doing an annual business 
of approximately $1,000,000, would 
be operated as a new division of 
Bendix. Guy C. Fricke, general | 
manager of the Bendix Zenith Car- 
buretor division, also located at 
Detroit, will assume the additional 
duties of general manager. 

Ralph Skinner, who organized 
the company in 1919 and has been 
its president, will remain with the 
division in an advisory capacity, 
it was declared. 














K-F Firm Opens Lot 
L. and M. Motor Co. (Kaiser- 
Frazer), West Point, Ga., has an- 
nounced the opening of a used-car 
lot. The firm is specializing in used 
cars ‘if all makes. 


These outlets are still substantially | 


below their 1935-37 volume. 
5. Department store tire salcs for 
both 1941 and 1946 were negligible. 
6. Cooperatives sold approximate- 
ly 700,000 tire units in 1946, or 1.1 


percent of total replacements. Their | 
significance as tire outlets has been | 


steadily increasing. 

7. Distributor and dealer sales in- 
creased from 19,221,000 units in 1941 
to approximately 33,991,000 units in 
1946, an increase of over 70 per- 
cent. As a result, their percentage 
position stepped up from 48.2 to 
51.8 in 1946. 

8. Private brand wholesalers sold 
approximately 1,000,000 tire units in 
1946, or 1.6 percent of the total. 
Manufacturer brand tires distrib- 
uted by full-fledged wholesalers 
amounted to just over 2,000,000 
units. However, the facts indicate 
that this latter figure is somewhat 
understated. 

9. Distributors and dealers, chain 
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Major Tire Outlets 


Tire replacement unit sales by major distribution channels for the 
years 1940, 1941, and 1946 were as follows (000 omitted): 


1940 
Volume Pct. 


5,710 
3,380 
2,330 
8,479 
3,205 
304 
17,111 
536 


Oil Companies 

Mfr. Brand .. 

Private Brand nen 
Chains and Mail Order . 
Manufacturer-Owned Stores 
Cooperatives santas 
Distributors & Dealers. 
Others ; 


Total Units 35,345 





and mail order houses, oil compa- 
nies, and company-owned stores 
rank as truck tire sellers in the 
order named. The oil companies 
registered a 54 percent increase in 
their position in this regard while 
company-owned stores showed the 
greatest percentage loss—27 per- 
cent. 

10. Private brand sales declined 
from 32.5 percent of total tire re- 
placement sales in 1941 to 29 per- 
cent in 1946 despite a material up- 





1941 1946 
Volume Pct. Volume Pct. 


6,183 15.5 12509 19.1 

3,622 9.1 6,051 9.2 
2,561 6.4 6,458 
9,626 241 11,070 
3,498 8.8 6,145 
328 0.8 698 
19,221 48.2 33,991 
1,033 3.0 1,077 


16.2 
9.6 
6.6 

23.9 
9.1 
0.6 

48.4 
1.8 


100.0 65,490 


100.0 





surge in private brand tire sales 
by oil companies. 

11. Although 1946 was a transi- 
tional year, the postwar tire dis- 
tribution pattern is assuming its 
general prewar profile and the old 
competitive and shopping trends 
are reasserting themselves. 

This study, consisting of 27 mim- 
eographed pages of text, charts and 
tables, is available through the 
Commerce Department, University 
of Akron, Akron. 
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High Court to Hear 
Tenn. Insurance 


Case Sept. 30 


NASHVILLE. — Arguments _in- 
volving the right of more than 100 
automobile dealers to obtain li- 
censes as insurance agents will be 
heard here Sept. 30 by the Ten- 
nessee Supreme Court. 

The case is the outgrowth of a 
refusal by Insurance Commissioner 
J. M. McCormick to license a group 
of General Motors dealers to sell 
policies in the GM owned Motors 
Insurance Corp. to purchasers of 
cars. . 

McCormick ruled that anti-mo- 
nopoly laws prevented issuance of 
the licenses, and that allowing car 
dealers to write policies would be 
allowing a rebate on premiums 
which are forbidden by law. 


The Davidson County Circuit 
court had reversed the commis- 
sioner’s decision, but he was later 
upheld by a court of appeals. A 
group of insurance agents have 
now entered the case on the side 
of the commissioner. 





VACDRAULIC-the @ : 


One of the latest names to be added to the growing list of Kelsey- 
Hayes precision-made products is VACDRAULIC, the superior 
brake power booster that reflects Kelsey-Hayes “know-how” in its 


engineering, construction, and performance. 


Here are some of VACDRAULIC’S superior features: 


(1) A Sealed Unit —Vacdraulic is the only booster with 
all valves and other moving parts sealed in one rugged 
. safe from dirt, grease, and rough usage. 


housing . . 


(2) Easier to Mount —Vacdraulic is a compact unit that 
connects only to the hydraulic line and intake manifold. 


(3) Easier to Maintain—Once properly installed, Vac- 
draulic requires no lubrication or valve adjustments. 


(4) Easier to Operate — Vacdraulic permits smooth, power- 
ful braking action with the lightest feather-touch control. 


Superior Brake Power Booster! 
eee 





VACDRAULIC: 


Puts brakes on faster, 


perfect 


stronger, with 
a 


Manufacturers and Automotive Distributors: Contact Kelsey-Hayes For Additional Information. 


ELSEY- Haves WHEEL CO. 


DETROIT 32, MICHIGAN 
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New Trends Revealed . . . 





Dealer Gross Sales Soar 


Despite Low Ticket Rise 


(Continued from Page 23) 


a convenience for the customer 
but to keep the cars out of ex- 
pensive shop working space when 
the work has been completed. 
Recognizing that, as they get 
more new cars to sell, they will 
have to provide more shop space 
to prepare these cars for delivery 
or force paying service customers 


out of their shop; 25.6 percent of | 


cm (1p 





the dealers have already provided 
for additional facilities in other 
buildings in which to do this work. 
Thirty percent of the dealers have 
provided outside space in which 


to do used car reconditioning. 
* + * 
HAT dealers are getting much 
more conscious of having to re- 
tail their used cars shortly is also 





FULLY 
UTOMATIC 


And, while 74 percent of all 


| dealer readers are wholesaling 


all of their used cars today (par- 
ticularly in the larger cities), 
60.3 percent report they are re- 
tailing them and 32.3 percent say 
they are doing both. But 93.7 
percent admit they will have to 
retail all of their used cars when 
the competitive market returns 
and that is why they are making 
provision now for facilities to re- 
condition them, so as not to 
again force customer labor out 
of their shops. 


Another phase of dealer activity, 





SERVICE SECTION 








dealer buildings in the country, is 
the fact that while only 6.8 per- | 


cent of the dealers are operating | 


branch stores today, 13.8 percent 
say they are planning on expand- 
ing to branch store operation. At 
present those operating branch 
stores have an average of 1.3 stores 
per operator. 
* * * 
| 8 gesagt have gone back into 
the tire business in a big way 
since the start of the war. Today 
88.6 percent say they retail tires, 
with 75.3 percent providing tire 
service. The same number carry a 
representative range of sizes in 
their retail stocks, which average 
$1,226 per dealer. 
Nearly one out of every four 
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BIGGEST DOLLAR VALUE ON THE MARKET... 





Simple, Foolproof tu Operation... ONLY ONE METER DIAL TO 
WATCH, ONE TIMER SWITCH TO SET, NO NEEDLESS GADGETS 


Fully Guaranteed / 


TO CONFUSE 





@ The new KRW FASTCHARGER is the simplest and most effi- 
cient on the market, regardless of cost. It has only a single meter 
to watch ... all unnecessary gadgets have been eliminated. It oper- 
ates off any 110 volt lighting circuit. Current draw 9 to 11 amperes. 


The KRW FASTCHARGER has a new electric timer which is fool- 


proof in operation ... it automatically discharges, 
fast charges, slow charges, and then shuts off com- 
pletely. Quick battery tests can be made at any time. 
The customer can be shown the exact condition of 
the battery on the easily understood meter dial. 


After FIVE MINUTES discharging and charging 
the METER shows the condition of the battery and 
whether or not it can be charged, or is worth 
charging. After that decision is made... if you 
want to charge it, proceed again in the same man- 
ner and recharge for 55 minutes, then a test can 
be made to see if the battery is fully charged, 


by means of the BUILT-IN, 


TEST UNIT. 


DISCHARGE, 


This charger has all and more features than 
any HIGHER PRICED charger. Our ilias- 
trated cin cular will convince you. Our 24 
years reputation is your guarantee. 

The KRW FASTCHARGER is the last word in 
battery charging equipment. It is built of the 
finest materials and incorporates all the latest 
quality features. Fully Guaranteed, it will give 


years of highly 


profitable service. Order one today. 


No. 778, KRW FASTCHARGER, $130.00 F. O. B. 


AND A 


NEW 
KRW 


WALL-TYPE, 
SIX AMPERE 


BATTERY 
CHARGER 













Price, only $39.00 
plete wat b 
terminal leads. 


Factory, Arcade, N. Y. Shipping weight 90 Ibs. 


It’s a new, Heavy-duty Charger that handles 
one to twelve 3-cell batteries or equivalent. 
Ideal for safe charging of all types of car, 
truck and aircraft batteries. Incorporates 
all the latest design and construction fea- 
tures. W - for descriptive literature. Low 
-O.B. Factory, com- 
ulb, wiring, connectors and 


FULLY 


GUARANTEED 


Elly 







215 MAIN ST. 


F.O.B. ARCADE, N.Y. 


eo A GRD, 


BUFFALO 3, N.Y. 

















































evidenced in this survey. While | which highlights the ; matin ‘et | denters also wholesales tires with 
60.8 percent have acquired addi- 
tional facilities to do internal work, 
53 percent of the balance intend 
to acquire such facilities. 


|an average stock of $6,813 worth 
on hand at all times. 

Dealers have broadened and 
strengthened their service offer- 
ings to the public in other ways 
as well during the war years 
when so many learned the profit 
potential of the service depart- 
ment and how it could be made 
to more than carry the entire 
burden of the dealership. 

Today 4.5 percent of the dealers, 
for instance, are rebuilding engines 
on a production line basis, some 
dealers rebuilding over a thousand 
engines a month. 10.4 percent are 
rebuilding other parts such as fuel 
pumps, shock absorbers, etc., for 
resale. 

* * * 

‘Loo profit in the parts business 

has also been learned by a much 
larger percentage of dealers. To- 
day 88.9 percent of all dealers are 
wholesaling as well as _ retailing 
parts, with 14.5 percent having a 
separate wholesale parts depart- 
ment and 27.1 percent having a 
separate building for their parts 
wholesaling activity. The average 
parts wholesale business per dealer 
now averages $6,181 per month, 
with quite a few dealers doing as 
much as a quarter million dollars 
per month. 

The value of going out after 
their parts business is also evi- 
denced in the fact that 13.6 per- 
cent of these dealers travel parts 
salesmen in their wholesale terri- 
tory and 11.7 percent operate parts 
trucks, with an average of 1.3 
trucks per dealer. 78.9 percent of 
the dealers say they have in- 
creased their parts wholesaling 
business since 1941. 


| Asked if they were handling 
any independent brand parts on 

a wholesale basis, 15 percent said 
they were and named 18 different 
lines. 18.3 percent said they were 
handling paint wholesale, 11.6 
percent shop equipment (which 
is considered very unusual) and 
59.4 percent were wholesaling 
accessories. Dealers are buying 
37.2 percent of their parts from 
outside sources as against 25.9 
percent in prewar. 

It is presumed that much of the 
paint and shop equipment sold 
wholesale is to neighborhood ga- 
rages and to fleet operators who 
command a discount on their pur- 
chases. 


a * * 
A= new phase of dealer 
operation, especially in the 
small and medium-sized cities and 
towns, that will bring considerable 
additional service work, is indi- 
cated in the 15.5 percent of all 
dealer readers who now sell and 

service farm tractors. 

12.3 percent of the dealers are 
also selling farm implements, with 
11 makes represented, while 2.01 
percent are selling garden tractors, 
with five makes represented. 


Seven out of every 10 dealers 
selling farm tractors are selling 
them from the same building in 
which they have their car and 
truck franchise, while the bal- 
ance have separate buildings. 
Most of those who do sell farm 
tractors in the same building, 
however, have a separate de- 
partment for the tractors and 
other farm implements and tools. 
The number of dealers who oper- 
ate a super-service type of service 
|operation still remains high, with 
|46.8 percent of all dealers selling 
| gasoline, an average of 2.7 pumps 
|per dealer. 

Dealers have been so crowded 
with repair work that they have 
not put on any separate drives for 
lubrication work, but let this main- 
stay of service selling drift along 
/on its own momentum. As a result 
only 10.25 percent of the total serv- 
|ice dollar comes from this depart- 
ment. 

Despite the fact that dealers 
| have had to bring back a great 
| deal of their non-productive help 


and that the preparation of to- 
day’s cars for delivery costs 
much more than it did in prewar, 
the customer service volume is 
still carrying 94.3 percent of the 
entire burden of the average 
franchised dealer. 


As long as the dealer is able to 
maintain this percentage of covery- 
age of overhead costs, and there 
seems to be no reason why he 
can’t, the dealer is going to be in 
a much better condition to meet 
real competitive selling conditions 
than he ever was before. 
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leaders across the country, are the 
exorbitant demands of the busi- 
ness agents, not only as to wages 
but to demanded commissions on 
parts used. 

If the dear public found out that 
dealers were paying their work- 
men a commission of parts sold 
on each service job—and they will 
if the dealers do—a 10-year-old 
moron who couldn’t remember his 
own name overnight would know 
where the service business of this 
nation would go. And it certainly 
wouldn’t go to the car and truck 
dealer, regardless of how good his 
service was or what guarantees the 
dealer offered. 

Car owners would immediately 
say to themselves: “Oh, oh, when 
I get my car repaired by the deal- 
er, the mechanic is going to ‘load’ 
the bill with just as many parts 
as he possibly can, so that he can 
make a big parts commission on 
my job, as well as his wages.” 

* + +. 

WAGES ARE too high now for 
comfortable competition with smart 
independent service shops. If deal- 
ers are forced to knuckle to pres- 
ent demands, they will be as far 
out of line with their service 
charges as car prices are out of 
line with the prices that built the 
mass automotive market in Amer- 
ica. 

When I say wages are too high, 
I don’t mean that earnings of good 
mechanics are necessarily too high 
in comparison with present day 
living costs. But mechanic wages 
and earnings can be—and in many 
shops are—horses of different col- 
ors. With the proper tools and 
equipment, and based upon the 
present flat rate prices, with proper 
incentives, mechanics can earn the | 
wages being paid in large cities 
like Detroit, with no hardship to | 
the customer or undue loss to the 
dealer. That’s a case of better shop | 
management. 

A Ford dealer, who employs six | 
mechanics, a painter and a bump- | 
er, points out that presently he is 
paying an average weekly wage of 
$132.50 on an_ eight-hour-a-day 
basis. 

Another dealer, who pays his “A” 
mechanics an average of $101 per 
week, says that under the union 
demands these wages would be in- 
creased approximately 50 percent. 

Another, who has paid a top-| 
flight mechanic an average of $166 | 
a week for the past eight weeks, 
says that under the union demands | 
this mechanic would receive nearly 
$650 a week. 

Another dealer opened his books | 
to show that in his shop, Class A | 
mechanics averaged $91 a week, 
with the top mechanic receiving 
approximately $6,000 a year. Class 
B mechanics—practically mechan- 
ics’ helpers—were averaging ap- 
proximately $60 a week. 

* OK 


AND THE WORST of the whole 
deal is that there are only too few 
real mechanics working in repair 
stations—a very large share of the 
boys who call themselves automo- 
tive mechanics today are really 
nothing but “parts replacers.” 

During the war years we looked 
forward to the time after the war 
when dealers would be able to get | 
a force of well-trained men—men | 
who would know how to quickly 
and correctly analyze what was the 
trouble with a car that needed 
service and be able to repair it 
efficiently and properly the first 
time. 

What a mirage! 

The Army did train tens of thou- 
sands of men on automotive serv- 
ice work. But what did they train? 
Service managers and technicians 
claim that fewer than one out of 
20 of the war-trained men know 
the first thing about how to ana- 
lyze automotive trouble—and that 
nearly that low a percentage know 
how to repair any electrical or 
other unit that needs close ad- 
justment and knowledge of basic 
mechanics. 

Like the current production-line 
mechanic in a shop who knows | 
only how to run one or two ma- 
chines—the average Army-trained 
mechanic only knows that if a unit 
doesn’t work, replace it. 

The industry is stuck with this 
type of repairing until it can do 
g wholesale job of re-schooling 








present so-called mechanics and 

teach them something of the fun- 

damentals of basic automotive re- 

pair and how to “shoot trouble.” 
oe * + 


THAT IS THE basis of Plym- 
outh’s—and other Chrysler car 
units’—mechanic training program 
—an endeavor to make mechanics 
out of what must be called me- 
chanics today. 


All this, of course, doesn’t make 
any difference to the present-day 
union bosses. Unlike the Railway 
Brotherhoods, for instance, they 
are only interested in collecting 
the monthly dues of their members 
and periodically getting them a 
boost in wages so that they can 
hold their members in line. 


They don’t give a tinker’s damn 
about what happens to the dealer’s 
service business—or whether they 
kill the present source of employ- 
ment for their members. 

They don’t seem to realize that 
keeping forever agitating these 
men who work for dealers will 
only eventually drive the better 





mechanics to becoming “alley ga- 
ragemen” on their own, with no 
need for union affiliation, and re- 
sulting in the bringing on of an- 
other service price war such as we 
had in the early days of the de- 
pression. 


Their whole current philosophy 
seems to be that dealers are mak- 
ing lots of money, so let’s nick 
them for as much as we can and 
to hell with what happens to their 
business. 


Maybe the time has come—like 
it does to all mice and men—when 
the dealer will not only get his 
back up and refuse to be pushed 
around any longer, but will begin 
to study his service operation—as 
many smart dealers already have 


his employes and fit up his shop, 
so that not only his mechanics 
will be happy and contented but 
his customers will be completely 
satisfied with the service offered. 


* * * 


. E. CONLEY, chairman of the 

Automotive Advertisers Council 
ASIS publicity committee, tells us 
that the slogan of the “biggest 
automotive show” this year will 
be “Accelerate in °48” and that 
back of it is an endeavor to get 
both wholesalers and manufactur- 








TWENTY-SIX DE SOTO-PLYMOUTH dealers in the Los Angeles area attended the 
—and so rig up his relations with] second De Soto dealers’ service conference, held for four days in the Los Angeles plant. 


Clockwise around the table are L. W. Christiansen, L. W. Christiansen, Kingsbury, 
Calif.: George Phillips, Douglas Motors, Douglas, Ariz.; Bill Nagel, Bruce Jordan, San 
Bernardino, Calif.; Ray Berry, Marshall & Clampett, Long Beach, Calif.; Herb Franklin, 
Stephen-Franklin, Inc., Phoenix, Ariz.; F. C. McGregor, McGregor Motors, San Luis 
Obispo, Calif.; Don Bertram, Bertram Motor Sales, Hanford, Calif.; Ralph Ware, At- 
water & Fish, Hollywood, Calif.; Al Langridge, district manager for De Soto; Chas. 
Kendall, Munce & Kendall, Wilmington, Calif.; Stuart Orms, Winkler & Orms, Globe, 
Ariz.; Allan Crocket, Crocket Bros., Fresno, Calif.; C. H. Hanley, C. H. Hanley, On- 
tario, Calif.; N. E. Gaebe, Bertram Motor Sales, Visalia, Calif.; J. R. Wallace, Wallace 
& Redding, Coalinga, Calif.; Fred Pistoresi, Pistoresi Motor Sales, Madera, Calif., 
Standing in the rear, left to right, are George Cutler, Ray Marron, Ken Collart, regional 
service representatives in charge of the conference. Seated at the right, from back to 
front, Jim Love, Steve Love, Santa Paula, Calif.; H. F. Patton, Patton Motors, Delano, 
Calif.; Alex Bender, Alex Bender, Sanger, Calif. 





ably going to get tougher as the 
months roll by.” 
(See BACKSHOP, Page 40, Col. 1) 


ers of after-market products to do 
things to get ready for the “com- 
petitive going that is unquestion- 








You said, Give us a better 
more lasting gear lubricant /" 
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. For years, motorists — and 
as and oil dealers, 


“Why doesn’t somebody 
better gear lubrican 
do a better, cleaner, M 
lubricating job.’ 


too—have said: 
make a 
t? One that will 
ore lasting 


QUAKER STATE OIL REFINING CORPORATION @ OiL CITY, 







4 é @ it’s all lubricant... 


dependable, enduring. 
Keeps gears cleaner— 
forms less sludge, gum, 
“varnish.” More resistant 
to foaming. Gives more 
protection against corrosion. 








STABILIZED 


QUAKER STATE 


QUADROLUBE 


AND SUPER QUADROLUBE* 


* Specially compounded for the lubrication of hypoid gears. 


No gear lubricant can be better than the oil it contains. The 
base oils in Quaker State gear lubricants are made from pure 
Pennsylvania grade crude oil. Quaker State offers a complete 
line of automotive lubricants scientifically made from the 
finest raw materials obtainable. 


PENNSYLVANIA 





Dealer 


Texas Lists Companies 
Chartered Recently 


The following firms have been 
incorporated in Texas in recent 
weeks, the secretary of state’s of- 
fice announces: 

Benbrook Motor Sales, Inc., 
Houston; capital stock, $10,000; in- 
corporators, M. L. Benbrook J. T. 
Benbrook and J. F. Rogers. Harry 
Bogue Motors, Dallas; capital 
stock, $75,000; incorporators, Harry 
Bogue, Leotta Bogue and Henry G. 
Butler. Automotive Boosters Club, 
South Texas No. 30, Houston; capi- 
tal stock, none; incorporators, J. B. 
Sampson, W. Franklin Meyer and 
Henry Stein. 

Grayson County Tractors, Inc., 
Sherman; capital stock, $25,000; 
incorporators, Agnes Pyne Hudson, 
Ronald Hudson and C. F. Dunning. 
Ridout Motors, Inc., Dallas; capi- 
tal stock, $100,000; incorporators, 
L. H. Ridout jr. Mrs. Leona B. 
Ridout and E. T. Earnest. Davis 
Motor Co., Sherman; capital stock, 
$25,000; incorporators, C. S. Holley, 
Lois Holley and C. K. Davis. 

Out-of-state corporation permits 
approved include Mohr Chevrolet 
Co., a Delaware corporation with 
home offices in Dallas and the 
Texas agent, Eugene B. Mohr. Cap- 
ital stock, $200,000. 

Amendments to 
proved include: 

Harbin Motor, Inc., Waxahachie, 
increasing the capital stock of the 
corporation to $15,000; Mastin Mo- 
tor Co., Fort Worth, increasing the 
capital stock of the corporation to 
$100,000; Outlaw Motor Co., Post, 
increasing the capital stock of the 
corporation to $15,000. 

a +. . 


Puyallup Co. Appointed 
To L-M Dealership 


Appointment of Puyallup Motor 
Co. as associate dealers in the 
Lincoln-Mercury line for Puyallup, 
Wash., and vicinity has been an- 
nounced by Ray Ridge Motors of 
Tacoma. 

Owners of the Puyallup firm and 
their respective departments are 
Russ Eierman, sales; Irv Totten, 
office, and W. C. Colman, service. 
Clair Arnold will serve as shop 
foreman and Joe Bunch as fore- 
man of the paint and body shop. 

o + > 


New Ford Dealership 


Opens in Sheboygan Falls 


A new partnership, for the oper- 
ation of a Ford dealership, has 
been announced at Sheboygan 
Falls, Wis., by H. F. Huibregste, 
the partnership consisting of Har- 
old Huibregste as general man- 
ager; Fred Terpas, service man- 
ager, and Bob LeMathieu, sales 
manager. 

The salesroom and garage has 
lately been completely remodeled 
and redecorated, with a new parts 
department added. At its open 
house an orchestra was engaged 
for the occasion. 

a + * 


Butler & Hendrickson 


Gets Tucker Franchise 

The firm of Butler & Hendrick- 
sont has been granted a dealership 
for Tucker automobiles in three 
Minnesota counties. 

The Hector (Minn.) concern will 
control Renville, Sibley and Yellow 

* * * 


20th Birthday Marked 


By Burns in Hawley 
F. J. Burns is celebrating the 
20th anniversary of the founding 
of Burns Motor Co., Hawley, Minn. 
Burns is assisted in his business 
by his two sons, Tom and Donald 
Burns. 


charters ap- 


Lackey Pontiac Building 
New Shelby (N. C.) Plant 


A new plant is under construc- 
tion at 726 W. Marion St., Shelby, 
N. C., to house the newly-organ- 
ized Lackey Pontiac Co. W. D. 
Lackey will handle Pontiac, Cadil- 
lac and GMC trucks in the new 
organization. J. Lawrence Lackey 
Motors will continue exclusively as 
the Buick dealer in the Shelby 
section. 

Completion of the new building 
is expected Oct. 1. The company 
has an authorized capital stock of 
$75,000 with $30,000 paid in by W. 
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Doings 


D. Lackey, Mrs. J. Lawrence 
Lackey and Mrs. C. P. Moser. 
* 


Denton Massey Appointed 


By GM in Toronto 


Denton Massey Motors (Canada) 
Ltd., 2424 Yonge St., Toronto, has 
been appointed Pontiac, Buick and 
GMC Truck dealer. The firm for- 
merly handled Willys products. 

Denton Massey, a member of 
Parliament, is president of the firm. 
James F. McConnell is sales man- 
ager, Lorne Campbell is_ service 
manager and Roy Carr is parts 
manager. 

* * * 


Erhart Named Distributor 
By K-F in Western N. Y. 

The Erhart Motor Car Co., Inc., 
1224 Main St., Buffalo, has been 
named Kaiser-Frazer distributor 
for seven counties of western New 
York: Erie, Niagara, Wyoming, 
Genessee, Allegheny, Cattaraugus, 
Chautaugua. 

The firm has acquired property 
at 1564 Main St., where it plans 


to erect a modern plant, at a cost 
of approximately $100,000. The 
building is expected to be ready 
the first of the year. 

” - ” 


$250,000 Facilities Planned 


By Hargis in Houston, Tex. 


Plans for a $250,000 plant to a 
erected by the Hargis Motor 
(Ford), Houston, Tex., have wane 
announced by Frank Hargis, presi- 
dent. 

The company has just purchased 
two adjoining tracts at Louisiana 
and Leeland for $97,800, on which 
the structure is to be built. 

+ * * 


Hampton Motor Wins 
Nash 10-Point Award 


Sixteen employes of Hampton 
Motor Co. (Nash), Springfield, 
Mass., were honored at a recent 
dinner at Hotel Highland, given 
for excellence in business organ- 
ization. 

Nash, through Frank H. Marr, 
assistant New England sales man- 
ager, presented during the dinner a 
bronze plaque to the company. 

* + * 


McGregor Purchases 


Waco Distributorship 
Col. Joel I. McGregor has an- 


NEW 


HOME of Kansas Motors, Inc., Minnesota and State Aves. 


SERVICE SECTION 


at Ninth St., 


Kansas City, said to be the largest Ford dealership in Kansas. For the official opening 


streets were roped off at night to ac 


the crowd which came for the drawing 


on a new Ford deluxe Tudor sedan won by a family living in Kansas City, which had 
stopped a block away when their 1929 Chandler ran out of gas. Attracted by the crowd 
they walked the block to investigate and arriving before the drawing they entered by 


dropping ticket stubs in a screened box 


nounced purchase of the Lewton 
Motor Co., Waco, Tex., which gives 
him his second dealership for 
Kaiser-Frazer. He also holds a 
franchise for the car in Temple. 
The Waco establishment serves 
as distributor for other Central 
Texas dealers. With McGregor in 
the business are his two sons, 
Charles B. and Frank B. McGregor. 
* * * 


Fisk, Alden to Handle 


Ford Tractor in Cambridge 


Fisk, Alden Co. Cambridge, 
Mass., dealer in tractors and agri- 
cultural equipment since 1929, has 


been appointed dealer for the new 
Ford tractor and Dearborn farm 
equipment. 

+ * * 
Phillips (Chevrolet) Opens 
At Lake City, Ia. 

E. D. Phillips, Des Moines, has 
opened a Chevrolet dealership at 
Lake City, Ia. 

+ * * 

Traver Motor Co., Greenville, S. 
C., has obtained a building permit 
for the construction of a $20,000 
addition to the rear of its building 
at 38 Westfield St. The addition 
will be 78.5 by 131 feet. 





SERVICE SECTION — 


Dealer 


Fred Jones (L-M) Debut 
Held in Oklahoma City 


Fred Jones (Lincoln - Mercury) 
has formally opened his complete 
auto sales and service home at 
Fourth and Walker Sts., Oklahoma 
City, Okla. It is said to be one of 
the finest of its kind in the South- | 
west. 

The new building has 40,000) 
square feet of floor space and 5,000 | 
square feet of glass work. Part of 
the interior is air-conditioned. It 
is estimated that the building and 
equipment represents an _ invest- 
ment of nearly $500,000. 

* * * 


Autocar Dallas Branch 
Headed by M. K. Bailey 


Autocar Co. of Ardmore, Pa., 
manufacturers of heavy duty mo- 
tor trucks, has established a direct 
factory branch in Dallas to serve 
Texas and Oklahoma, extending 


its truck service facilities into the 
Southwest with an expenditure ap- 
proximating $1,000,000. 

The factory branch for the two 


Doings 


states, including regional branches 
at Odessa, Tex., Houston, and Ok- 
lahoma City, operates in Dallas 
under the name of the Autocar 
Sales & Service Co., and is headed 
by M. K. Bailey, district manager. 
Temporary offices are at 200 Hous- 
man Bidg. 
* * * 


Taussig’s Plans Addition 
In Lake Charles, La. 


Taussig’s, Ford dealership in 
Lake Charles, La., is planning a 
55 by 200 foot addition to its pres- 
ent building on Broad and Bilbo 
Sts. 

se * ' 


Lawrences Buy Interest 


In Tenn. Dodge Concern 

Harry M. Lawrence and J. E. 
(Pep) Lawrence have purchased an 
interest in Citizens Motor Co., Inc., 
pioneer automotive concern of 
Chattanooga, Tenn., and for more 
than 32 years Dodge-Plymouth 
dealer there. 

Harry Lawrence said that there 
will be no change in name or pol- 


icies of the company. He is presi- | 


dent, J. E. Lawrence is vice-presi- 
dent and general manager and E. 
E. Faris, one of the original part- 
ners in the concern, is secretary- 
treasurer. 

* + + 


| Wisconsin Authorizes 


| New Construction 


| S$tate authorities have approved 
|plans for the folowing new builki- 
|ing construction in Wisconsin: 
Iron River: Salesroom and ser- 
vice station for Jay Darwin. Ash- 
land: Alterations to Roffers Chev- 
rolet Sales. Ripon: Two-stall ser- 
vice station for Ernest Langbert. 
Grand Chute: Garage for Haupt 
Auto Service. 
* * * 


| Studebaker Names Goode 


Fort Myers Dealer 
J. W. Goode Co., 1015 Cleveland 
Ave., Fort Myers, Fla., has been 
appointed Studebaker dealer. 
Associated with Goode in the 
dealership will be M. C. Carpenter, 
general and sales manager, and Jd. 


P. McGraw, service manager. 
+ + + 


Smith Heads Highland 
George K. Smith, veteran in the 
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4. CC. BARNES and L. E. 


Goble, owners of the Barnes-Goble Motor Co. (Chrysler) 


in Stillwater, Okla., have opened the building pictured here. The structure is 60 by 140 
feet with a corner location. It is of brick-veneer construction with an all-steel roof and 
is considered such a good fire risk that the insurance rate is only 31 cents. Barnes 
supervised the erection of the building, which cost approximately $50,000. Bob Barnes, 
son of one of the owners, recently returned from service in the Navy and entered 


the business. 


land Oldsmobile, Inc., Cleveland, 
as general manager. Smith started 
with Olds in 1933 and has been 
parts representative in the Cleve- 
land zone. 

* + 


Bethel Motor Sales 


Bethel Motor Sales, Inc., Bethel, 
Vt., organized to deal in automo- 


filed articles of association, listing 
250 shares of common stock at $100 
par value per share. Subscribers 
are John F. Cattanach, Helen 8. 
Cattanach, Elvis D. Bogni and 
Ruth O. Bogni. 

* 


* 


Atlas Auto Body 


A charter of incorporation has 
been issued to Atlas Auto Body, 
Inc., 16 Fremont St., Springfield, 
Mass., organized with 250 shares of 
common stock at $100 par value per 
share. Officers are: Amedia Reai- 
mondi, president; Joseph Tomas- 
setti, treasurer, and P. A. Doyle, 


clerk. 
> os a“ 


Gallagher Motor 


Gallagher Motor Co., Inc., 524 
Devonia St., Harriman, Tenn., has 
been granted a charter by the sec- 
retary of state to deal in automo- 
biles, accessories, etc. The corpora- 
tion may issue 1,000 shares of $50 
par stock and begin business on 
$1,000 capital. Principals are G. C. 
and Rhea Gallagher and Maurice 
K. Williams. 


* * + 


J. & M. Motor Sales 


J. & M. Motor Sales, Inc., Mont- 
pelier, Vt., has filed articles of asso- 
ciation with the Vermont secre- 
tary of state. One thousand shares 
of $50 par value common stock are 
authorized. The articles were signed 
by William N. Theriault, Fletcher 
B. Joslin and Myrtle L. Whelden, 
all of Montpelier. 


* * * 


Addition for Dallas Dealer 


Downtown Chevrolet Co., Dallas, 
Tex., has contracted for an addi- 
tion to the concern’s service build- 
ing at Lamar and Austin. The new 
structure will be 125 by 36 feet, 
of brick and tile walls, concrete 
foundation and built-up roof, says 
R. P. Snelly, general manager. 


* * * 


L & L Motor 


L & L Motor Co., Hickory, N. C., 
has been incorporated with capital 
stock of $100,000. Principals are 
G. L, Lyerly and Annie Lyerly, both 
of Hickory, and Claude Lee of 
Tarrytown, N. Y. 


* * * 


Hoff Motor 


Hoff Motor Co., Inc., Charlottes- 
ville, Va., with maximum capital 
stock of $100,000, has been formed 
here to generally deal in all types 
of automobiles and _ accessories. 
Lee H. Hoff, Charlottesville, is 
president. 

. + + 


Landau Buys Plant 


A one-story brick building with 
a showroom, garage and store at 
8116 Lorain Ave., Cleveland, was 
purchased by Carl Landau Motors 
Inc. for an estimated $54,000. 


* * + 


C of C Names Dexheimer 


Paul Dexheimer, Somerset (Ky.) 
automobile dealer, former OPA 
official, has been named a director 
of the Kentucky Chamber of Com- 
merce. 

+ + 


Carter Buys Dealership 


Jack Carter has purchased the 
Hudson dealership in Harrison, 
Ark., from Jones Motor Co., and 
will operate the firm as the Carter 
Motor Sales Co. 


* a 


New Buick Garage for Wis. 


Davis Buick, Inc., Eau Claire, 
Wis., has held the grand opening 
of its new salesroom and garage. 
Dwight Davis is president. 
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New Products 


Truck Clearance Lights 
Announced by Teleoptic 


New Kleer-King clearance and 
marker lights for trucks and buses 
are announced by Teleoptic Co., 
1257° Mound Ave., Racine, Wis. 

Four models are available, with 
amber, white, red or green lens. 

Also a special exchange offer for 
the acceptance of old or worn 
Teleoptic switches returned through 
dealers and jobbers in part pay- 
ment for new switches has been 
announced. The only stipulation is 
that the old Teleoptic switches 
show no evidence of having been 
damaged or tampered with. 

4 + + 


Snapon Battery Cable 


Features New Terminal 


Snapon Battery Terminal Co., 
2106 Wood St., Dallas, Tex., has 
announced the design and manu- 
facture of a new type heavy-duty 
battery cable which features the 
Snapon terminal. 

This new type terminal may be 
attached or removed from the bat- 
tery post by inserting a screw- 
driver in the visible side slot and 
slightly springing the head open. 
Internal threads on the Terminal 


grip the post tightly when the 
screwdriver is withdrawn and the 
terminal tapped on down. 

a” - * 


Chrom Glo Cleans 


Metal Auto Parts 


A new metal polish just launched 
into the market by Witte-Toledo 
Co., Toledo, O., under the trade 
name of Chrom Glo, claims to 
clean chrome and other bright 
metal parts of the automobile 
quickly, easily and completely re- 
gardless of condition. It alse re- 
moves tar, cleans whitewall rings 
and leaves a high polish that acts 
as a protective film. 

Chrom Glo is claimed to take 
the hard labor out of automobile 
metal cleaning and polishing. It 
does not damage, destroy nor re- 
move any part of the- metal, say 
its makers. 

* * * 


Vinylite Plastic Raincoats 


Offered Through Jobbers 


Lightweight vinylite plastic 
raincoats for men and women 
will be offered for sale by auto- 
motive outlets, through automo- 
tive jobbers, it is announced by 
Walter Bieringer, vice-president 








SERVICE SECTION 


aden aliods 
of the Plymouth Rubber Co. 'and 660 DC. The manufacturer | 


Canton, Mass. 

These raincoats fold compactly 
to fit in the glove compartment 
of a car, offering the motorist 
protection against sudden show- 
ers. Raincoats for women include 
matching waterproof head ker- 
chief and waterproof pouch for 
handbag. 


* * * 


Sub-Zero Motor Oil 


Announced by Amalie 


Amalie division, L. Sonneborn 
Sons, Inc., New York, N. Y., has 
announced the production of a new 
cold weather motor oil which is 
said to give dependable lubricating 
performance at 30 degrees below 
freezing. The product has been 


named Amalie Sub-Zero Motor Oil. | 


The manufacturer has_ stated 
that Amalie Sub-Zero Motor Oil 
makes starting easier, stands up 
better when the engine has warm- 
ed up and lubricates efficient!y 
even in sudden warm spells. The 
easier starting action saves drain 
on the battery. 


* * * 


2 Electrodes Developed 
For Arc Welding Steel 


Eutectic Welding Alloys Corp., | 


40 Worth St., New York, has an- 
nounced development of two new 
steel electrodes known as “Low 
Temperature” Eutectrodes 66 AC 





PRECISION 
REBUILT 





ENGINES 











A-B, 9N TRACTOR and G P-JEEP 
V-8's-60-85-90-100 H.P. 
and 6 cylinder Available 


DEALERS SELLING rebuilt engines WILL MAKE 


MERCURY 


VISUAL INSPECTION and decide if old engine 
is rebuildable, or junk, and tag return engine 


accordingly. 


BLOCK DEPOSITS ARE REFUNDED IN FULL 
except when there are missing parts; or when 
trade-in engine is visually a junk engine, allow- 
ance of $5.00 will be given. A junk engine is one 


NO CHARGES OR DEDUCTIONS: For valve port 
and other repairable cracks—oversize cylinder 
bore—cast iron or steel sleeves—valve seat inserts | ¢liminated. 
—undersize crankshaft—camshaft—connecting rod 
—broken studs—dirty engine. 


that is not in rebuildable condition, that has been 


damaged through freeze cracks or when a con- 


necting rod has broken and damaged the block 


or when engine is heavily rusted. 
. 


biles and trucks use the type of en- 
gine that we sell. Of that number, 
nearly 2,000,000 cars and trucks 
need a replacement engine every 
year. This is a very fertile field for 
PLUS business and LARGE profits. 
Sales of engines leads to additional 
sales of related accessories such as 
starters, 
gaskets, carburetors, generators, 


spark plugs, fuel pumps, 


clutches, pressure plate, etc. 


CHEVROLET 


DODGE—CHRYSLER 
DESOTO—PLY MOUTH 


$3450 


ORDER NOW! IMMEDIATE DELIVERY 
On All Models Cars 
and Trucks 1929-1946 


BRAND NEW FORD BLOCKS 


1938 and up 90 


100 H.P. 


Block Deposits $15.00 to $25.00 


NO CHARGE BACK FOR NEW BLOCKS 


ALL ENGINES GUARANTEED 


GET YOUR SHARE OF THIS BUSINESS! 


Approximately 20,000,000 automo- 





bes r » | burgh 30, Pa. 


We will ship rebuilt engine before receiving trade-in 


LARGEST ENGINE REBUILDERS 


IN THE WORLD 


Write for Price List or Call Plateau 2400 


Automotive Rebuilding Compnany 


. AN" 


5200 Virginia Avenue 


A. C. (ANDY) BURGER, President 


St. Louis 11, Missouri 


| states that the product was de- 
signed for arc welding steel at low 
base metal heat. 

Eutectrodes are said to be par- 
| ticularly suited for the welding of 
low carbon steel to high carbon 
and are also suitable for vertica! 
| Position welding. 

* * ~ 





Merix Gas-Guard Keeps 


Fuel Lines Free of Ice | fs 


Merix Chemical Co., Wrigley 

Bldg., Chicago, has announced the 
| marketing of Merix Gas-Guard, an 
| automotive chemical to make win- | 
iter driving safer. Gas-Guard is | 
| said to do away with ice-blocked | 
fuel lines and assure easy flow of 
| fuel to the carburetor. 
The manufacturer also states 
| that a small amount of Merix Gas- | 
|Guard when used above freezing | 
|temperatures will help to avoid 
| water accumulation in the gasoline 
tank. 


7 


|_Rustrem Paint Offered 
In Aluminum Shade 


| Speco, Inc., 3142 Superior St., 
|Cleveland, has announced that | 
|Rustrem anti-rust paint is now 


available in aluminum as well as 
black. The new paint according to 
the manufacturer, can be applied 


40 average size bearings. 
| * * 





ENGINEERING O©O., St. 
is manufacturing a new, improved 
Kleen- 


LINCOLN 


Louis, 
design wheel bearing packer. The 


| Pak is specifically engineered to provide 


cleaner, faster, positive lubrication. It will 
service roller or ball type bearings on all 
makes of passenger cars and light trucks. 
When packing roller-type bearings, the 
bore of the bearing and retaining cone of 
packer head is left free of lubricant, elim- 
inates waste and mess. The unit is man- 
ually controlled, screw-type operated and 
does not require extra guns or attachments. 
Quickly filled by suction, it holds three- 
quarter pounds, enough lubricant to pack 


. 


McCauley Tour Case 
McCauley Tour Cases are being 
offered by Walter H. Schatz In- 
dustries, 308 W. Washington St., 
Chicago. The cases contain a high- 





right over rust without brushing 
or scraping. 

Other features claimed are high 
resistance to chemical action and 
immunity to climatic changes. 
Rustrem aluminum can be painted 
over with paint or enamel and is 
recommended for use in either 
water or damp spots. 

+ * * 


Reynolds Offers Drum 


For Hydrogen Peroxide 


Reynolds Metals Co., 2000 S. 
Ninth St., Louisville, Ky., has an- 
nounced the production of a 30- 
gallon, all-aluminum chemical drum 
especially designed for the ship- 
ment of hydrogen peroxide. 

The Reynolds drum is said to 
possess great utility for the ship- 
ment of other chemicals which are 
subject to decomposition while be- 
ing shipped. The manufacturer 
states that the drum meets ICC 
specification 42D, cuts 
charges, and employs sturdy con- 


struction. 
+ * & 


‘Remote Control’ Simplifies 


Micrometer Installation 


Central Tool Co., Cranston, hk. 
I., maker of micrometers for near- 
ly half a century, has added a new 
accessory to its line, known as 
“Remote Control.” 

“Remote Control” enables the 
mechanic to set a Central inside 
micrometer without removing it 
from the hole being measured, the 
producer said. With Remote Con- 
trol Sets No. 808 and 812, the pro- 
cess of trying and setting the 





“mike” to the proper diameter is | 


* * * 





Wrong Address 


The address of Teleoptic Co., 
which is offering a back-up lamp 


| with a special bracket for body | 


| mounting, is 1257 Mound Ave., Ra- 
cine, Wis. An 
| was given in the Aug. 11 issue. 





Gulf Offers Picture Review 
Of Lubricant Research 


| A picture story of its research 
program for developing improved 
| industrial lubricants has been pub- 
| lished by Gulf Oil Corp. 

| A copy of the 24-page booklet 
;may be had by writing to the 
|company at 3800 Gulf Bldg., Pitts- 


* * * 


St. Paul Hoist Issues 
Booklet on Products 


Novel treatment of subject 
matter distinguishes the newest 
piece of St. Paul hydraulic litera- 
ture, “Medium Heavy Duty 
| Hoists and Bodies.” In this folder 
| @ number of appealing little me- 
| chanics explain the operation of 
| St. Paul’s Model 7 hoist and 
| point out its construction fea- 
| tures. 

The folder may be obtained 
| from St. Paul Hydraulic Hoist 
| division, Gar Wood Industries, 
| Ine., 2207 University Ave., S. E., 

Minneapolis 14, or from St. Paul 

Hydraulic Hoist distributors. 


shipping | 


incorrect address | 


way map of the U. S. and Canada 
divided into four strips, each six 
inches wide and attached end to 
end. By turning the knobs on roll- 
ers, the location of a trip can be 
kept constantly in view. 

* * 


Hammond Grinders 


The latest development of Ham- 
mond Machinery Builders, Inc., 
Kalamazoo, Mich., is the Model 7 
carbide tool grinder designed for 
heavy-duty work and featuring 
seven-inch cup wheels. Also an- 
nounced is the Model 10, a 10-inch 
carbide tool grinder suitable for 
use with silicon carbide, diamond 
and aluminum oxide carbide or 
high-speed tools. . 

ck 


+ 


Amercoat Stack Coating 
Amercoat No. 1132, a new stack 
coating designed for diesel exhaust 
| pipes, boiler breechings, stacks and 
| other high temperature uses, is now 


|available, according to the Amer- 
coat Division, American Pipe & 
|Construction Co., P. O. Box 3428, 
|Terminal Annex, Los Angeles 54, 
Calif. 


* * * 


Goodrich Glove Line 


Addition of four styles of oil re- 
|sistant rubber canvas gloves and 
gauntlets to its lines is announced 
by the industrial products sales di- 
vision of B. F. Goodrich Co.. The 
four styles are men’s and women’s 
knit wrist gloves, men’s 14% inch 
gauntlets and men’s ventilated knit 


wrist gloves. 
x ES kK 


Coil Spring Catalog 
William and Harvey Rowland, 
|Inc., Tacony and Lewis Sts., Phila- 
delphia, have announced a new and 
revised edition of its replacement 
coil spring catalog. Catalog 4-P lists 
replacement coils for all model au- 
tomobiles up to 1946. ; 


* * * 


Avery Marketing Labels 


| Avery Adhesive Label Corp., 36 
W. Union St., Pasadena, Calif., is 
now marketing Kum-Kleen self-ad- 
hesive labels for the carrying of 
instructions on finished merchan- 
dise and for installation instruc- 
tions. 








* * * 


Liftable for Die Handling 


Service Caster & Truck Corp., 
| Albion, Mich., has announced the 
|Service Liftable for the handling 
|of dies. The manufacturer claims 
|the Liftable takes dies from the 
shelf, rolls them to the press and 
\lifts them to press level. 

j + a o* 


Toolmakers’ Bulletin 


Monarch Machine Tool Co., Sid- 
ney, O., announces the publication 
| of a four-color, 24-page bulletin 
| (No. 302) covering the Model EE 
| Toolmaker’s lathe. Design and con- 
struction features of the 10-inch 
sensitive precision machine are 
covered in the bulletin, which con- 
tains a number of illustrations, in- 
cluding several views of the elec- 
trical and mechanical details of 
the equipment. Complete specifica- 
tions are listed and both standard 
and extra equipment are illustrat- 
ed and described at length. 
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BROST MOTORS, INC. (Dodge-Plymouth), states that its parts business is exceeding 


the $100,000 mark monthly. The recently opened department 


parts and accessories. 


Parts 


about $300,000 in 


Operation Emphasized 


In Brost Expansion Move 


BUFFALO.—One of the most ef- 
ficient, attractive and completely 
stocked automobile parts depart- 
ments in the country was opened 
recently by Brost Motors (Dodge- 
Plymouth), as part of its $500,000 
expansion program. The new de- 
partment carries about $300,000 of 
parts and accessories. 

Brost operates its own. retail 
parts department and also serves 
as wholesaler in western New York 
and northern Pennsylvania for 
Chrysler-engineered parts and ac- 
cessories. 

On the retail side of the busi- 
ness is a huge counter served by 
a battery of salesmen. The coun- 
ter has eight lighted individual 
display cases which put the spot- 
light on a variety of parts. Above 
the counter is a balcony from 
which a second tier of storage 
bins in the rear may be reached. 

A huge sign running the length 
of the balcony says: “Brost Mo- 
tors, Inc., Genuine Parts, Acces- 
sories.” Clocks are at either end 
of the sign. 

At this long counter, retail parts 
customers are quickly served by 
experienced parts salesmen who 
know immediately the right part, 
how to find it and what it costs. 

The wholesale end of the business 
represents a much larger opera- 
tion in the new plant. Hundreds 
of bins store small parts. These 
bins are carefully indexed and are 
located on wide aisles which make 
for easy access. 

A perpetual inventory is kept at 
each bin to guard against unfore- 
seen shortages. Another section of 
the plant houses the motor supply. 
The plant receives a shipment of 
motors weekly. Demand for these 
motors runs between 50 and 100 a 
week. 

The company points out that 
motorists more and more are 
favoring installation of an en- 
tirely new motor instead of get- 
ting overhaul jobs. 

Because of the vast scope of the 
operation, a storage warehouse has 
been set up in the basement where 
parts too large to be stored in 
bins are stacked in numbered 
squares. Power driven boosters 
travel along cleared “streets” to 
pick up parts for shipment to a 
wholesale customer or to the com- 
pany’s own service department. 


| 


An extensive parts shipping de- | 


partment is maintained on the 


Studebaker Ups 
Four Field Men 


| 


SOUTH BEND, Ind.—Promotions | 


of four field men to district man- 


ager posts were announced last | 


week by K. B. Elliott, vice-presi- 
dent in charge of Studebaker sales. 
They are: 

G. Robert Jordan, former distri- 
bution clerk in Pittsburgh, as dis- 
trict manager in the same branch; 
H. E. Hill, as district manager in 
Memphis; John R. Wallace, as dis- 
trict manager in San Francisco, 
and Willis Johnson as _ district 
manager in Minneapolis. 


Hrabchak Awarded 


Nash 10-Point Plaque 


William J. Hrabchak, proprietor 
of Bil!’s Nash Sales and Service, 
Watertown, N. Y., has been award- 
ed a plaque under the Nash Mo- 
tors 10-point program. The plaque 
was presented at a dinner at Pine 
Lodge, Black River. 

Officials of the Buffalo zone of 
Nash Motors made the presenta- 
tion. Employes of the dealership 
received awards in the form of 
lapel buttons. 


| 
| 





main floor through which all de- 
liveries to dealers are routed. 


Brost currently is doing over 
$100,000 in parts business monthly. 
For many years it has put special 
emphasis on good relations with its 
employes and has made special pro- 
visions for their comfort in the 
new plant. Even a coffee shop has 
been established for their con- 
venience. 





Octane Ratings Improved, 
Of 4,544 Samples in 282 Cities 


WASHINGTON.—Octane ratings 
of regular and premium-priced 
gasolines sold in the U. S. during 
the winter of 1946-47 showed an 
improvement over the ratings of 
the preceding summer, according 
to the annual survey of gasolines 
released last week by the U. S. 
Bureau of Mines. 


The semiannual survey, the 2ist 
in a series which began in 1936, 
showed that the average octane 
rating of regular-price gasoline 
sold in this country last winter was 
75, compared with 74.4 the previous 
summer, and the average octane 
rating for premium-price gasoline 
last winter was 78.5, compared with 
78.3 for the summer of 1946. 

Service station products of 124 
major and minor marketers of mo- 
tor fuel in 21 marketing areas 
throughout the country were an- 
alyzed in the 1946-47 winter survey. 
The averages are based on the 
analyses of 4,544 individual samples 
of motor fuels purchased in 282 


Gasoline Survey 





According to U. S. Check 


cities in 40 states and the District 
of Columbia. 

The octane ratings of regular- 
price gasoline from 18 of the mar- 
keting areas were higher last win- 
ter than last summer, lower in two 
areas, and unchanged in one, 
whereas octane ratings of pre- 
mium-price gasoline from 12 areas 
were higher during the winter, low- 
er in six areas, and unchanged in 
three. 


King Products Opens 
Philadelphia Branch 


A new factory branch and ware- 
house has been opened at 3222 H 
St., Philadelphia, by King Quality 
Products Co. 

This new factory branch will 
offer machine shop service for pis- 
ton finishing, pin fitting, tin plat- 
ing and bearing resizing. It will be 
under the supervision of Frank 
Hoffman. 


APM ALE LE LOIN, 











U. C. Parts Deliveries 


Speeded by Planes 
DALLAS.—To help meet a 
growing demand for used car 
parts in this section, J. M. Hall, 
Dallas, operator of one of the 


up calls for parts in distant 
cities. The first parts delivery 
trip the planes made was to 
New Orleans. 


Soss Producing Hinges 


For Chevrolet Trucks 

DETROIT.—Soss Mfg. Co., man- 
ufacturer of hinges and automo- 
bile parts, is now producing Soss 
concealed hinges in volume for 
Chevrolet’s new line of trucks, 
Charles J. Soss, president, an- 
nounced last week. He also said 
that the company expects to start 
soon on production of concealed 
hood hinges for the new Hudson 
cars. 








Want to buy or sell new or used cars? 
Classified Want Ads (see inside back cover) 
will solve your problem. 


eee M-S HELPS YOU MAKE MUCH HIGHER 






specifications 
bility, top beauty 
or matching 
prevents waste 


aches 


Easier to handle. 
out on time 


Available 
everywhere... 
call your N.A. 
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Eight Quick Reasons to 
Switch to Martin-Senour 





Higher painting profits 


Exact color match to car-maker’s 
Top quality, top dura- 
No time wasted mixing 
Patented pour-top can 


No come-backs, no head- 



















jobs 





PAINTING 


Don’t take our cartoonist too seriously. Chances are you'll never 
buy a swimming pool from your profits on Martin-Senour’s auto- 
motive finishes. But you will have more time and money to do the 
things you like. For every M-S finish exactly matches the car- 
maker’s specifications. You don’t waste time mixing and matching. 
And jobs turn out right first time. That means you paint 
more cars with less effort, that you get the most from ex- 
pensive labor. To get exactly the right finish, simply check 
color, make and model in the handy M-S catalog and phone 
your nearby N.A.P.A. jobber. Soon we hope to supply M-S 
automotive finishes in unlimited quantities. 


MARTIN-SENOUR 





PROFITS 


2520 Quarry Street, Chicago 8, Illinois 











CASCO PRODUCTS CORP., Bridgeport, 
Conn., has announced a new product, the 
Casco fan hub replacement assembly, to 
fit any six-inch rubber bladed auto fan, 
making it as good as new with a twist of 
the wrist, it was announced last week by 
Bert G. Cochrane, vice-president. It retails 
for $2.25. 





BEAR MFG. CO., Rock Island, Tll., has 
designed a new wheel alignment service 
especially for the automotive repair shop 
with limited floor space and super service 
stations desiring to increase profits In the 
grease stall, Known as No. 121, this unit 
operates in conjunction with any type of 
free wheel lift. Merely raise the car with 
the lift high enough to place four 25-inch 
standards under each wheel. After the lift 
has been lowered to the floor the car is 
left standing on the concave tops of each 
standard, ready for an alignment inspec- 
tion. Turning radius plates are built into 
the front standards. This low priced out- 
fit includes the necessary gauges to check 
easter, camber, toe-in, turning radius and 
king pin inclination. The car is high enough 
to permit easy access to under parts of 
the front end and chassis where correc- 
tions must be made. 


PROTECTIVE CREAM 





THE NEW SKIN CREAM, Cadet Hand- 
Saver is now available. Hand-Saver is in- 
tended to guard against dangerous caus- 
ties, irritants and grimy materials. It is 
manufactured by Cadet Laboratories, Inc., 
Worcester 5, Mass. | 





ECLIPSE CARVISOR, an adjustable 
streamlined automobile sun-shield pro- 
duced by Henry Mfg. Co., Minneapolis, 
offers protection for drivers against sun 
glare and excessive rain and snow. It is 
constructed of aluminum. 

+ * + 
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NEW PRODUCTS 


FRONT VIEW of the Smash-Hit grille 
guard for the 1947 Chevrolet truck line. 
It is manufactured by Perry Co., Box 725, 
Waco, Tex. 








THE SMASH-HIT grilfeé guard is made 
for all truck sizes in the Chevrolet, Ford 
and Dodge lines by Perry Co., Waco, Tex. 





PUNCH-LOK ©O., 321 N. Justine St., 
Chicago 7, is now offering dealers a hose 
clamp kit consisting of all the most wide- 
ly used Punch-Lok Clamps for replacement 
and maintenance use on automotive heater 
hose, radiator hose, booster brake hose, 
high pressure air hose, etc. The kit con- 
tains 87 clamps of the three widely used 
sizes together with a P-38 Clamp-Master 
Loking Tool for applying all Punch-Lok 
clamps. Refill Clamp assortment of 112 
clamps for the above kit, has also been 
announced. 





THE MAXIM SNOW PLOW is a steel 
Vee-Plow developed for the average pas- 
senger car from an invention of Hiram 
H. Maxim, president, Maxim Silencer Co. 
This plow, widely used throughout New 
England for the last two winters, follows 
the general design of a test model that 
Maxim has used for several years on his 
own country place outside of Hartford. 
National distribution on a limited scope is 
planned for the coming season by Orkil, 
Inc., Hartford, Conn. 





DIETERICH KARVISOR ts a custom- 
tailored exterior windshield shade, de- 
signed to add both beauty and glare-free 
driving comfort to new and used cars. 


Patented feature is the bracket which 
clamps to rain gutters, eliminating the 
need for drilling holes. All fittings are 


brass with a chrome finish. Manufacturer 
is Dieterich Products Corp., 1125 W. Lake 
St., Oak Park, Il. 








A HANDY TOOL for depressing a car 
or truck brake pedal during brake and 


inspections is announced by 
Bear Mfg. Co., Rock Island, Ill. Simply 
clamp the lower end against the brake 
pedal and the upper egainst the seat, and 
the brake pedal is held down during king 
pin inclination and caster checks as well 
as brake cylinder inspections, the com- 
pany states. 


alignment 


| It is equipped with a highly accurate elec- 





THOMAS A. EDISON, INC., announces 
@ new rapid battery-charger which, it 
says, permits dealers to give customers 
speedy and more flexible service. The new 
product, the Edison (EC-10) Portable Fast 
Charger, is handy, compact, efficient, rug- 
ged and selis at a low price, the company 
states. The EC-10 charges at 80 ampheres. 





tric time-switch, a self-healing heavy-duty 
rectifier of copper sulphide and a 1106-volt, 
60-cycle transformer, 


|sion of Borg-Warner Corp., Rock- 





















THIS NEW POLISH will restore chrome, 
brass, copper, monel, porcelain and nickel 
to its original shimmering luster with a 
minimum of rubbing and forms a hard 
protective coating on the metal which 
makes it impervious to water or stains 
for a period of from eight to ten days, 
according to Pearl Products (o., 85 LeRoy 


Ave., Buffalo 14. 
* * * 





DEALERS CAN transform this new 
package for Bright Star batteries into a 
self-selling counter display in a minute. 
The cover of the package for the 24 bat- 
teries folds back to disclose an arresting 
customer message which highlights the 
current advertising theme, ‘‘more bright 
light longer.’’ These No. 10M batteries 
retail at 10 cents each. Bright Star Bat- 
tery Co., Clifton, N. J., is the manufac- 
turer. 


MANUFACTURED BY Dinsmore Instru- 
ment Co., Flint, makers of precision auto 


compasses for nearly 15 years. Made in 
three colors—brown, black and gray—to 
match or harmonize with all interior fit- 
tings. For luxury cars, chromium trim 
models are available at slight extra cost. 
All models are equipped with a light for 
night travel. Price, with light, is $4.50. 
* * * 





A NEW HIGH pressure lubricator de- | 
signed for fast, positive lubrication of 
automotive vehicles, industrial machinery, 
and other equipment, is announced by In- 
dustrial Machine & Supply Co., Empire 
Bidg., Pittsburgh 22. Known as the SL- 
104, it is equipped with an air operated 
double-acting pump which builds up a 50 
to 1 pressure ratio as compared to the 
usual maximum of 40 to 1, the company 
states. 


* * * 


Borg Unit Catalog 


Mechanics Universal Joint divi- 


ford, Ill., has issued its new catalog. 
Products and types of joints with 
emphasis on roller bearings are | 
illustrated in the catalog. 





THE WOCHNER Water Tube Puller is 
used to withdraw the tube from cooling 
systems having this feature. It saves com- 
plete front end disassembly by operating 
through the grill. The hook end engages a 
water hole in the tube while use of the 
sliding hammer jars the tube loose by 
application of direct, in-line force. Use of 
this specialized tool has made it practical 
to inspect the water tube where cooling 
system troubles are not readily traceable 
to other causes. It is made by Wochner 
Tool Co., Glendale, Calif. 

* * * 





WASHING THE FAMILY car with wa- 
ter direct from the lake while at the cot- 
tage, or from a cistern, is made easy by 
the use of a new 20-pound lightweight, 
self-priming handy pump manufactured by 


Gorman-Rupp Co., Mansfield, 0. 
* * * 





EXTENDO CORP., 4950 Melrose Ave., 
Les Angeles 27, is the manufacturer of the 
new Extendo No Break truck step. The 
outstanding feature of this step is that it 
will not break off should the driver forget 
to retract it, according to the manufac- 
turers. The unit slides back into its frame 
or rack if the truck is backed up against 
a dock, wall or other obstacle. The step is 


attached to the truck by four bolts. 
* * * 





| 

A NEW ALL-METAL stand-up reflector 

sign to protect motorists during tire | 

changes or roadside repairs is announced | 

by Strayline Products Co., Dobbs Ferry, 
N. ¥. 





+ * * | 





A NEW, FOOL-PROOF wheel balancing 
weight remover is offered by Bear Mfg. 
Co., Rock Island, Ill. The operator merely | 
grasps the tool as he would a pair of | 
pliers with the jaw points between the | 
clip and the rim. As he exerts a slight 
downward pressure, the weight rolls off. 
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A NEW 3-IN-1 battery tool is ready for 
| immediate delivery, Duro Metal Products 
Co, states. The terminal lifter and wrench 
is said to simplify the job of removing 
badly corroded terminal connections and 
eliminate the danger of damaging battery 
or cable connections. Made for mechanics 
and service station operators, it is of 
forged chrome alloy steel, 6% inches long 
and one end contains a 12-point box wrench 
with 9/16 inch opening to fit most battery 
terminals. The other end has a spreader 
point for forcing terminal connections apart 
and lifter fingers that slide under and lift 
the connection by simple cam action. In- 
formation may be obtained by writing the 
company, 2649 N. Kildare Ave., Chi- 
cago 39. 





A LIGHT-WEIGHT 8'2-pound bench 
grinder designed to satisfy the needs for 
service shops, factories and home work- 
shops for light grinding, sharpening tools, 
general grinding, buffing, polishing, and 
wire brush work. Adjustable tool rest to 
follow wheel wear. Toggle switch in base 
of grinder. Retail price $24.50. For further 
details write Ken Breckenridge, 698 Ellicott 
Sq., Buffalo. 


LITE-GUARD provides a system de- 
signed so that both headlights of an auto- 
mobile will function even though any one 
of four headlight filaments is burned out. 
When either filament in one or both of 
the double filament sealed beam headlights 
burns out, or otherwise fails, it will auto- 
matically transfer the power to the re- 
maining filament in said bulb, and also 
automatically signal the operator on the 
dashboard as to the defective lamp, Inter- 
national Lite-Guard, Inc., 3021 Lincoin 
Bivd., Cleveland, states. 

+ * * 


a 2 Aeeat-eeeUR Cur raul 
designed to give back 
|} same reception as driver and 


spesacr, 
ceat passengers the 
front seat 
riders, has been announced by Ralph F. 
Roussey & Associates, Chicago, national 
distributor. The *‘‘Auto-Sonic’’ speaker con 
nects to the instrument-panel radio set 
with a simple wiring arrangement and is 
installed in the deck under the rear win- 


dow. Information can be obtained from 
Schnell-Mills, Inc., 53 W. Jackson Bivd., 
Chicago 4. 

* *” 4 


Cee-Bee Samson Folder 


A new four-page folder has been 
released by Cee-Bee Chemical Co., 


Inc., 655 E. Gage Ave., Los An- 
geles, Calif., describing and _ illus- 
trating Cee-Bee Samson cold 


cleaner. 
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NEW CP TOOL, the CP valve guide 
puller, has been added to the family of 
Pneu-draulic pump - actuated automotive 
tools by Chicago Pneumatic Tool Co., 6 E. 
44th St., New York 17. With this tool, re- 
moval of frozen valve guides is actually re- 
duced to a matter of seconds. A_ slow, 
steady compressive force of over 10 tons 
presses out the guide easily; hammering or 
prying methods are eliminated. The tool 
won’t distort or score valve stems, and 
cannot injure the engine block because all 
pressure is evenly distributed by the bridge, 
the company states. The pump weighs only 
12% pounds and tis controlled by touching 
a throttle. 





VISIBILITY SUNSHADES for cars are 


permanent, all-weather awnings for car 
door windows. Made of transparent plas- 
tie in your choice of blue or smoky green, 
they give shade in the summer without 
obstructing the view, and afford protection 
from rain or snow, the firm states. Price 
range, $15 to $19 per pair for 2-door cars, 
$13.50 per pair to $25 per set of four for 
four door cars. Made by the Toodroy Mfg. 
Co., Wichita, Kans. 








GRAY CO., INC., Grace Square, Minne- 
apolis, manufacturers of lubricating and 
maintenance equipment, has developed a 
new method of filling and bleeding hy- 
draulic brakes without the use of air 
pressure. The one-man operated Graco 
Brake-Bleeder is a self-contained, spring- 
primed unit which requires no air for 
operation. It cannot introduce air into 


accidents from brake failures, it is claimed. 
In one operation, Brake Bleeder supplies 
air-free brake fluid through a 7-foot hose 
to master cylinders and forces all trapped 
air from brake lines, Gray states. 


hydraulic brake systems to cause possible | 








Ne 2 


A NEW COMBINATION wrench and 
plier, which combines in one tool an ad- 
justable end wrench, pipe wrench, wire 
cutter, battery wrench and plier is being 
manufactured by the Superform Products 
Co., 1133 Third Ave., Oakland, Calif. It is 
designed to grip firmly everything from a 
fine wire to 1% Inch round, square or 
hexagon. 





HELMS INDUSTRIAL DEVELOPMENT 
CO., 2145 Edgewood Ave., Grand Rapids, 
Mich., is now manufacturing Helm’s grille 
guard for all new automobiles. The guard 
is constructed of durable, high grade steel, 
finished with heavy chrome. 














CHARLES REIN CO., 547 W. 20th St., 


New York, 
Roll Holder, 


manufacturers of the Rein 
announces the sale of over 


| 100,000 of the units since last August. 


Approximately 300 jobbers in 37 states and 
thousands of dealers distribute the unit 
which retails at $28 plus installation charge. 
West of the Mississippi the device sells 
for $28.50. The Rein Roll Holder is small, 
compact and easily installed, and is con- 
trolled by a simple two-way switch shown 
on the gear shift above. Installed under 
the hood, it is attached to the master 
hydraulic chamber, according to the com- 
pany. When the driver comes to a stop 
on the level, or on an up-hill or down-hill 
grade, he presses the foot brake down 
and then flicks the switch. All four wheels 
are locked in their tracks. 
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A COMBINATION battery charger and | 
arc welder has been placed on the market 
by Larkin Lectro Products Co., 160 W. 
146th St., New York 30. The Larkweld 77 
is portable and available in two models. 
Among features claimed for it are that it 
fully charges up to four completely dis- 
charged batteries, protects against reverse 
polarity connections and short circuits by 
means of automatic circuit breaker, offers 
choice of three welding heats and is suit- 
able for flame torch attachment for braz- 
ing and soldering. | 








EQUIPPED WITH a special diffusing | 
lens and available with either a splash- | 
pan (A) or universal mount (3). the new | 
back-up lamp of Cariton Lamp Corp., | 
Newark, N. J., is only four inches in | 
diameter—yet provides a powerful flood 
of rear illumination in all directions for 
backing up safety, the company states. | 
List price is $5. | 





COOLING EFFECTIVENESS of automo- 
bile radiators is said to be maintained by 
the Auto-Rad Filter, a new accessory de- 
signed to stop circulation of foreign par- 
ticles in automotive cooling systems. Rust, | 
rubber, sediment, calcium particles, dirt, 
are screened out and deposited in an easily 
removed, glass bulb, the maker claims. It 
is being introduced nationally through the 
regular automotive jobbing trade by Woch- 
ner Tool Co., 204 W. Stocker St., Glendale 
2, Calif. 
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| Here is the wheel balancer 
that fits your business to a “T.” Does 
a complete, accurate balancing job 

in about five minutes. Every wheel 
can be guaranteed for good road per- 
formance. Accommodates all sizes 

of passenger car and truck 

wheels. Requires no specially 

trained personnel. 
little space as a tire itself... 
There’s no doubt about it, the Stat- 
A-Liner is America’s No. 1 wheel 
balancer for profit. Ask your jobber 
about the new Stat-A-Liner —or write 
for complete information direct to Milwaukee 
International, Inc., Milwaukee 2, Wisconsin. 





Takes as 














stainless rigidized metal 

clips. Maker is Landis Mfg. Co., 

Monica, Calif. Rigidized metals are the 

product of Rigid-Tex Corp., Buffalo, N. Y. 
* + * 


Guaranteed Parts 


Redesigns Packages 

Guaranteed Parts Co., Inc., Sen- 
eca Falls, N. Y., announces the 
complete redesigning of packages 
for its line of automobile ignition 
parts. 

Although the old color scheme 
of dark blue and yellow has been 
retained, the design was complete- 
ly modernized to give greater vis- 
ibility, ease of handling and smart- 
er appearance on the automotive 
parts shelf. 
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Used Car Auction Prices 


BIRMINGHAM, ALA. 
init tees tae (Dixie Auto Auction Sales) 
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46 -Pickup, 





GROUND BREAKING CEREMONIES for the $175,000 building of George Norgan, 
(Pontiac), Chicago, took place recently. Left to right: William Koenig, contractor; 
George Norgan sr., president; Lee D. Bombar, Pontiac zone manager, and George w. 





$1,360. 


2 door, $2,290; SM 4 door, 


’42—4 door ,$1,150; Army truck, $450. 


’40—4 door, 
’89—Panel, 
"36—2 door, 


'46—Town & 
sor 4 door, $2,285 


"47—4 door, 
'46—4 door, 


$950; 1%4-ton 


$450. 


$230. 


CHRYSLER 
Country, 


DE SOTO 
$2,500. 
$2,050. 


’40—Convertible, $960. 


’37—Panel, 


D 
’47—Convertible, 
325. 


'46—4 door, $1,825; 4 door, $1,550; 4 
4 $1,680 ; 


$1,900 ; 


$175; 


pickup, 
ODGE 
$2,650 ; 


door, 


*42—Club conne, 110. 


*41—4 door, 
*37—Pangl, 


Coupe, 
‘37 -2 door, 
"36—4 door, 
'47— Pickup, 


"46—4 door, 


L 
’39—Convertible, 
$200. 


’37—4 door, 


’47—4 door, 
'46—2 door, 


’47—Brougha: 
nn 


*417—Converti 
'46—(76) 4 
’41—2 door, 


$175; "panel, 
FORD 


2,300 ; 
$1,800; 


$380. 


#1, ,300. 


$775. 


MERCURY 
$2,100. 
$1,500. 
NASH 
m, $2,060. 
ble, 3550. 
LDSMOBILE 
ble, $2,700. 
door, $2,006. 


$ 
’"38—(6) 2 door, $560. 


PACKARD 


$2,650 ; 


stake, $350. 


Wind 


$325. 


4 door, §$2,- 


pickup, 


$325. 


’47—Sportsman, $2,450; convertible, 
convertible, 
business coupe, 


$2,- 


convertible, $2,- 


$2,- 


2 door, 


$1,100; business coupe, 


$300. 
INTERNATIONAL 


’47—Clipper 4 door, $2,520. 


"46—2 door, 
*41—-Converti 


*47—Convertible, 
075. 
'46—Club coupe, 


*42—Station 
’41—4 door, 


door, $1,040. 


"47—4 door, 
2 door, 


$2,175. 


ble, $1,250. 
PL 


YMOUTH 
$2,325 ; 


$1,760. 
wagon, $1,125. 
10; 2 


PONTIAC 
$2,420. 
$1,950. 


—4 door, $950 
STUDEBAKER 
*47—Champion 2 door, $1, 
’46—Champion club coupe, $1,550. 


VALDOSTA, GA. 
(Tom Hewitt Auto Auction Sales, auc- 


tions every 


Aug. 22.) 


Friday. 
BUICK 


*47—Convertible, $3,225. 
$840. 


"40—2 door, 
’388—4 door, 


'47—4 door, 


"46—2 door, 


door, 
$1,715 
door, 
’41—2 door, 


door, $1, 075 ; 


door, 


$690. 
CHEVROLET 
pickup, $1,785; 2 
2 door, $2,100; 


$2,225 ; 


$1,600; 2 
$1,8 4 
$1,100; 2 
$1,150; 


$1,135 


door, 


Prices 


door, 
doors $1,670; 4 4 . 700; 


door, 


door, 
4 door, 
2 door, $840; 
000; 4 door, $900; 2 door, ‘31 ,050; coupe, 
$1,160 ; 2 


4 door, §$2,- 


$1,350; 4 


200. 


are for 


4 door, $2,- 


$1,675; 4 
2 door, $1,- 
$1,700; 2 


$965. 
$955; 2 
2 door, $1,- 


*40—4 door, "$1, 135 ; * club coupe, $730; 
2 door, $750; 4 door, $1,020; 


394 door, 
door, 


'41—4 door, 


’39— Convertible, 3 $295. 


’46—2 door, 
’37—4 door, 


$775. 
$375. 
CHRYSLER 
poe 
ROSLEY 


DGE 
$2,150. 
$300. 
FORD 


4 door, $750. 


’47—Station wagon, $2,300; pickup, $1,- 


525 ; 
door, 


4 door, 
$2,175. 


'46—Business 
2 door, 
$2,345; pickup, $1 


$1,600 ; 
$1,475. 


*41—-Convertible, 


250; 2 d 


oor,, 


ton, $500; 2 door, $1,020; a Sane, 


coupe, $1,075; 


"40 — Convertible, 


$950; 2 door, 
"394 door, 
vertible, $830; 
’*88-——2 door, 


$2,150; 


coupe, 
$1,675; 4 


$1,050; 
$950; 2 door, 


4 door, $1,0% 
oth 150; 
$790; 2 door, 
$875; 2 
2 door, 
$425. 


4 door, 
$1,550; 2 
350; 2 


door, 
$950. 


$2,100; 2 


door, 
$1,560 ; 


door, 


4 door, $1,- 
$1,005; 1%- 
$1,075; 


door, 


convertible 
‘$87 5. 
$700; 


con- 


’87—Convertible, $650; convertible, $500. 


’*35—Coupe, 
’47—4 door, 


*42—-Convertible, 


$225. 
MERCURY 
$2,300. 

$1,150. 


OLDSMOBILE 


’46—2 door, 
*41—4 door, 
"47—4 door, 


*46—4 door, 
door, $1,585. 


$2,400. 
PACKARD 
$1,050; 

PLYMOUTH 
$2,025. 
$1,300; 4 do 


4 door, 


$1,000. 


or, $1,600; 4 


SERVICE SECTION 


PONTIAC 
"47—2 door, $2,345. 
REO 


’39—114-ton truck, $190. 
STUDEBAKER 
’47—Club coupe, 


2,150; 4 door, $2 
170; pickup, $1,375; 


coupe, $2,450. 
OKLAHOMA CITY 
(A. I._ Pollock) 
(Auction held on Wednesdays. Prices fox 


Aug. 
BUICK 
*47- -Convertible, $3,100. 
"46-—-4 door, $2,310; 2 door, $2,370. 
’41—Convertible, $1,200; 4 door, $1,125 


"40—4_ door. $975; 2 door, $905; 4 
door, $970 
CHEVROLET 
"47—Club coupe, $2,160; 2 door, $2,- 


240; club coupe, $1,900; club coupe, $2, 
d FL 2 door, — 170; FL 2 door, $2, 


430; convertible, $2,240; FL 2 door, $2, 
450; FL door, $2,430; FL 2 door 
$2,225. 2. 
"46—2 door, $1,910; 2 door, $1,775; 
ickup, $1 410; 4 door, $1,860; 2 door, 
2,100 ; FL 2’door, $2,200; 2 door, $2, 
090 ; 2 door, $2,125; pickup, $1,310. 
’42—Pickup, $850; 2 door, $1, 180 ; 
club coupe, $1,120; ‘club coupe, $910; 2 
$1,280; coupe, $1,010; 4 door, "$1. 


door, 
365. 


*41—2 door, $1,125; convertible, $1,255; 
4 door, $1,080; 4 door, $1,000; 2 door, 
$910; 2 door, $1,020; 4 door, $980; 2 
door, $1,260; 2 door, ” $1,020; coupe, $1,- 
270; 4 door, $1,115; 2 door, $1,000; 4 
door, $1,090; 2 door, $1,340; 4 door, 
$1, 145; 2 door, $900; convertible, $1,080 

0—2 door, $955; door, ; con 
vartinis, $975; 2 door, $875; 2 door, $1,- 
060; 4 door, $740; 2 door, $935 ; 2 door, 


$910. 

*B9—2 door, $705; 4 door, $715; 2 door, 
$750; 2 door, $660 ; 2 door, $1, : 
pickup, $500; 4 door, $880. 

CHRYSLER 


’46-—2 door, $2,280. 

DE SOTO 

$2,325; 2 door, $2,820. 
DODGE 


s $2,535; 2 door, $1,800 
pickup, $1,630; 1%-ton, $1,775; 
coupe, $2,400. 


’46—4 door, $1,950; pickup, $1,435; 
ton, $1,000. 

424 door, $995. 

’41—2 door, $675. 

’37—4 door, — 

FORD 

*47—2 door, $2,190; 2 door, $2,200; 2 

door, door, $2,305 ; 2 * door, $1,600; coupe, 


’46—4 door, 


’47—2 door, 
club 


1% 


$2,200; 2. door, $2, 190; 2 door, $980; 2 
door, $2,100; convertible, $2,275; 2 door, 
2,050; 2 door, $2,125 
'46—4 door, $1,825; 2 door, $1,660; 
2 door, $1,715; 4 door, $1,860; pickup, 
$1,400; convertible, $1,900; club coupe. 
51200; station wagon, $1,720; 2 door, 


*42—-2 door, $2,005; 2 door, $965. 

’41—4 door, $1, 130; convertible, $1,180; 
coupe, $950; one $1,110; 2 door, 
$1,160; 4 door, $1,1 4 door, $1,200; 
pickup, $850; 2 =" $1,080; convertible, 
$1,17 2 door, $1,105; 2 door, $1,020 ; 
4 door, $1,085, 

*40— Pickup, $960; coupe, $845; 4 door, 
$1,130; convertible, 0; 3 door, $890. 

‘gy Coupe, or yl pickup, $645; 4 door, 
$680; coupe, $710 


GM 
*47—Pickup, ee 
NCOLN 
"36-4 door, $555, 
MERCURY 
,47—Convertible, $2,400; 
020; 4 door, $2,190. 
*46—Convertible, $2,145. 
"42—4 door, $1,280. 
OLDSMOBILE 
’47—Convertible, $2,525. 
’46—2 door, $2,020. 
"42-2 door, $1,360. 
*41—2 door, $1,045; 4 door, 
’40—Club coupe, $815. 
*38—4 door ,$595. 
; PACKARD 
47—2 door, $2,500; 4 door, $2,300; 2 
door, $2,475. 
"46-4 door, $2,400. 

’37—4 door, $215; 2 door, $105. 
PLYMOUTH 
*47—Convertible, $2,390; 4 door, $2,230; 
4 door, Bs 160; 2 door, $2,210; club 


coupe, $2,240 
‘464 door, $1,675; 4 door, $1,640; 4 


4 door, $2 


$1,000. 


$940. 
41—2 door, $1,000; 4 
’40—Convertible, $960; 4 
4 door, $1,155. 
PONTIAC 


’47—2 door, $2,490. 
"46—4 door, $2,150; 4 door ,$2,150; 4 
door, $2,240; 2 door, $2,200. 


door, $1,000. 


door, $855; 


*42—2 door, $1,375. 
’41—4 door, $910; 4 door, $1,170. 
*89—2 door, $770; coupe, $500. 
STUDEBAKER 
*47—Pickup, $1,600; 4 door, $1,980: 
~< coupe, $2,205. 
41—2 door, $800. 


Chop Suey 
Only $5,000 Notes Will Get 


License Plates in China 


SHANGHAI, China. — Shanghai 
police added to the confusion of 
China’s inflation puzzle recently 
when they refused to accept $1,000 
and $2,000 notes in payment of 
automobile license fees. 

Police, saying the notes were too 
small, demanded payment in Chi- 
nese $5,000 and $10,000 notes. The 
license fee for six months is 600,000 
Chinese dollars ($13.35 in U. S 
money at the open-market ex- 
change rate). 

Payment in Chinese $1,000 and 
$2,000 notes made too bulky a pack- 
age, the police explained. Purchas- 
ers have to pay a premium of 5 
percent or more when they ex- 
change them for bills of larger 
denomination. 


‘*We finally located these parts althougl 
it took 2 ads several months apart. We be 
lieve in being persistent.’’—Parsons Auto 
Reconstruction Shop, 45 N. Franklin &t., 
Washington, Pa. 
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door, $2,- 
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SERVICE SECTION 


Labor Bureau 
Sees Continued 
Bright Prospects 


WASHINGTON. — Continued 
bright prospects on the economic 
horizon were admitted here last 
week by Director Ewan Clague, of 
the Bureau of Labor Statistics. 

Failure of a predicted “summer 
slump” to materialize and a con- 
tinued high employment of more 
than 60,000,000 persons in July for 
the second consecutive month were 
given as the barometer for judging 
the current economic picture, 
Clague said. 

Current high prices contain 
“nothing spectacular” 
immediate destruction of the na- 
tion’s economy, he pointed out. 
Only a complete collapse of the 









>» general 
to threaten | truck market in his area. The 
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THE NEW BUILDING of Kennedy Chevrolet Co., 5434 Natural Bridge Ave., St. 
the 


Louls. Jack Kennedy 
paint work is done in an entirely 


manager of the dealership, 
bullding measures 186% feet by 114% feet. All body and 
separate building eight blocks away. This eliminates 


Plans to sell tho 


noise, paint fumes and dust from the main buildings. The officers are Jack H. Kennedy, 
general manager; E. T. Rippy, assistant general manager, in charge of the service and 


department, and E. H. 


high export level could weaken | new and used cars. 


present high employment levels. 


Bauer, assistant general manager in charge of sales of 





Unemployment figures reached a| [Jged-Car Notes... 
Long-Term Program 


Studied for NUCDA 


summer high of 2,600,000 but have 
already begun to recede, according 
to Clague. 


Want to buy or sell new or used cars? 
Classified Want Ads (see inside back cover) 
will solve your problem. 





THIS TIMELY BOOKLET 


FR 1 


Here's a booklet that's as timely as 
tomorrow—jam packed with proved 
ideas for promoting your Service De- 
partment. It contains methods, forms 
and materials necessary to make in- 
telligent customer follow-up pay you 
dividends in sales and profits. 

Get this booklet, or any of the 9 other 
R & R files containing information re- 
garding forms and materials on their 
vital subjects. You don’t even need to 
write a letter—just check off your 
wants on the list below, attach it to 
your letterhead, and mail to 


The Reynolds & Reynolds Company 
Dayton 7, Ohio 


Please send information on the 
subjects checked: 

¢ © Selling Your Service De- 
. partment 


C) Service Dept. Operating 
Forms 


e () General Office Forms 
e LJ Accounting Aids 


O) Paper Tools for Handling 
Car Sales 


* © Parts & Accessory Control 

0 Credit and Collection Forms 
() Dealer Stationery & Checks 
C] Payroll Systems and Forms 


() Factory Designed Account- 
ing Systems 








DETROIT.—Organization-minded 
used car dealers are seeking to lay 
out a long-term program at the 
Sept. 18-19 convention of the Na- 
tional Used Car Dealers Assn. in 
St. Louis. 

The object is to set up definite 
goals and detailed steps to attain 
the goals in keeping with the 
budget of NUCDA. Through this 
program the dealers hope to deepen 
the roots of the association in the 


| industry. 


With cooperation in the national 
safety movement due to be an im- 
portant topic at the convention, 
Lynn Wertz, secretary-treasurer, 
says that used-car dealers can win 
goodwill by six simple inspections 
on each car they sell: 

Lights, steering, brakes, 
windshield wiper and horn. 

* * ” 


Michigan Group Trebles 


Members in 6 Months 


DETROIT. — The Michigan Used 
Car Dealers Assn. has increased its 
membership to 291 from 100 six 
months ago. The breakdown is 175 
in the Detroit area and 116 out- 
state. 

Russ Malrick, manager of the as- 
sociation, says that paid solicitors 
accounted for much of the increase. 

* * * 


Toledo Auction Charges 


Bring Promise of Probe 


TOLEDO.—Edward Buckenmyer, 
assistant county prosecutor, said 
last week that he would begin an 
immediate investigation of charges 
that auto auctioneers are violating 
state statutes. 

The charges were made by Mar- 
cus L. Friedman, assistant U. S. 
district attorney, who acted as a 
private citizen after complaints 
were made to him. 


However, Earl (Doc) Greiner, op- 
erator of an auction, said that no 
attempt was made to interfere with 
his auction following Friedman’s 
accusation. 


Friedman said that state laws re- 
quire car auctioneers to obtain a 
license after being appointed an 
auctioneer by a common pleas 
judge. The law further provides 
that quarterly reports of all car 
sales must be turned in to the 
county auditor and _ treasurer’s 
offices, and that a state tax of $2 
for each $100 in business must be 
paid, Friedman added. 

Greiner asserted that the law was 
an ancient one that had not been 
in force for years. It applies, he 
said, to all types of auctions, and 
that he would rally operators of 
these to fight application of it. 

* *” = 


Used-Car Investigations 


Dropped in Chicago 

CHICAGO.— A141 investigations 
here into the handling of current 
model cars have been dropped, ac- 
cording to the Greater Chicago 
Used Car Dealers Assn. 

The association reminds dealers, 
however, that the Illinois law de- 
fining a used car calls for the 
automobile to be titled to a bona 
fide consumer by a _ franchised 


tires, 





dealer before it can be called a | 


used car. 


Other Chicago activities include | 


these: 
Efforts of two AFL unions, the 
Teamsters and the Store Porters 


Union, to organize mechanics and | 


clean-up men. 

An important meeting set for 
8:30 p.m. in the Pine Room of the 
Congress hotel. 

The association’s suggestion that 
dealers participate in various civic 
and community endeavors. 


+ + oe 
Increase in Used Car Lots 


Studied in Niagara Falls 


NIAGARA FALLS, N. Y.—Coun- 
cilman Anthony J. Keller has asked 
that a council investigation be 
launched into the reason for start- 
ing of numerous used-car lots here 
recently. 

Councilman Keller made his rec- 
ommendation following receipt by 
council of numerous requests for 
permission to erect temporary 
sheds on used-car lots. 

* * + 
Mich. Dealers to Aid 
In Title Law Revision 

DETROIT.—On invitation of 
Secretary of State Fred Alger, the 
Michigan Used Car Dealers Assn. 
has named a committee to consult 
with state officials on the simpli- 
fication and interpretation of the 
motor vehicle title act. 

Members of the committee are 
M. J. Barrar, E. J. Ford, W. A. 
McClure, Lynn Wertz, Ray A. Wil- 
liams and R. A. Malrick, secretary. 

+ oa a 


Dangers of High Prices 
Cited by Philadelphia Group 

PHILADELPHIA.—In a letter to 
Dr. Edwin C. Nourse, chairman of 
President Truman’s three-man 
Council of Economic Advisers, the 
Philadelphia Used Car Dealers 
Assn. warned last week against 
the dangers of rising new car 
prices, already 62 percent above 
prewar levels. 

“An automobile is entering the 
luxury field,” the letter said. “The 
fact that used car dealers are reap- 
ing the benefits of the scarcity of 
new cars has no bearing on this 
statement. We have a broader view 
of the entire industry, and are able 
to sympathize with our new-car 
dealer friends and with the public 
—who are being drowned in the | 
rising tide of higher costs and sub- 
sequently higher prices. 

“We call on your council to come | 
to the aid of the American public 
by doing whatever in your power | 
may speed up the production of | 
automobiles, and thereby make | 
them more available at lower | 
prices to more people.” The letter | 
was signed by Cyrus S. Gorson, | 
president of the association. | 

oe 4 


Carload from Alabama 


BIRMINGHAM, Ala.—A Pullman | 
carload of Birmingham and Ala- | 
bama used-car dealers is going | 
to St. Louis to attend the National 
Used Car Dealers Assn. convention 
Sept. 18-19, Charles J. Stover, pres- 
ident of the Alabama group, has 
announced. 





Goodyear Buys 
Surplus Factory 


AKRON.-—-In order to expand 
production of two of its products, 
Pliofilm and Airfoam, Goodyear 
Tire & Rubber Co. has purchased 
a surplus war plant on the out- 
skirts of Akron. The plant was 
operated during the war as an air- 


ng 





_89 


plane factory by Goodyear Aircraft 
Corp. 

The main structure and 12 affi- 
liated buildings embrace 864,000 
square feet of floor space and are 
spread over 35.8 acres of ground. 
P. W. Litchfield, Goodyear board 
chairman, stated that more than 
$9,000,000 would be spent for equip- 
ment on the plant, which would be 
known as the Special Products 
Manufacturing division. 


Pd eee 


The instant you display the famous oval sign 
you take advantage of Pennzoil’s ready 


acceptance—customers come in fast! 


tomers—the best 
and merchandise. 


This 2-way 


a double profit opportunity well worth in- 
vestigating. See your Pennzoil distributor 


... Or write to us for his name. 


Pennzoil proposition offers 


Pennzoil customers are steady, quality cus- 


bet for all your services 





NEARLY 40 MILLION ADS A 

MONTH TELL MOTORISTS THIS IS 

THE SIGN OF BETTER DEALERS, 
COAST TO COAST. 


THE PENNZOIL COMPANY - Executive Offices + OIL CITY, PA: 


* Trade-mark Registered 


PENNZOIL MOTOR 


Member Penn Grade Crude Oil Ass’n., Permit No. 2 


OIL & LUBRICANTS 








NOW! Parking and Safety 


Lines at Wa 


Iking Speed! 


The ““FLORLINE” 


MARKING 






MACHINE 


Operates on Gravity Feed! 
Replaces Slow Hand 


F.0.B. DETROIT 


Auto dealers, service garages, factory maintenance men and 
parking lot operators are enthusiastic about the “Florline”. 
Gives you one-hand ... one-man operation. Nothing to go 
wrong. Easy to use ... easy to clean. It’s portable! It’s sturdy! 
It’s compact! It’s lightweight! Simple to store. Makes curved or 
straight lines 2, 8 or 4 inches wide. Operates efficiently in nar- 


row aisles. 


Dealerships Available Some Areas 


H. C. SWEET COMPANY 


$729 Fenkel Avenue 


Detroit 21, Mich. 
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(Continued from Page 31) 


Some of the things they hope 
the slogan will bring home to the 
jobbers of the country is to get 
better manpower coverage and “on 
the spot service’—more aggressive 
selling—planned advertising and 
merchandising—more dealer clin- 
ics and a better educational job— 
intensifying machine shop service 
—build a complete service organ- 
ization of technically-trained spe- 
cialists on every important service 
operation—do descriptive selling, 
not order taking—take advantage 
of related selling and push quality 
merchandise and advertised brands. 

I am for them 100 percent, espe- 
cially on the last three endeavors. 
According to friends of mine who 
call on the jobber today, the auto- 
motive wholesaler has gone “fat 
and lazy.” Few, if any, go out and 
do a selling job on a product, but 
insist on the man who sells them 
doing so-called “missionary work” 
on the deal. In other words, go 
out himself and sell the important 
accounts and bring the orders into 
the jobber to cash before they will 
take on a product. If the jobber 
did more real selling, he might not 
need the long discounts he gets on 
most items today. 

This year’s show is already as- 
sured of being “bigger and better 
than ever.” Not only are there 54 
exhibitors already signed up who 
never exhibited before, but the 
committee has a goodly number of 
applications for space that can’t be 
filled. The show is a sell-out now— 
every available square foot of space 
is contracted for. Below is the ex- 
hibit record of the show since it 
started: 


No. of Sq. Ft. 
Year City Exhibitors Occupied 
1931 Atlantic City 290 64,980 
1932 Detroit 248 56,5334 
1933 Chicago 268 62,324 
1934 Cleveland 336 72,261 
1935 Atlantic City 343 92,400 
1936 Chicago 357 98,632 
1937 Chicago 380 110,095 
1938 Chicago 355 103,412 
1939 Chicago 351 108,413 
1940 Chicago 352 117,330% 
1946 Atlantic City 430 126,888 
1947 Chicago 478 160,000 


The average jobber is no better 
than the car dealer who gives half 


Contract Manual 


Offered by U. S. 


WASHINGTON. —Small manu- 
facturers and suppliers who want 
to participate in government pro- 
curement contracts can now ob- 
tain a manual of such information 
from any field office of the De- 
partment of Commerce, according 
to J. L. Kelly, director of the De- 
partment’s Office of Small Business. 

“Applicants can learn what the 
government is buying, where the 
purchases are made, and how the 
contracts are let,” Kelly said. “In- 
formation is now available in Com- 
merce department field offices on 
procurement by all Federal agen- 


cies including Army, Navy, Agri- | 
culture, Interior, Commerce, Jus- | 


tice, and the Post Office depart- 
nt, as well as the Bureau of 


Federal Supply of the Treasury | 
for all | 


department which buys 
government agencies.” 


Kelowna (B. C.) Shops 
Apply for Closing Law 


KELOWNA, B. C.— Application | 


has been made by garage and 
service station owners in Kelowna, 
B. C., for an amendment to the 
city by-law which compels all serv- 
ice stations and garages to close 
at 6 p.m. on week days. 

The amendment would provide 
that one service station might re- 
main open each Sunday and from 
6 to 9 p.m. for the balance of that 
week. The service stations would 
take turns on this later-hour sched- 
ule. 


Kinsman Buys $160,000 Lot 


Kinsman Square Chevrolet, Inc., 
Cleveland, O., has purchased prop- 
erty at 3224 E. 93rd St., formerly 
under lease, together with four 
adjacent parcels for an expansion 
and modernization program to cost 
in excess of $250,000. Reported price 
of the property was around 
$160,000. 





or more of his profit away on a 
trade. Too many jobbers only know 
how to meet competition with 
longer discounts—not get the busi- 
ness by better selling and giving 
better service. 
* * * 

HOMPSON PRODUCTS has 

prepared a suggested price list 
of machine shop operations for the 
members of the Automotive En- 
gine Rebuilders Assn. The list 
gives the suggested list and net 
on 28 different major procedures. 

A recent weekly News Letter 
from NADA strikes a seasonal note 
in reminding dealers that now is 
the time to prepare to take care 
of cars of those customers who have 
just got back from extended vaca- 
tions. It’s a good theme to kick 
off early fall business in the shop. 

It also points out that the deal- 
er’s competitors already are pro- 
moting “winterizing service” and 
the sale of anti-freeze. Don’t forget 
the radiator and block flush this 
year and the rust preventive—it’s 











sound service to your customers 
and increases the profit per opera- 
tion. 

Just got a note*from Louis Pan- 
neton, secretary-manager of the 
Canadian Automotive Wholesalers, 
that their winter convention will 
be held in Vancouver this year, 
Feb. 29 to March 4. This is the 
first time that the CAWA has gone 
west for their convention. Provi- 
sion has been made with the ho- 
tels to take care of upwards of 
1,000 guests. Reservations have 
been made at the Vancouver, Geor- 
gia and Devonshire hotels. 

This will be welcome news to 
many West Coast manufacturers 
and manufacturers “reps” from 
this side of the border who are 
planning to attend this affair. Six- 
ty-five booths will be provided in 
the main ballroom of the Vancou- 
ver, where the official meetings 
will be held, to take care of that 
number of manufacturers who 
would like to display their wares. 

Influential members of the Mo- 
tor & Equipment Manufacturers 
Assn., Motor & Equipment Whole- 
salers Assn., National Standard 
Parts and Booster Clubs Interna- 
tional are being asked to speak at 
the open sessions of the convention. 


Here’s South Wind's 





JIM LIVINGSTON (LINCOLN-MERCURY), Tucson, Ariz., recently inaugurated a 
new service which is proving to be a real drawing card with patrons of his service 
department. Customers are furnished free transportation to and from downtown Tucson 
in the new Mercury station wagon, which is appropriately painted Tucson Tan. On top 
of the station wagon is mounted a large sign in which ‘‘Mercury Mike’’ points out that 


this is the Livingston Motors courtesy car. Not the least attractive part of Livingston's 
service is the driver of the station wagon—biond Jo Ann Lage, who wears western 
riding clothes and a wide-brimmed cowgirl hat when she drives the ‘Mercury Mike’’ 
station wagon. Jo Anne, a student at the University of Arizona, when not driving the 
Tucson Tan wagon, spends her time in swimming. She is an artist as well as a swim- 
mer. Livingston says the station wagon is usually full, especially the front seat. He 
doesn’t understand it. He says! 
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PETE KERRIGAN, SERVICE MANAGER of Nash-Greenwich, Inc., Greenwich, 
Conn., demonstrates the agency’s new dynamometer. The compact machine simulates 
road testing with the advantage of accurate analysis of engine performance. The new 
machine is used on every tune-up entering the shop. Shown with Kerrigan are H. A. 
Lotz, Nash parts and service manager, and N. F. Lawler, Nash director of advertising 
and sales promotion. 


South Park Sales (L-M) | G.I. Auto Mart 


South Park Lincoln - Mercury | A certificate of partnership has 
Sales Inc. has been incorporated | been filed in the county clerk’s 
in Buffalo with capital of $100,000. | office for the G.I. Auto Mart, 1116 
Incorporators are George H. Hook- | Hertel Ave., Buffalo. Partners are 
er, George C. Letchworth and | Harry R. Barney and Maurice D. 
George F. Phillips. | Miller. 
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NORFOLK, Va.—Virginia motor- 
ists are up in arms over alleged 
racketeering in auto inspections 
Leading newspapers throughout the 
state are printing caustic editorials 
relating to the grave abuses that 
allegedly have crept into the sys- 
tem of inspecting motor vehicles 
in Virginia. 

The Norfolk Ledger-Dispatch 
recently published a feature arti- 
cle telling how a single car was 
taken by one of its reporters 

(Frank Batten) to 14 inspection 
stations in this city. 

Batten stated that exactly half of 
the stations were “too busy” to in- 
spect the automobile, a 1941 model, 
and at the other seven the inspec- 
tions were made, with the following 
extraordinary results: 

Garage 1: Rejected, required new 
pivot pins, brakes overhauled, and 
wheels aligned. Estimated cost of 
repairs, $37.80. 

Garage 2: Rejected, required new 
king (not same as pivot) pins, head 





Inspection Racketeering 


Virginia Public Aroused by News Story 
Giving Results of Check 
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lights adjusted, fog lights con- 
nected with head lights. Estimate: 
$22.80. 


Garage 3: Approved, headlights 
were adjusted at a cost of $1. No 
other faults. 

Garage 4: Approved, no adjust- 
ments required, “excellent condi- 
tion.” 

Garage 5: Approved, no faults, 
“brakes in good shape.” 

Garage 6: Rejected, required fog 
lights connected with headlights. 

Garage 7: Rejected, required new 
pivot pins, fog lights connected 
with head lights, adjusted. Esti- 
mate: $20.55. 


All of which led the Richmond 
Times-Dispatch, one of the 
South’s most influential news- 
papers, to publish a leading edi- 
torial in its issue of Aug. 19. The 
Times-Dispatch commented: 

“Obviously there is nothing scien- 
tific or reliable about a system 
which permits such conflicting and 


‘Double Profit’ Plan! 





HERE ARE THE “DOUBLE BARRELED” 


Sosith Vind 


O66 v. 6 Pat ore. 


ADS FOR FALL AND WINTER 


22—December 6. 
COLLIER'’S .. 


ber 6. 


COUNTRY GENTLEMAN 
vember—December. 


—November 16. 


for yours! 


Ventilating System 


SOUTH WIND DIVISION, STEWART-WARNER CORPORATION 


HERE’S WHEN AND WHERE 
THE ADS ARE APPEARING 


SATURDAY EVENING POST... September 13—September 
27—October 11—October 25—November 8—November 


September 13—September 27—October 
11—October 25—November 8—November 22—Decem- 


. . . September—October—No- 


SUNDAY NEWSPAPERS . . . September 21—October 19 


HERE’S THE BACK-UP 
SELLING MATERIAL FOR YOU 


Banners, folders, identification sign, newspaper 
mats, logotypes —all in one kit. Ask your jobber 







Get Set Right Now to Reap 
The “Double Profits” in this 
New South Wind Combination 
Selling Campaign! 


South lind 


REG. U.S. PAT. OFF. 


THE “DOUBLE PROFIT” LINE 


® South Wind 90-Second Car Heater 
® South Wind “Custombuilt” Car Heating and 

































































St., 
awarded the Nash 10-Point Award 
|for meeting required standards of 
sales, service and other points of 
achievement. 





indianapolis 7, indiena 





At 


absurd reports concerning a single 
automobile. . . . 


“What is to be done about it? 


“The proposal of G. Leslie Hall, 
president of the Tidewater Auto- 
mobile Assn., that the state po- 
lice inspect each car, and submit 
a list of repair needs, if any, to 
the private repair concern, is 
worth careful consideration. 

“The most serious problem would 
seem to be the cost of setting up 
such an elaborate system of state 
inspection, but much, if not all, of 
the expense in dollars could be 
met from the inspection fee, while 
the value of the probable saving in 
lives could not be measured. Cer- 
tainly the existing situation is im- 
possible. It will have to be cor- 
rected in one way or another! 


“The trouble with the existing 
plan is that it is so wide open. 
The temptation is too great for 
automobile repair establishments to 
find numerous ‘defects’ which do 
not exist. Operators of such estab- 
lishments are as honest, by and 
large, as operators in other types 
of business, but the system under 
which the inspections are being 
carried out provides an almost bul- 
letproof opportunity for operators 
of inspection stations to take ad- 
vantage of their customers...” 

Meanwhile, the inspection period 
was extended another 60 days to 
Oct. 31. 








Seiberling Puts 
Safety First 


In New Tire 


AKRON. —A new heat-resisting 
tire that is claimed to be the “most 
nearly failure-proof” made since 
the war has been announced by 
Seiberling Rubber Co. 

J. L. Cochrun, the company’s 
vice-president in charge of sales, 
said the tire was designed not pri- 
marily for extra mileage, but for 
safety, and that it represented a 
complete departure from a recent 
trend toward extra tread thickness 
in premium automobile tires. 


“We have found that too much 
weight or thickness in tire treads 
means a sacrifice in safety,” Coch- 
run said. He explained that Sei- 
berling’s new “safety” tire had 
been built as light and strong as 
possible, borrowing some of its 
construction features from tires 
built for racing cars. 

Principal characteristic claimed 
for the new tire is resistance to 
heat, accomplished by the elimina- 
tion of excess weight; by shaping 
its contours to approximate its po- 
sition when being driven and thus 
minimizing flexing heat, and by 
patented “heat vents” in the shoul- 
der which, Cochrun said, ventilate 
the tread area and dissipate ex- 
cess heat. 

Rayon cord fabric which has 
been pre-stretched to avoid tire 
growth is used in construction of 
the new tire. 


Auto Men Named 
To C of C Group 


WASHINGTON. — A _ representa- 
tive group of industrialists will 
make up the membership of the 
Committee on Manufacture of the 
United States Chamber of Com- 
merce for the coming year, it has 
been announced by Chairman W. 
Homer Hartz, Chicago. This com- 
mittee serves as an advisory body 
to the chamber’s department of 
manufacture. 

Among those who will serve on 
the committee are: E. S. Evans 
jr., president, Evans Products Co., 
Plymouth, Mich.; Walter Geist, 
president, Allis-Chalmers Mfg. Co., 
Milwaukee, and R. C. Ingersoll, 
president, Ingersoll Steel division, 
Borg-Warner Corp., Chicago. 


Holman Nash Awarded 


10-Point Plaque 


Holman Nash Co., 
Columbia, Tenn., 


108 E. Sixth 
has been 


Burke E. Holman, owner, ob- 


served occasion of the award by 
carrying a large section advertise- 
ment in local papers to announce 
the presentation. 
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Accent on Management xs e 


Lack of Shop Space Seen 
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Cramping Dealer Future 


(Continued from Page 23) 


commodation and this lack may 
show up in new car sales. The next 
five years, in the opinion of top- 
flight auto sales experts, will see 
continuation of present high peak 
service volume. 

# + * 


N SPEAKING of extra service 

facilities, it is not intended that 
the reader should consider automo- 
bile and truck service space alone. 
It is also intended that dealers 
take into view the fact that they 
must make customer reception 
more attractive to those who bring 
their cars in for service and repair. 

The average dealership today 
completely ignores the comforts of 
waiting customers, with little or 
no seating provided for impatient 
waiters. A few dealers, progressive- 
minded, have already built cus- 
tomer waiting rooms and lounges 
where the trade can rest and read 











while awaiting completion of their 
service. 

One enterprising Studebaker 
dealer in Wayne, Pa., (W. Foxall 
MacElree), has provided a “snack 
bar” where coffee is served at all 
hours at an attractive bar which 
also serves as a front to a parts 
department 

Arranged across one corner of 
the customers’ lounge, the bar 
appears in the familiar smart 
styling of an up-to-date liquor 
bar, with radios, spotlights, 
wheel-rings, special automotive 
accessories and other items at- 
tractively displayeil for easy— 
but unobtrusive —customer in- 
spection. 


In addition, MacElree’s bar con- 
tains a television set to entertain 
both the small-fry and their elders. 
Current issues of magazines and 
newspapers provide a ready library 


Smash guccens, 


FRAM’S Great $100,000.00 Contest 


of reading matter for everyone. 
+ * * 


N ADDITION to customer 

lounges, some dealerships have 
provided special rooms and facili- 
ties for its mechanics and person- 
nel. Cleanliness, comfort and quiet 
detachment from the customary 
noise and fury of the service shop 
permits personnel to eat lunches 
away from their work and thereby 
provides a restful interval for re- 
laxation and conversation. Such 
considerations by management do 
much to nip shop discontent and 
work fatigue at its earliest stages. 

It is not necessary for a dealer 
to undertake expensive expan- 
sions and alterations in order to 
provide himself with additional 
service space. Nor is it necessary 
for him to buy or build extensive 
extra buildings. 

Top-rung experts in the business 
advocate usage of a near-by de- 
serted garage or building, if one 
is available; rental of a section 
of a local garage which has space 
to spare, or the construction of the 
cheapest kind of cement block 
building, quonset hut or sheet metal 
airplane hangar type of buildings 
on nearby or adjacent lots. 


style” of structure, an elongated 
building with many doors along its 


entire face, each door leading into 


a single work stall in much the 
same style as a horse racing stable. 
Such an arrangement permits 


fast and easy handling of as many 


repair and service jobs as the 
structure has doors, and does away 
with the necessity for moving sev- 
eral or more vehicles in order to 
get a completed job out of the 
building. 

Also, during summer heat, more 
ventilation and noise dispersion 
can be obtained through use of 
doors for each working stall. 

The war-born quonset hut has 
served many uses since its incep- 
tion, but few uses have been more 
natural for it than its use by the 

automobile dealer. Cheap to erect 
and free of inner supports, the 
quonset has answered the dealer 
service problems in many cases, 
both among automobile and truck 
operators. 

« * 
ANOTHER important point for 
dealers selling trucks, who seek 
extra profits through service de- 
velopment, is the providing of a 
paint shop which has doors large 


SERVICE SECTION 


The importance of good appear- 
ance among delivery truck owners 
is becoming increasingly more 
acute, with the return of competi- 
tive selling by route traders, and 
the dealer who is equipped to keep 
such truck fleets in fresh appear- 
ance stands ready to reap a healthy 
profit from his paint department. 

In maintaining a separate paint 
shop building, speedy movement 
of additional units can be man- 
aged without jamming up traffic 
aisles of the regular service de- 
partments with waiting over- 
sized vans and panels. 

The importance of a parts coun- 
ter fronting onto the customers’ 
lounge cannot be stressed too 
greatly now that the period of 
competitive parts sales has been 
brought into reality by the recent 
launching of several major lines 
of their parts sales campaigns. 

If a dealer is to sell his share 
of the quantity of the parts and 
accessories which his trading area 
should absorb, he must utilize 
every means at his disposal to 
move the merchandise. And noth- 
ing works more steadily on a cus- 
tomer’s idle mind than an attrac- 


tive display. 
+* 
A GOOD example of modern 
dealer thinking is typified by 
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irs rr enough to permit entry of the 
OST favored of the annex/larger-sized panel and delivery 
buildings is the “paddock | trucks. 





Winning Customers, Increasing Sales 


FRAM 


Cleans the Ott that Cleana the Motot 


for Dealers across the Nation! 


NOW IN FULL SWING—FRAM’S great 
$100,000.00 Prize Contest is booming dealer sales 
everywhere! You make profits and you have an 
opportunity to win one of 229 Cash Prizes at the 
same time! FIVE HUNDRED DOLLARS 
CASH goes to the winning dealer! $100.00 to the 
next four lucky dealers! $10.00 each to the next 
224 dealers. AND IT’S EASY TO WIN! Simply 
help your customers enter the big Fram contest 
and prepare their entries. (For complete rules see 
special broadside.) Then if one of your customers 
wins, you win, too! 

Motorists state in 25 words or less why 
they prefer to have their car equipped 
with a famous FRAM Oil & Motor 
Cleaner ...win 5 cars, Philco Refrigera- 
tors, Freezers, Radios, 200 Other Prizes. 


THAT’S NOT ALL 


FRAM’S backing this great contest pro- 
motion with a big national magazine ad- 
vertising campaign and advertising in 
1599 daily and 2531 weekly newspapers. 
Ask your jobber’s salesman for free entry 
blanks and other dealer helps. Do it to- 
day! Fram Corporation, Providence 16, 
R. I. In Canada: J. C. Adams Co., Ltd., 
Toronto, Ontario. 


OIL & MOTOR 
CLEANER 





Arlington Motors (Plymouth- 
Dodge-Dodge trucks), 13800 W. 
Seven Mile Rd., Detroit, where 
Charlie Bauervic, owner, and Al 
Harmon, general manager, have 
provided locker room, lunch room 
and shower room facilities for the 
personnel of their service depart- 
ment. 

Practically soundproofed 
against shop noises, the rest- 
rooms are located in the lower 
levels of the dealership away 
from customers’ inquisitive wan- 
derings. Thus they provide pri- 
vacy for those who wish to 
escape the shop for a few min- 
utes and, by the same measure, 
provide a ready assembly hall 
for the showing of service mov- 
ies, holding classes in new equip- 
ment or private meetings be- 
tween management and person- 
nel 
Air conditioned and attractively 
lighted, the rooms are a definite 
asset to the good relations which 
| prevail at this progressive dealer- 
| ship. 


oe ” *~ 

EALERS have failed to build 

buildings in tune with the 
needs of the day, according to 
many sales experts. Instead of a 
large and well-lighted, well-venti- 
lated service shop where rapid 
service and good workmanship 
would pay handsome profits, many 
dealers have gone in for an ultra- 
modern showroom frontal which in 
itself is sometimes larger than the 
rest of the dealership combined. 

Apparently, the only guiding rule 
for the architects was the stipula- 
tion that whatever they built, it 
| had to be bigger and fancier than 
| the competitor down the street. 

As a result of such boom-time 
thinking, many dealers have load- 
ed themselves with a front-shop 
“white elephant,” while their real 
source of income strangles to death 
| for the want of additional service 
| space. . 

The surest way to a success- 
ful community trade is to pro- 
| vide that community with satis- 
| fied service. But some car own- 
ers are frightened away from the 
gilt and glamor style of dealer- 
| ship because they feel that such 
| a structure has high overhead 
| and investment which, in turn, 
would reflect itself in the price 
of repairs. 

As a consequence, Mr. Car Owner 
| often seeks out a smaller, not-so- 
|imposing place to have his ve- 
| hicle repaired. 
| The remedy of this situation 
| sometimes lies in community ad- 
| vertising of service estimates and 
| the guarantee of good service. If 
| a dealer provides satisfying work 
|for his customers, they will con- 
|tinue to return to him; if he 
| doesn’t, they will seek elsewhere. 
| Concentrate on providing service 
by providing facilities for giving 
that service. The needs of the cus- 
tomer should always come first 

Art will take care of itself. 


Sizer Chevrolet 


| A new Chevrolet outlet in Pina! 
county, Ariz., is Sizer Chevrolet 
Co., Arizona Blvd. and Central 
Ave., Coolidge, Ariz. Bradley Sizer 
is president and Bradley Sizer jr. 
secretary. 
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SERVICE SECTION 


Tague-Anderson Home 
Near Completion Stage 
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ready for occupancy this month. 















Arndt-Palmer 


RECONDITIONING MATERIALS 
FOR USED CAR 
INTERIORS and CHROME PARTS 


Profit building materials 
by Arndt-Palmer increase 
the value of your used 
cars, build up sales vol- 
ume, and customer satis- 
faction. Here’s a sales tool 
that will give you a sharp 
increase in net profits. 





Jobbers and Paint distributors write us 
for Representation in your Territory 


ARNDT-PALMER LABORATORIES 
17730 Dora Street, Melvindale 
DETROIT, MICHIGAN 


Seececccceecessccccccses teeeeseseas 





COLLINS & AIKMAN 


CoRPORATION 


200 MADISON AVENUS, NEW YORK 16 ,N-Y. 





jnounced its new building will be 
The new showroom is of modern 


Tague-Anderson Motor Co.|design and constructed of steel, 
(Ford), Yankton, S. D., has an-|brick and tile. 


parking. 





Prices 


(Continued from Page 1) 
off considerably in the past six 
weeks, Schaefer said. Canvas-tops 
now bring about the same prices 
as hardtops of the same line, he 
added. 

Truck prices and truck demand 
in the Indianapolis area have “gone 
to hell,” Schaefer said. Pickups are 
holding firm, providing they are 
clean and unused, and new 1'%-ton- 
ners still bring a slight premium. 
Used trucks are practically un- Join the Hundreds of dealers 


a a who have profited in the sale of the 


Me some ‘buyers believe, is due %| PROVEN & ACCEPTED “WEATHER PROOF” 


the pending G. I. bonus and ter- 


minal leave payments. As a result 
of this new prosperity, some buy- 
ers are stocking up on older cars 


that will fall within easy reach of 


FAST SALES 


ADD UP TO 


BIG PROFITS 





this new army of customers, 1938s, these new features— 
"39s, '40s and ’41s are moving faster With r f “ 
as a result, it was pointed out. PRIMED A BEAUTIFUL GREEN 
Most of the independent makes ready final mated 
do not get into Schaefer’s auc- - —ew — 
tions nn it was pointed out, | FULLY ASSEMBLED 
because ey won’t bring the 
prices the owners want and buy- | simply attach brackets and install in a few minutes. 


because the margin of resale isn’t 
sufficiently large to permit a rete 
profit. As a result, most of the 
independent makes are moving 
through retail channels. 

Texas buyers are having a tough 
time buying in the Northern areas, 
because prices between the two 
points are so much alike that buy- 
ers cannot move the cars to Texas 
for resale without suffering a loss. 
As a result, Texas buyers are do- 
ing some shrewd buying, if any at 
all, and looking for sure-fire re- 
sale items only. 

More than 150 potential buyers 
crowded Schaefer’s sale last week, 
it was reported. 

* a * 


A L. POLLOCK, Oklahoma City NO HOLES TO DRILL . .. WON’T TEAR OR RIP 


wholesale used car dealer, re- 


ers won’t pay the asked price, SUN PROTECTION PLUS BEAUTY 





ported that wheat boys are paying @ 5 sizes to fit all cars except Lincoln and Studebaker 
the highest prices for 1946 and ’47| 

madd. Demand to very teh at| without split windshields. 

present, and prices are from $150 | LIST PRICE 


to $200 higher than at any time| 
this year. | Os 
Good crops, lots of employment $29 


and high wages are given as rea- CAR DEALER’S REDUCED COST 
sons forthe new markets. “Those 


young fellows have more money 
today than they know what to do! qc 
with,” Pollock said. * 


It was reported also that sup- Please Specify Car Models 


s, ’, 
Gm ot So hae Sold in Carton Lots Only —6 to a Carton — Wt. 43 Ibs. 


during the past eight weeks | Terms —C.0.D. Immediate Delivery 





through a combination of dealer- F.O.B. Milwaukee 
customer contracts and summer 
vacation travel. 


Trucks are becoming more avail- Distributors 
able but the demand has dropped CHARLES DISTRIBUTING CORPORATION 
| off from 50 to 75 percent in recent | 9938 wy, Wisconsin Ave. Milwaukee 8, Wis. 


weeks, he said, and prices have 
| fallen considerably. 

Some ’46’s with high mileage and 
in rough condition have been mov- 
ing through his auctions at prices 
ranging from $1,350 to $1,600. Rea- 
son for the lowered prices is a 
combination of abuses ranging 
from dirt road punishment to cheap 
fender repair work and poor re- 
painting jobs. High speeds, dust, 
rough roads and ditches have 
roughened up a large share of the 
| cheaper late model resales, he said. 


| Convertibles have dropped sharp- 
ly in demand in the Southwest also, 
it was noticed. However, bidding 
on hardtops of nearly every line 
has shown healthy activity in the 
several states where Pollock-oper- 
ated auctions are held, it was 
pointed out. 











‘ L lasti d easy to ly, NU-KROM< is ideal for refinishin 
Kinston (Kans.) Dealers Oe ee ee ts eer 


Elect Thompson 
KINSTON, Kans.—R. A. Thomp- 


bumpers, hub caps, body trim, radiator ornaments, grilles and 


headlights. Opens a new field of profit to your service and fleet 





| son, Kinston, has been elected maintenance departments. 

president of Lenoir County Auto- : 

|mobile Dealers Assn. Other offi- NU-KROM gives the closest approach to the appearance of 

cers are C. L. Carrow, Kinston, | chromium itself. Weathers well and retains original appearance 

vice-president, and Haywood : , 

Weeks, Kinston, secretary-treas- | over long periods of time. 

urer. a 
The enecutive committee is com> | Ask your supplier or write for the big economy Dealer's Kit No. 

posed of the above officers and 7A complete with buffer, brush and ample material to refinish up 


Melvin Jones, Pink Hill, and B. 


V. Mooring, LaGrange. The asso- to 50 cars. Service managers report that their profits from NU- 





ciation was formed last January. KROM refinishing range from $100 to $150 per kit. Don't miss 
this opportunity for added service and profit. 
NU-KROM Dealer’s Kit 


| Schleifer Spreading Out 
| $1250 
Number 7A complete 


John Schleifer (Chrysler-Plym- | 
outh), Huntington Park, Calif., has 
| purchased a lot at the rear of his WutKROM 

Century Chrome Products Co. 
|the used car lot and for customer 2719 Nicollet Avenve . Minneapelis 8, Minnesota 







| facilities to relieve congestion on 
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ADVERTISING IDEAS FOR DEALERS 


(An Automotive News Service to Dealer Readers Who Do Not Have Professional Advice ) 


* * . * « . * * > * * + 


NOW YOU CAN BE SURE niles ndameanil 
(I’m ABNER 

SPECIAL ™ mete aly ae 

MOTOR and SAFETY TEST 


A factory engineer will be here to give you a complete diagnosis with 


the New ALLEN Motor Tester. We will give your car the Motor and $ 2 50 : a il ; 
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CADILLAC-OLDSMOBILE 
Owners 


Are cordially invited to come here 
For Service “As You Like It” 















Safety test listed below for only ............cccccceeccceccccee cece 
If your motor is not performing correctly we can tell you what the trouble ia 





















































ALL MAKES OF CARS AND TRUCKS z A a” *. You Can Get Your Car Completely Overhauled On Our Easy G.M.A.C. Badgrt Plen vehic 
: ALHEY LSISZELL, PARTS MANAGER’ 
en ne rema 
Wher in neat of Kean perts, SOUTHERN MOTORS, INC. same 
% COMPRESSION TEST Fementer "ABAPR"S Phone a6 et 341 UNION AVE. PHONE 8-8208 ing 1 
: a. M. (di Anderson, J. P. Jolly and Joh Horace Mason, 
Condition of the rings and valves, Cylinder LOGAN | O97 Soe cei = amet. test 
tlaewsere in Amartou, 
+ sr write, Task vp thie card wien FACTORY-TRAINED mechanics and In 
N TEST phone mitten & altreqs Tor quid approved equipment got top billing in 
* or 0 ee _ reference! Then cnld “Abner®™ at this announcement ad by Southern Mo- CX AEEEEAAAAAAAAAAAIIT eet 
condenser, distributor ) primary ; TRA tors Inc. (Cadillac-Oldsmobile), Mem- ‘ 
secondary eircults, distributor cap, wires. NASH CEN : L MOTORS phis. Note reference to budget plan for PAY-AS-YOU-RIDE A: 
3109-11 Gitthare Road repairs. J. M. Anderson is service man- > 
> KANSAS CITY 3, MISE £1 . ager of the dealership. » FOR — 
STARTER CIRCUIT TEST NSA ' s50U! Dm volun 
4 Battery, cables, starter, switch, starting motor. M4 CAR REPAIRS ee 
PERSONAL TOUCH is provided by 5 . — 
GENERATOR CIRCUIT TEST Nash Central Motors, Kansas City, in * c] We will finence the repeirs your cor needs. finan 
» ara a series of postcards sent prospects. Parts M Repay in small weekly or monthly peyments mont 
Genera: tage regulator. volume rose 400 percent, it’s reported. > a mo 
* COMBUSTION TEST , : vehie 
Y . | 
Idle speed system, speed system, acceler- 
a automatic choke system, air clean- LU R iH Ww D4 bes 
% — er, fuel pump. i was 
PS mode 
* SAFETY TEST 4" incre 
° amou 
Lights, horn, windshield wiper, radiator, water o 
Pump tose," tires, brakes. EXPERT REPAIRING 3 form: 
atter 
° ~ 
FENDER-BODY SERVICE : . . x... 
rs 
- Ps COMPLETE MOTOR than 
The finest workmanship . . Immediate service P and 
> 
MOTOR COMPANY on all cars and trucks. Painting . . Porcelain- m4 Will Solve Your Trouble vad 7 
KAISER— —— —FRAZER izing . . Seat Covers . . Upholstering. bq Motor emnpiieaing sorlee tnsteten ave The 
» ian ins, ing inserts, valves ground, finan 
803-15 West Howard Avenue—at Caillavet St. Biloxi, Miss. ° ° S$ oimaene. 7 a ai esa finan 
Lowest Possible Prices 1 oom: wand 
5 DAY SERVICES 
SPECIALS ARE ALWAYS popular, and Smith-Endris Motor Co. (Kaiser-Fraz- Phone KE.ISII a etnelk ‘alist: omee pe finan 
° i 4 of ve 
er), Biloxi, Miss., took advantage of the space to publicize its motor testing equip- f] © Clutches rebuilt sine ina. oank 
ment, with the aid of the company which makes the tester. The safety angle is bq ° Transmission rebuilt installed > | 
p-clanat CHEVROLET CO. . = nee FF last. 
i cemmmemm Soueeieame FF mere’ 
BODY AND PAINT SHOP ms © Shock absorber service © Under — be were 
A 
1945 Arapahoe St. S Your Downtown Service Headquarters Me amou 
PS 
3 LUBY CHEVROLET CO., Denver, emphasizes its service know-how in two- > HUB MOTOR SALES ° Ch 
column ads appearing weekly in local newspapers. They have been bringing ex- m ° ) 
cellent results, it is reported. » Home of Kaiser, Frazer Cars bs 
bq 119 N. Warren St. Phone 3-8193 }4 Ne 
i? Sa ry 
Ps lesroom Open Till 8:30 P.M. o 
rx x SY NXXYY YY XYYYYYYYYYYYY¥ i. 


Mel tele Pia e PAY-AS-YOU-RIDE angle was a 








drawing card in this ad of Hub Motor hws 
MORE FUN Sales (Kaiser-Frazer), Syracuse, N. Y. ev! 
It produced some overhaul business. Mode 
In Your Vacation Travel agem 
WITH THIS COMPLETE por 
PRE-VACATION Str 
auton 
V peck yo f/ nomi 
ing p 
(0 Tune-up the engine for and — 
top performance. ae 
Shaes and mre tw Ge O Lubricate the chassis. ties 
are rolling off assembly lines 0 Inspect the transmission Pa tion 
the nation over . . . bringing added and differential lubricants. .. £ whicl 
happiness and pleasure to car-loving O Change motor oil; inspect six-w 
Americans, oil filter. . of a 
kes—adjust if rae q Ta a 
Newton Chevrolet knows that stepped- 0 ban a ee € A wd Oo’D 
up production schedules have not yet ' i tai catia Nene Nod 1 I 
been able to meet the demand . . . but () Inspect windshie yon To 
we also know that the time is not too lights and steering. s 2 : 8 ; CH 
far distant when new cars will be “sold” *THE PRICE? + { icy o! 
—not “bought”! Probably less than you expect repre 
Throughout the years, Newton Chev- ON aot 
rolet has maintained a sales plan em- of R 
phasizing “selling” policies designed to ; to th 
serve our friends and customers. We Moto: 
are trying to continue the pleasant as- h 
sociations of the past, and hope to hold SERVICE oe 
your respect and patronage now... and: 6O 
irec 
bylav 
ing p 
NEWTON McALLEN NASH CO. ar 
HEVROLET er i 
Soke KELLY ELAM the | 
and Service © Phone 6-018! © 399.335 Market to Broad ae ee such 
Tune in Henry J. Taylor, Monday and Friday, 6:30 P.M., WAGC CLIFF PRATZ 
15 So. 5th Phone 153 . aS 
- 4 er 
own ep om ee ae pen eee i CHECK LISTS are always attention- THIS TYPE of advertising (above) is not uncommon, but it still attracts atten- Co., ¢ 
~ >» explain its new-car sales policies, getters, as proved by this one-column tion and identifies your place of business. Universal Car Co. (Chevrolet) is located its a 


while putting across @ service message. The illustration is particularly attractive. ad of McAllen Nash Co., McAllen, Tex. in Louisville. deale 
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What We 


ATLANTA, Ga.—Steps to curb 
what it termed a “national racket 
on an enormous scale” in the ex- 
cessive pricing of nearly new auto- 
mobiles were urged here last week 
by the Fulton County Grand Jury. 

The jury said it found through 
investigation that a majority of 
the over-priced new and nearly 
new vehicles come from individuals 
who place multiple orders and then 
sell the cars for much greater 


Time Sales Hold 
Steady for 1947 
In Canada 


OTTAWA. — Financing of motor 
vehicle sales in Canada in July 
remained at approximately the 
same level as in the three preced- 
ing months, according to the lat- 
test report of the Division of Census 
of Industry and Merchandising. 

Increases over July, 1946, amount- 
ed to 67 percent for new vehicles 
and 213 percent for used vehicles. 

A slight increase in new vehicle 
financing in Canada raised July 
volume to 3,994 units with a 
financed value of $5,394,855. The 
number of new passenger cars 
financed was larger than in earlier 
months of the year, but there was 
a modest reduction in commercial 
vehicle financing compared with 
the three previous months. 

The July total of new vehicles 
was made up of 2,430 passenger 
models and 1,564 trucks and buses 
increases over July a year ago 
amounting to 128 percent for the 
former and 18 percent for the 
latter. 

Used vehicle financing in Canada 
was only slightly lower in July 
than in the two preceding months 
and the reduction was accounted 
for entirely by a decline reported 
for commercial vehicles. 

The total of used vehicles 
financed numbered 7.017 with a 
financed value of $4,290,091. There 
were 5,564 used passenger cars 
financed for $2,992,253, the number 
of vehicles financed being 245 per- 
cent greater in July this year than 
last. The increase for used com- 
mercial vehicles, of which 1,453 
were financed for $1,297,838. 
amounted to 131 percent. 


Chevrolet Starts 
New Dealer Class 


DETROIT.—T. H. Keating, gen- 
eral sales manager of Chevrolet, 
opened the 18th session of the 
Chevrolet Postgraduate School of 
Modern Merchandising and Man- 
agement last week with 42 students 
from the United States, Canada 
and New Zealand in attendance. 

Stressing the importance of the 
automotive industry in the eco- 
nomic system of the country, Keat- 
ing pointed out the responsibilities 
and opportunities of a Chevrolet 
dealership, and the benefits de- 
rived from attendance at _ the 
school. Every section of the na- 
tion is represented in the class 
which will be given an intensive 
six-week course in the operation 
of a modern Chevrolet dealership. 


O’Donnell Is Elected 


To CATA Board 

CHICAGO.—In line with its pol- 
icy of having all dealer line groups 
represented on its directorate, the 
Chicago Automobile Trade Assn. 
last week announced the election 
of Robert J. O’Donnell (Hudson) 
to the board. He heads O’Donnell 
Motor Sales, Inc., along the south 
shore motor row, and was elected 
for a one-year term. 


Another innovation by the CATA 
directors was an amendment of the 
bylaws to provide that the retir- 
ing president remain on the board 
for one term to “retain the benefit 
of the experience and counsel of 
the immediate past president for 
such a period of time.” 


N. H. Firm Handles Tractor 

New Hampshire Farm Tractor 
Co., Chester, N. H., has announced 
its appointment as Ford tractor 
dealer. 








Individuals Cause Resale Racket, 
Georgia Grand Jury Finds 
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All Know 


prices as soon as they get delivery. 

Numerous employes of Fulton 
county, Atlanta and other munici- 
palities in the county, the jury 
said, “have made an extensive prac- 
tice of buying new cars and im- 
mediately selling them at a big 
profit.” 

The jury also charged the city 
of Atlanta with “aiding and abet- 
ting” the practice in allowing pub- 
lic auction of such cars at Lake- 
wood Park. 

It was recommended by the jury 
that dealers refuse to deliver a 
new car to persons known to have 
previously purchased 1946 or 1947 
automobiles, and that new car 
dealers report the names of people 
who have bought new cars and dis- 
posed of them, to the Internal Rev- 
enue Department. This would be 
to collect taxes on the profits. 

The jury further urged that 
Georgia set up a state automobile 
title office. The state is far behind 
most others in this respect, it said. 





Precision accuracy insured 
by Sun’s Service Policy 

























AT THE RICHMOND, CALIF., Ford district plant when Babe Ruth visited the as- 
sembly line. Left to right: Art Hatch, West Coast regional manager; W. A. Abbott, 
plant manager; Ruth, consultant for Ford in the American Legion Junior Baseball pro- 
gram, and Les Lutz, district manager. 





Faster 
“Mobil Special’ Races With 
Thermoid Parts 


BONNEVILLE, Utah.—Substitut- 
ing for Ab Jenkins as driver of the 
“Mobil Special,” Louis Welch of 
Novi, Mich., set a new American 
record, Class D, when he attained 
196.52 miles per hour for one kilom- 
eter at the salt beds here. 


The car, which 


SEE HOW MUCH MORE YOUG 
MASTER MOTOR TESTER 


cathe lel 
send NOW for FREE 


Welch, was specially equipped by 
Thermoid Co., Trenton, N. J., for 
brake lining and all necessary hose. 

Attempts to break the existing 
international record were without 
success, due to engine trouble and 
inclement weather. No further runs 
are planned for the “Mobil Spe- 
cial” this year. 


Want to buy or sell new or used cars? 
Classified Want Acs (see inside back cover) 


is owned by | will solve your problem. 


MOST IMPORTANT feature of any testing 
instrument is the factory service behind it. 
YOU can’t earn profitable customer 
with inaccurate testing. You certainly can’t 
make money with out-of-service equipment. 
Above all else, you must have insurance 
against both! That's why there is nothing 





Tool Exhibit 
On Next Week 
In Chicago 


CHICAGO.—Sixteen million dol- 
lars worth of machine tools will 
go on exhibit here next week at 
the Dodge-Chicago plant where the 
National Machine Tool Builders’ 
Assn. is holding its 1947 Machine 
Tool Show Sept. 17-26. 

More than 3,000 workmen were 
employed in setting up more than 
2,000 pieces of working machine 
tool and metal working units. Ex- 
hibits totaling more than seven 
million pounds in weight were un- 
loaded from 125 railroad cars and 
150 trucks. 

The NMTBA, under whose aus- 
pices the show is held, anticipates 
an attendance of approximately 
100,000 industrial, financial, and en- 
gineering executives. Advance reg- 
istrations have been received from 
all parts of the United States and 
Canada and from 30 overseas coun- 
tries. Admission to the show will 
be by registration only, and the 
majority of visitors will register 
on arrival. 


d will 


that compares with sUN Service. Over 230 
engineers bring SUN’S MATCHLESS SERVICE to 
our door within a matter of hours... always 
ess than 24 hours no matter where your 
business is in the U.S. A. 


These engineers, in many ways, help you to 


make more money with SUN. They teac 


your 


new men how to operate it most efficiently... 
they keep a SUN equipment up-to-date. 


That's anot 


2h 


CATALOG 


of COMPLETE MOTOR TEST EQUIP 


MENT for the Modern Repair 


SLitels) 


er one of the good things about 
SUN; when new developments occur, you don’t 
have to buy complete new equipment. Your 
SUN engineer will bring it up-to-date by simply 
changing a few parts. 

Why not send the coupon for the LATEST SUN 
CATALOG, see if you're not missing something? 
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Week’s Total Is 79,964. . 
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Production Rate Rises 
To 20,000 Units Daily 


(Continued from Page 1) 


612 Mercurys, 135 Lincolns and 
1,240 Ford trucks. 

“If schedules are achieved, Ford 
will end September having built 
about 78,288 Fords, Lincolns and 
Mercurys, compared with the 39,- 
701 the company was able to build 
despite the Murray tieup during 


August. 
* * 


N THE basis of Ford informa- 

tion, plus schedules planned by 
other makers, U. S. plants during 
September may be able to turn 
out about 325,000 cars and 103,500 
trucks. Canada could add another 
22,000 vehicles to the total. 

Achievement of this number in 

September by U. 8. plants would 
virtually duplicate their postwar 
peak performance of last April 
when 428,005 vehicles were built, 
including 315,197 cars and 112,- 
808 trucks. 

However, although daily sched- 
ules were relatively high last week, 
poor steel deliveries and the con- 
tinued failure of the steel industry 
to supply higher quotas, kept auto 
makers from generating any mark- 
ed optimism over prospects for the 
balance of the year. 

a * 
Tas described present condi- 
tions as “not critical,” but most 

makers felt the present situation 
rules out the possibility that new 
postwar output records can be 
achieved during the balance of 
1947. 

Brightest spot in the supply 

picture was an indication that 
pig iron, long a critical item, 
now seems sufficiently available 
in relation to the amount of 
sheet steel that will be processed 
for the auto industry during 
September. 

Combined U. S. and Canadian 
ear and truck output last week is 
estimated at 84,027 units, compared 
with 87,328 the previous week. 

* > * 


FOLLOWING is a resume of ac- 
tivity in U. S. plants last week: 

General Motors: With output still 
curtailed at Chevrolet and Pontiac, 
all GM divisions turned out an 
estimated 20,889 cars, compared 
with 16,436 previous week. GM di- 
visions had built approximately 
948,249 cars in 1947 through last 
week, and September will find the 
corporation well over the 1,000,000 
total in passenger car output. Dur- 
ing all of 1946, GM was able to 





Illinois Taxes on Upswing 

SPRINGFIELD, Ill. — Motor fuel 
and motor vehicle taxes in Illinois 
increased during the first six 
months of 1947. The state treasury 
announced that last year’s motor 
fuel tax income of $22,348,156 had 
been increased this year to $24,663,- 
066. Motor vehicle taxes rose from 
$22,074,069 to $76,569,125. 


war formulation is the product of a laboratory that has been producing quality chemical 
products for over 100 years. The performance of FINA FOAM will amaze you. 


YOU CAN ADD $50 


to the price of many used cars 


after the upholstery has been 





Mail Orders to 
EARL GRISSMER CO. 
P.O. Box 5992 

Indianapolis, Indiana 


| 
| cleaned with FINA FOAM. 
| 

; 





















build only 827,849 passenger cars in 
all five divisions. 

Chrysler Corp.: Built an esti- 
mated 13,775 cars compared with 
16,807 previous week. All passen- 
ger car operations are reported 
back on normal schedules fol- 
lowing settlement of the Murray 
strike and cooler weather con- 
ditions. 

Ford: A boost -in scheduling re- 
sulted in estimated output of 13,386 
ears compared with the 12,502 
built in previous four-day week. 
Mercury production expected to 
hit schedule by the early part of 
this week. e 

Kaiser-Frazer: Built an estimat- 
ed 2,850 cars compared with 3,428 
previous week. K-F ended August 
with the creditable total of 12,774. 
Reportedly, 15,000 units are sched- 
uled this month. 

Hudson: Built an estimated 2,174 
cars after turning out 2,880 previ- 
ous week. 

Nash: Built an estimated 2,139 
cars in four days, compared with 
2,774 previous week. Daily sched- 
ules still call for 540 assemblies. 

Packard: Built an estimated 989 
ears during holiday period, com- 
pared with 1,281 previous week. 
Studebaker: Built an estimated 
2,001 cars compared with 1,873 pre- 
vious week. A total of 17,000 cars 
and trucks are hoped for in Sep- 
tember. 

Willys-Overland: Built an esti- 
mated 638 station wagons and 1,452 
commercial units, compared with 
totals of 752 and 1,817 previous 
week. 


Ford Hits 400 Tractors 


Daily in Highland Park 

DETROIT. — Record production 
of the new 8N Ford tractor has 
reached 400 per day, it was report- 
ed last week by Harold J. Robin- 
son, manager, Ford Motor Co.'s 
Highland Park tractor plant. Man- 
ufacture of the 8N began in mid- 
July. 

Barring material shortages it is 
expected that production will reach 
430 tractors per day by October 
and 450 per day by December, Rob- 


inson said. 
* . + 


K-F Delays Decision 


On Canadian Site 

TORONTO.—Kaiser-Frazer plans 
to make cars in Canada but will 
not likely decide upon a site for 
about two years, Joseph F. Frazer, 
president, said in Toronto on his 
return from a trip to Europe. The 
corporation wished to proceed in 
an orderly fashion in this expan- 
sion and there were many factors 
to be considered, he said. 

He foresaw continued good con- 


ditions in the Western Hemisphere | ™er managers of the firm and plan 
|to continue operations under the 


| name of Childs-Daniels Co. 


and could see no prospect of a re- 
cession, he said. 





CLEANS 


All You Pay 
Check with Order ... F.O.B. Cleveland, Ohio 


FINA FOAM 
USED CAR UPHOLSTERY 


; 
FINA FOAM is a recent development that is truly sensational in results. This new post- 


SPECIAL USED CAR 
DEALER DISCOUNT 


5 cases (containing 4 gallons each) sufficient to clean 
upholstery of 25 cars. Regular Price 
Less Dealer Discount ................ 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 





Week Week dan. 1 dan. 1 
Ended Same Ended Total to to 
Sept. 6, Week Aug. 30, August, Sept. 7, Sept. 6, 
1947* 1946 1947 1947* 1946* 1947* 

GENERAL MOTORS .. 20,889 18,817 16,436 109,394 360,852 948,249 
EE 615 ecewes cee 9,614 8,399 3,230 47,841 176,377 459,920 
ESC: iy'ns we 4es Gs 06 4,927 4,083 6,300 24,722 66,265 175,782 
he 560.00 66008 2,714 2,990 1,479 15,167 657,682 144,754 
Oldsmobile ........... 2,596 2,685 4,157 16,148 47,815 128,166 
_ .. __ ae 1,038 660 1,270 5,516 12,713 39,627 
CHRYSLER ............. 13,775 14,229 16,807 61,207 380,215 517,293 
PE 6509600000 6,424 7,023 7,893 28,222 162,723 243,172 
Es hava. Je 's «pep t.atiob ei 4,104 3,746 4,904 17,976 120,643 148,492 
ED exe ss xh errs ned 1,761 2,062 2,289 8,598 52,800 70,295 
66 hi 500405006 1,486 1,398 1,721 6411 44,049 55,334 
Ea ray aae decodes 13,386 10,019 12,502 39,701 255,984 480,027 
SE nisb'e Guts nek oles 0 11,876 8,311 11,545 37,881 213,192 388,555 
0 re 1,009 1,708 378 1,241 36,390 72,801 
EE ts bi ade s sev o6 b 501 snes 579 579 6,402 18,671 
KAISER-FRAZER 2,850 134 3,428 12,774 619 78,142 
SEE 5.30 kwon oe <i 1,447 66 1,732 6,594 307 = 41,175 
EE) i o.b.05.6.¢2.9 andes 1,403 68 1,696 6,280 312 36,967 
I 2,174 2,175 2,880 9,001 659,122 83,920 
STUDEBAKER ......... 2,001 1,660 1,873 3,359 40,235 77,349 
a kkh 20:6 04.4 4.60 04,0,8 2.139 1,136 2,774 8,325 58,465 77,238 
ED 6 5.6.5.4 90.0003 0.0 989 1,139 1,281 4,111 22,155 33,533 
OE 39S snes. vnkeas-s 638 oees 752 2,540 sco. Cee 
Total Cars, U. S....... 59,168 49,405 59,138 252,221 1,178,844 2,329,701 


*Station wagons. *Revised. 
. 











* . * s . 
COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week Jan, 1 dan, 1 
Ended Same Ended Total to to 
Sept. 6, Week Aug. 30, August, Sept. 7, Sept. 6, 
1947* 1946 1947 1947* 1946* 1947* 
EN eid a a's 5 xv eo 6 6 4,879 5,234 3,839 13,122 112,238 198,804 
CHEVROLET ......... 4,941 4,877 6,093 27,512 149,228 194,018 
ee 3,151 2,674 3,607 10,541 83,681 121,209 
INTERNATIONAL .... 2,371 2,137 2,937 12,574 75,192 102,639 
ED ir ba 6-6's 6.0 e0% 1,452 1,545 1,817 4,908 46,392 57,155 
STUDEBAKER ........ 1,116 958 1,360 4,751 27,928 44,851 
IR oy aio 6 0 VE0 re b-¥ 0s bi 894 1,029 972 2,631 16,641 39,407 
a 289 ere 365 1,756 3,241 14,346 
IE eee ie ee 401 274 876 909 §810,131 138,598 
EE 5.55 bb ss 000 Vuste 314 289 397 1,679 7,483 12,281 
DIAMOND T .......... 309 220 402 1,380 4,490 11,231 
FEDERAL ............ 184 86 201 759 4,169 6,599 
Eee 10 112 10 312 2,229 2,927 
GEE © 6 60 bc cdieecis 79 jave 124 3381 ‘aon 1,947 
MISCELLANEOUS ..... 406 546 511 1,962 17,539 15,169 
Total Trucks, U. S. ... 20,796 19,981 23,011 85,177 560,582 836,091 
Total Cars, Trucks, 
RE Teer ee 79,964 69,386 82,149 337,398 1,739,426 3,165,792 
Total Cars, Trucks, 
Eee 4,063 2,307 5,179 16,546 110,049 168,731 
Grand Total, Cars and 
Trucks, U. S. and 
RE: 6x0 taee ens Bees 84,027 71,698 87,328 353,944 1,849,475 3,334,523 


Note: Combined U. S. and Canada car and truck output in the com- | 


parable week of 1941 was 31,541 units. 
*Revised. Miscellaneous includes Autocar, Divco, Marmon H., Brockway, 


Four-Wheel Drive, Sterling, etc. _ 
Nash to Open 


Childs, Daniels Purchase 
Parts Depot in 


Evans Motor in Florida 
George Childs and Dexter Dan- 
Canada Oct. | 
TORONTO. —A new automobile 


iels have purchased Evans Motor 
plant employing upwards of 1,500 


Co. (Ford), Winter Haven, Fila. 
The firm was founded here in 1932 

men and capable of producing 100 
cars a day is planned for Toronto 


by J. E. Evans, who is now re- 
in the near future, it was an- 


tiring. 
Both Childs and Daniels are for- 
nounced here by H. C. Doss, vice- 
president of Nash Motors. 

Shortages of steel and equip- 
ment may delay plans to convert 
the old Ford plant, now owned by 
Nash, but a parts depot will open 
there on Oct. 1 and remain in 
operation until the changeover to 
the new assembly plant is com- 
pleted. 

At present, no Nash cars are 
made in Canada and they are all 
imported from the company’s Wis- 
consin plant. The local plant was 
purchased from Ford last year. 





J 





Carriers in Wis. 


Meet Sept. 15 


MADISON, Wis.—The Wisconsin 
Motor Carriers Assn. will open its 
annual convention at Alpine Re- 
sort, in Door county, Sept. 15, Sec- 
retary E. J. Konkol announced last 
week. 

Among the speakers at the two- 
day session will be W. Y. Blan- 
ning, director of the bureau of 
motor carriers of the Interstate 
Commerce Commission, and Ted V. 
Rodgers, ATA president. 


. 1 Cooley Alteration 
eet yee Te ee ee eee Te ee $29.25 1 Cooley Motors, 207 W. Huron St., 
| 


— 








Buffalo, has .filed plans with the 
city division of buildings to alter 
its building at a cost of $8,400. 
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Dealer Leader 
Hits Canada’s 
$200-a-Car Tax 


TORONTO.—Car prices in Can- 
ada and the part taxes play in 
keeping the prices high were high- 
lights, in a talk by Howard B. 
Moore, general manager of the Fed- 
eration of Automobile Assns. of 
Canada, at Automotive Day lunch- 
eon at the Canadian National Ex- 
hibition here last week. 

“It is not generally known that 
on low-priced models sales and ex- 
cise taxes amount to more than 
$200 a car,” Moore stated. “Our 
gasoline taxes run approximately 
45 percent on the price of gasoline. 

“We take it as one of our serious 
responsibilities to hold the price 
line as far as may be within our 
power. We are price conscious and 
if we are priced out of our market, 
if our goods are shoved beyond the 
reach of many thousands who want 
them, it will not be due to the fact 
that we are not sensible of our 
trust or that we increase prices 
without doing everything possible 
to keep them at low levels. 


“We believe that a disproportion- 
ate part of the retail price of an 
automobile today is represented by 
sales and excise taxes. We feel 
confident that responsible govern- 
ment leaders will see to it that a 
commodity which affects the cost 
of living as does the automobile, 
will not be asked to bear a dis- 
proportionate share of the tax bur- 
den in the future.” 


Moore pointed out that Canada 
is not exporting a disproportionate 
share of Canadian-made automo- 
biles, but is exporting only the tra- 
ditional percentage of production. 


Committee Named 


For N. J. Session 


NEWARK, N. J. — New Jersey 
Automotive Trade Assn. last week 
announced the convention commit- 
tee for the 29th annual convention 
at the Traymore hotel in Atlantic 
City Sept. 25-26. Committee mem- 
bers are Courtenay S. Whitman 
jr., chairman; Walter W. Stillman, 
co-chairman; John M. Kramer, co- 
chairman; Reuben R. Bennett. 
John D. Bowlby, James J. Brogan, 


| Harold Burd, George H. Condit jr., 


Harry DeAngelis, Harry Doerr, 
William F. Downs, William F. Fitz- 
patrick, John H. Gardner, James 
Davis and Otto P. Henneberger. 
T. Irving Johnston, Gerald S. 
Kleinhanz, Andrew Lustbaum, Wil- 
liam L. Mallon, Thomas B. McGuire, 
Charles H. Pyle, Peter T. Ranere, 
Harold E. Reese, Peter L. Schaef- 


|fer, A. Gordon Swan, Edward J. 


Rabidoux, W. Chester Watson, Roy 
Zabriskie and President Martin J. 
Moore, ex-officio. 


Studebaker C ites ‘Israel 


Harry Israel Motors, Inc., Wau- 
kesha, Wis., has been cited by 
Studebaker Corp. for the outstand- 
ing facilities and high standards 
maintained by the dealership. 


KNUDSEN 


. 
—a Biography 
By Norman Beasley 

“The life of Knudsen 
spanning the years 
from 1900 to 1947 is 
in itself a history of 
the industry. It will 
Prove as interesting 
reading to anyone who 
believes in the kind of 
America we are de- 
termined to retain, as 
it will to us who 
make our livelihood di- 
rectly or indirectly 
from the manufacture 
or sale of motor ve 
hicles. I would recom 
mend it to the Book-of-the-Month Club or 
the Literary Guild as surpassing in gen 
eral interest anything they have selected 
this year. We predict that it will run 
many printings and would be disappointed 
if every reader of this column did not 
make it a ‘‘must’’ for his library and «4 
legacy for his children. We will be eter 
nally indebted to Norman Beasley for th: 
excellent job he has done, but more par 
ticularly for the ingenuity he displayed in 
getting Bill to agree to it!'’—George M 


Slocum in ‘‘Edgewise.'’ 
PAGES 
397 Goth Bona $3.79 
BOOK DEPARTMENT 
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Slow But Sure... 





more potent contender for auto- 
motive business than it was be- 
fore the war. 
. . * 
Or complaints about the ease 
of damaging aluminum and 
the difficulty of repair are being 
overcome in the research labora- 
tory of greater use. 

However, despite the great in- 
crease in aluminum production, it 
is still measured in pounds against 
steel’s tons. So aluminum won't 
replace steel in cars, even in the 
fondest dreams of the aluminum 
firms. It will rather supplement 
steel. 

And its use will come in grad- 
ually for some time, for the auto 
makers are quick to test new ma- 
terials but slow to use them in view 
of the many difficulties encoun- 
tered in adapting new things to 
mass production. 

A big investment is required 
for fabrication of aluminum. It 
isn’t likely that the investment 
will be put up unless the auto 
makers are convinced that the 
long-term prospects of aluminum 
for certain parts are sound, or 
that the steel industry has so 
underestimated the future de- 
mand that the steel shortage is 
likely to last for many years. 

Certainly many of the auto mak- 

ers are in the mood to use alum- 
inum if practical. Many feel that 
the steel industry has sold the auto 
industry short by giving it a good 
deal less than its historical per- 
centage of steel. 

So the steel industry itself may 
hasten the loss of part of its busi- 


ness to aluminum. 
* * * 





THE NEW BUILDING recently completed for Greenville Auto Sales, Inc. 
McBee and Church Sts., Greenville, S. C., is on a 200 by 200-foot lot. About 24,000 
visitors registered during the two-day opening. Officers of the dealership are Van B. 


(Ford), E 


White, president; Lindsay J. Forrester, vice-president, 
4. Furman Berry, sales manager. 


Publix Showing Due 


Display Set for September; Fabrication 
By Aircraft Firms Due 


FORT ERIE, Ont.—First show- 
ings of the three-wheeled small 
Publix car will be held late in 
September in Toronto, Ottawa, 
Montreal, New York City, Phila- 
delphia and Washington, it was 
announced last week by Publix 
Motor Car Co. 

First production models, it is 
said, will be one with gearshift 
and doors to retail at $300, and 
a belt-drive, no-door model at 
$250. 

B. deH. McCloskey, managing 
trustee of the company and de- 
signer of the car, says mass pro- 
duction is planned on a contract 
basis by several large airplane 
manufacturing companies in Can- 
ada and the United States, because 
they are “weight conscious and 


secretary and treasurer, and 







have the know-how in aluminum 
fabrication.” 

He hopes production will reach 
1,000 cars a week, largely for 
export. Graf & Sons, of New 
York City, is export agent. 

It is said that the car will be 
built on a specially designed chas- 
sis of aluminum tubing, Castolin 
Eutectic - welded throughout. All 
models will be of the convertible 
coupe type. 

On a length of only six feet, the 
manufacturer claims seat comfort 
and leg room not found in many 
larger cars. Two side-by-side pas- 
sengers and “short-ride” seats for 
two additional passengers, facing 
backwards, are featured, it is said. 


First production is to start in 
Ontario, Canada, and will be lim- 
ited to the gearshift model. With 
a length of six feet, width of 40 
inches, height with top down of 30 
inches and a wheelbase of 50 
inches, the car features what the 
manufacturer calls a “full floating 
rear end.” This is an exclusive “U” AMONG the other proposals for 
shaped tube attached by spring beating the steel shortage are 
hinges to a crossbar which moves 
up and down with road variations, 
carrying the engine, the two rear 
wheels and the drive mechanism, 
all moving independent of the body. 

The body is to be stretch-pressed 
from lightweight aluminum alloy 
sheet. Two doors, one on each side, 
open toward the front. Two head- 
lamps and two tail-lamps are fed 
by a motor driven generator as 
there is no storage battery. 

Two types of tops will be of- 
ered: A plexiglass custom top 
and a standard folding top of 
plastic cloth with aluminum 
frame all of which folds down 
out of sight back of the seat. 
The plexiglas windshield may be 
folded flat over the hood. 

Production will start with an all- 
aluminum engine by Cauffiel de- 
livering 1.75 h.p. Other models will 
use other makes of all aluminum 
engines with 2.5, 3.5 and 10.5 h.p. 
With the exception of the 10.5 h.p. 
engine which is two cylinder, four 








Goodrich Claims 
Brake Adhesive 


Outmodes Rivets 


AKRON.—A new adhesive that 
has more than twice the shear- 
resistance strength of brass rivets 
in anchoring automotive brake lin- 
ings and eliminates all danger of 
rivet-scoring of brake drums re- 
portedly has been developed by 
the B. F. Goodrich Co. in collab- 
oration with one of the country’s 
major auto concerns. 

The material, which is “entirely 
synthetic,” will be used starting 
this fall in brakes of the commer- 
cial vehicles of the interested au- 
tomotive manufacturer, and ulti- 
mately in its passenger cars, the 
announcement said. The formula, 
and even the basic ingredient, are 
still secret. 


‘4 r 
A TLL 


A BIG SELLING POINT: 


Jed He Clee Cue 
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Steel Shortage Bolsters 
Aluminum Auto Bid 


(Continued from Page 1) 














mill employes to accept an in- 
centive system in an effort to 
lower the high cost of operation. 

In addition, purchase of existing 
mills merely divides a shortage 
since while a firm may assure its 
own supply, it will cut off the sup- 
ply of others. And the building of 
new installations would take years. 

* * * 


——— suggestion made is 
that the industry set up an in- 
formation service, much as_ the 
Automotive Council for War pro- 
duction set up a tool and plant 
information service to further the 
war effort, to seek out idle ca- 
pacity. 

However, it is reported that 
while a mill here or there may 
have a little idle capacity for a 
time, there isn’t enough to make 
it worth the effort. 

So, it looks like aluminum may 
turn out to be the great white 

hope. 



















the purchase of mills, just as news- 
papers purchased newsprint mills 
to assure themselves of a source 
of material. 

Ford, of course, is an early ex- 
ample of this. Kaiser-Frazer did 
it recently and now a group of 
suppliers have formed a syndicate 
to buy the ingot-producing mill 


at Phoenixville, Pa. 

It is, however, the experience 
of most businesses that they run 
into higher costs when they get 
outside their own fields. Ford in- 
dicated this just before the war 
ended when it asked its rolling 
























Neat from the customer’s side! User has 
catalog data at correct reading angle 
with both hands free. Binding in 1-inch 
sections permits instant pick-out and 
replacement. Each section has its 
place, cannot slide. To change sheets, 
you handle only 1 section; section 
instantly removed and instantly 
replaced. Order additional sections 
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Save Time, Temper, Money! 
Do you use loose leaf data in buying, selling, speci- 
fying? Then you need EVER READY. Every cat- 
alog sheet is instantly available and in place. No 
delay, no annoyance, no chance to mislay any sheets 
or to miss related sheets and items. Each section 
holds one inch of punched sheets. Each section stays 
i in place, yet is removed or replaced instantly. 
; Remove any single section for page replacement 
without disturbing the balance of the whole set. 
EVER READY is lifetime built, handsome. Tens 

of thousands in use. Order yours today! 
ee ee 


ORDER TODAY! ALL SHIPMENTS EXPRESS ! 


Geneva Mfg. Co., 410 Stevens St., Geneva, lil, 












A. Open Section 8. Replace sheet, 
close section C. Replace section 














Gentlemen: Please ship me: 

~---Ne. 12 EVER READY Holder. 15 in. wide, Compeny...............-..------ ++ eneeee-- ' 
12% in. deep, 5% in. tilt. Sturdy steel, ! 
dark green boked enamel. Capacity, ees Meat ble 2 8). Ita eS a A 
tions. With wings and 2 sections: $5.65£o. == i 









.---Ne. 24, like No. 12. With wings or 2 Oe ae Te ee ee ee eee i 
sections. 29 in. wide, a ee eee ee ‘ 
ity, 24 sections. $8.50 Eo. eae eee ' 


Add'l Sections, $!.00 Eo. 





NOTE: Check Kalamazoo 4-post (1), Ring Binder 3-post 0 


MONEY BACK GUARANTEE 











cycle, all the others are one cylin- 
der. All are air cooled. 

The front wheel is supported by 
a double fork with a special knee 
action spring shock absorber by 
Witherell. The conventional type 
steering wheel may be shifted eas- 
ily at will from extreme left to 






















CI 






at ZERO extreme right to provide right or 
MOTOR OIL left drive. The universal which 
= controls the action of the front 


wheel which turns 85 degrees either 
right or left, is said to have been 
designed for airplane use during 
the late war. 


Publix Motorcar Co., now mak- 
ing its headquarters temporarily 
at Fort Erie, Ont., will soon lo- 
cate at the point where mass pro- 
duction is to be concentrated, and 
also has offices in Newark, N. J., 
and Wilmington, Del. The first 
company operated production plant 
is planned for southern Ontario, 
where an offer has been made for 
a 25-acre property, details of which 
will be announced later. 


Mohr Installs Paint Shop 


Mohr Chevrolet Co., Dallas, Tex., 
has completed a body paint system 
designed to approximate factory 
methods in the type of work per- 
formed and in time required for 


See your AMALIE Distributor or write Dept. V 


AMALIE DIVISION 


L. SONNEBORN SONS, INC., NEW YORK 16, N.Y. 
Refineries: Petrolia and Franklin, Pa. 
Southwest: Senneborn Bros., Dallas 1, Texas 


















Driver Cabs and Station Wagon 
Rodies for Jeep Vehicles 


$136" 


FOB Cleveland, Ohio 
Immediate Delivery Anywhere in U.S.A. 








the job. The process involves the 
utilization of an air-tight vault for 
spraying and quick baking the 
enamel. 







STATION WAGONS INO. 
6619 Euclid Ave. Cleveland 3, Ohio 





Two chief advantages of the ad- 
hesive, called Plastilock 601, over 
the method of attaching brake lin- 
ing by rivets, according to J. E. 
Thomas of B. F. Goodrich are (1) 
the brake 
“right down to the shoe” before 
need for replacing, instead of only 
about half way, and (2) there is 
no possibility of rivet heads cut- 
ting ridges in the brake drum. 

Tests conducted by the automo- 
tive concern, Thomas said, showed 
that rivets start to shear at 3,500 
pounds and fail at 5,000, while lin- 
ing attached by the new adhesive 
held fast until 11,000 pounds of 
shearing pull were applied. 

The adhesive was developed spe- 
cifically for brake lining use, 
Thomas said, but is “part of a 
whole new family of adhesives that 
will have thousands of applica- 
tions.” Available in either tape 
form or liquid, it requires a fairly 
severe “curing” period of applied 
heat and pressure. The material 
will be available in the near future 
for relining brakes of commercial 
and passenger vehicles. 


Jones Occupies New Nias 

A just-completed building 50 by 
65 feet will be occupied by W. P. 
Jones Motor Co., new and used- 
car dealers. The address of the new 
building is 2413 W. Cervantes St., 
Pensacola, Fa. 




















duces this new spacious chair. 
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CHROME 
FURNITURE 


CHROMASTER, truly the buy-word in Chrome furnishings, intro- 
It features reversible cushions made of durable washable leather- 
ette that provides double life and double duty performance. 


Available in a variety of colors or in any combination te match 


Please send for free catalog of the complete Chromaster line. 
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New York 52, New York 
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TEN NEW EMERGENCY ambulances, the city’s first public ambulances since 1921, 
are now in service in Chicago. The bodies were fitted out by the Shop of Siebert, Inc., Patented adjustable 
Toledo, and the chassis were purchased through Hub Motors (Lincoln-Megcury), Chicago. | #e : \ 
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Larger Quenching Rings York, N. Y., manufacturer ofjand similar parts. 
8 Q 8 "8 high-frequency heating equipment,| Standard Lepel quenching rings 
Marketed by Lepel has announced the availability of |are now available in sizes ranging 


Lepel High Frequency Labora-| larger quenching rings for use in|from 4 to 18 inches, inside diame- 
tories, Inc., 39 W. 60th St., New | semi-automatic hardening of gears|eter and are interchangeable. 





PATENTED 
ADJUSTABLE DIVIDER 


are ern 


Choice of shelf depth 
—12", 15” or 18”. 
Only 5 nuts and 
bolts per shelf. 1. This patented divider re- 
Holes 142” apart quires no bothersome nuts, bolts, 
| ok >> provide flexible 9 clamps or screws. Available in 
; : po meted ase ns shelf setup. straight or slope type. 





dividers—no_ bolts. 





Auto Labor Front Is Quiet; _ aoe Hann tnegsonen 
Union Maps Taft Strategy wppor. 


(Continued from Page 1) ' holders, 
against the act during the UAW-|600 UAW-CIO on the Ford pen- | 


CIO international executive board 
quarterly meeting, which opens in 
Buffalo, N. Y., today (Sept. 8) 
where, it is believed, the CIO will 
form a political action program 
directed toward testing legality of 
the act. 

New wage demands also are 
expected to develop from _ the 
meeting, based on a speech de- 
livered before a labor-manage- 
ment conference at Cornell Uni- 
versity last month by Victor G. 
Reuther, educational director of 
the UAW. 

Victor Reuther, a_ last-minute 
substitute for Walter A. Reuther, 
delivered a speech prepared for 
the UAW president, and charged 
that industry’s profits are large 
enough today to allow for greater 
wage margins. It is expected that 
Reuther will repeat his claims at 
the executive meetings. 

* * cz 


OREMOST labor news in De- 
troit at the moment is the 
pending membership vote of Local 


THC Will Open 
Parts Depot at 
Richmond, Calif. 


CHICAGO. — International Har- 
vester Co. announced last week 
that it will establish a new whole- 
sale depot for service parts at 
Richmond, Calif., to provide faster, 
more complete service to dealers 
and company branches in Califor- 
nia, lower Oregon and Arizona. 

Mercer Lee, vice-president in 
charge of supply and inventory, 
said the new depot was one of 11 
such units being created by Inter- 
national Harvester at key points 
in the United States. 

The new depot will occupy a 228,- 
000 square foot warehouse in Rich- 
mond, which is being leased for a 
20-year period from the Parr-Rich- 
mond Terminal Co. 

Ifternational Harvester will re- 
ceive possession of the building Oct. 
1 and, after necessary alterations 
and installation of equipment, ex- 
pects to begin operation about May 
1, 1948. 

In addition to the parts depot, 
the building will house a new oper- 
ation of Harvester’s Motor Truck 
division, which will be devoted to 
reconditioning and rebuilding In- 
ternational truck engines and other 
truck components. This operation 
will utilize about 30,000 square feet. 

Lee said the new service parts 
depot will stock parts for all In- 
ternational Harvester products. 

Lee said the new depot will em- 
ploy more than 100 men when in 
full operation. He emphasized that 
the International Harvester motor 
truck factory at Emeryville and 
the motor truck and general line 
sales branches at 2855 Cypress St., 
Oakland, will continue to operate 
as at present. 


William H. Skees, until recently 
district manager of the American 
Bank Credit plan with headquar- 
ters in Cincinnati, has joined the 
sales organization of the Capital 
Motor Sales in Charleston, W. Va. 
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2. Simply slip the back end 
under the metal flange. 


sion plan, wherein 60,000 Ford Mo- 
tor Co. workers will decide wheth- 
er to accept a pension plan and a | 
7-cent-an-hour wage increase, or | 
instead take a straight 15-cent-an- 


hour increase. a 
A secret ballot, to be taken 
Sept. 14, will decide the issue. A T V Pp i L 
Voting is expected to be heavy, YP 
and it is the opinion of union : Op 
3 








executives that the membership 
will accept the pension plan in 


preference to a straight increase. Above is a typical Hope Matal ‘|with three dividers per drawer. 





Some 5,000 Ford workers will be- | Bin used in the parts department [No sharp corners. Stops prevent 3 d ac: ‘ean 
ee under the plan Dec. | of leading automotive dealers. |drawer being pulled out of ol a ae ae - aa 
— These bins were made to fit car __|bins. penile mete, ‘beetle laaaal 


Opposition to the pension plan tion. 


by left-wing elements within the manufacturers specifications as to 


ll Hope Bins are built up accord- 









union is said to have gone under- number and size of compart- |. to feat d 
ground for the time being, due to ments, drawers, shelves, etc. [9 'O YOur speci Sena FOS y 
the worker support which the plan This can be done to fit your for immediate use. Colors: light 


is currently getting. Instead of op- 
posing the plan as they did earlier, 
some of the leftwingers have 
climbed onto the bandwagon and 
are, to all appearances, supporting 
the measure enthusiastically. 

* * * 


gray, dark gray, buff and olive 
green. Write today for folder, 
Handy box drawers furnished ‘prices and early delivery date. 


HOPE METAL PRODUCTS CO. 


requirements. 












4. Divider fits snugly—won't 
slip or slide—and is easily 
changed to another position. 


N EANTIME, a million non-oper- 

ating railroad workers re- 
ceived an hourly wage increase of 
15% cents an hour last week, af- 
fecting 17 unions and increasing 
railroad payrolls by an estimated 
$438,340,000 annually. 

Outcome of the new increases 
will be “increased railroad rates,” 
according to Ralph Budd, president 
of the Burlington System. 

e railroaders’ unions had de- 
manded a 20-cent increase at 
first, but later decided to abide 
by the arbitration board’s deci- 
sion. The railroads had contend- 
ed that no increase should be 
granted. 

Effect of the increase will event- 
ually result in increased shipping 
rates for automotive suppliers and 
manufacturers, it was expected. 
—Jim WHITE 
+ 


* * 


Restraint Order Sought 


In Mechanics’ Strike 
DETROIT. — Immediate settle- 
ment of the Detroit dealership me- 
chanics’ strike, now in its third 
week, appeared unlikely last week 
as dealers sought injunctions to 
prevent picketing of their estab- 





lishments. At press time Thursday, 
judgment still had not been made You Rate the Best! (So do your customers) 
on a permanent writ. 
de are the Verhoven | You give the best tire service in your neighbor- _— customers if you’re not pointing out their needs 

evrolet Co., the Verhoven Wood- hood! The two seals can make it even better—for and not putting Schrader Caps, Cores and Gauges 
ward Chevrolet Co. and the Jerry gic ae s 

they help your customers make their tires last on display. 
McCarthy Highland Chevrolet Co., I igh se ; 
wile canied tA thd atvtke had ob. onger. Schrader advertising in National Consumer and 
tained a restraining order against It’s an old story to you perhaps that a standard Farm Publications tells vehicle owners to look 
the pickets. New car deliveries at cap seals air in the valve and helps to prevent for the Schrader Displays of caps, cores and gauges 
the affected dealerships have been underinflation. You know the necessity of inspect- at their dealers. Put your displays where they can 
suspended pending outcome of the ing valve cores for possible damage or abuse. But be seen. It pays to buy, sell and display the best 
dispute. ik debi perhaps it’s a brand new story for many of your known, best advertised products. 
Fruehauf Garage in Erie Every vehicle owner needs a Schrader Gauge ar SELL THEM 
BY THE 


Signs for Union Shop S if : THE COMPLETE LINE—One Source One Responsibility BOx OF 5 
ERIE, Pa.—Fruehauf Trailer Co., i ysl er Tire Volves, Valve Caps, Valve Cores, Tire Pressure 

the first garage here to be organ- Set Gouges, Chuck Gauges, Couplers, Blow Guns, Air Chucks, 

ized by the UAW-CIO, has agreed ae Re gir ei Vulcanizers, Service Tools Hose Fittings, Spark Plug Pumps, Ist SEAL 3 

to provisions of a union contract, Accessories ois anit 

CIO officials announced. VALVE CORE 
Conditions include a union shop, 








|40-hour week, time and one-half 


ee SST 
for overtime and Saturday work, A. SCHRADER’S SON, Division of Scovill Manufacturing Company, incorporated, BROOKLYN 17, N. Y. 
and double time for Sunday work. World's Largest Manufacturer of Tire Valves, Gauges and Accessories 
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S. E. CLARKE (FORD), Belmar, N. J., congratulates the ace battery of the teams 
sponsored by his dealership, which won the New Jersey state championship in American 
Legion Junior baseball this season. Tommy Louden, right, is the team’s outstanding 
pitcher, turning in a no-hitter in five four-hit games of the team’s 15 wins in 17 starts. 


Buss Rible is the catcher in the center. 


Hail Defeat of ‘Little OPA’ .. . 





Calif. Dealers Get Report 


On Legislative Session 


SAN FRANCISCO.—A report on 
legislative action affecting the auto 
industry was issued last week by 
the Northern California Motor Car 
Dealers Assn. 

On the whole, reported Presi- 
dent H. A. Crockard, “we were 
extremely fortunate in the dispo- 
sition of all these bills.” 


In particular, Crockard cited de- | 


feat of a bill that would have 
forced dealers to pay a state 
agency a fee of $5 for inspection 
of used vehicles, with the state es- 
tablishing the resale value of the 
vehicles. 

In addition, qualifications and 
requirements to obtain a license as 
an insurance agent which did not 
conform to the dealers’ needs were 
deleted. 

The legislature: 

Made it unlawful for any person 
to sell, lease, install, or replace, 
either for himself or another, any 
glass, lighting device, signal de- 
vices, brakes, vacuum or pressure 
hose, muffler, exhaust, or any other 
equipment not authorized by this 
code or regulations made here- 
under. 

Authorized issuance by the de- 
vartment of a temporary receipt 
‘or the payment of annual fees 
tind such receipts may be used in 
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MANUFACTURED BY 


THE MAXIM SILENCER COMPANY 
HARTFORD, CONN. 


Send for Bulletin 
sow ey ORKIL, inc. 


NS ASYLUM AVENUE 
NARTFORD 1, CONN. 






MAXIM SNOW PLOWS 








the absence of the registration card 
when accompanied by the owner- 
ship certificate to effect transfer 
of a vehicle to a new owner or 
legal owner. (Effective May 1, 
1947). 


Extended the present vehicle 
license fee to include the year 
1948. 

Provided when a chattel mort- 
gage describing a registered ve- 
hicle is satisfied, canceled or re- 
leased by the parties duly regis- 
tered as owner and legal owner re- 


| spectfully and a new chattel mort- 


gage encumbering such vehicle is 
immediately executed between the 
same parties and a new copy de- 
posited with the department in ac- 
cordance with Chapter 3, Division 
3, of this code, no application or 
applications for transfer of regis- 
tration shall be made and no new 
certificate or certificates of owner- 
ship or registration card or cards 
shall be issued, but respecting such 
transactions all provisions of this 
code relating to transfers of title 
or of interest therein and the reg- 
istration of such transfers shall be 
deemed to have been fully com- 
plied with. 

Defined a “power brake” as any 
braking gear or mechanism that 
aids in applying the brakes of a 
vehicle and which uses vacuum, 
compressed air, or electricity for 
that purpose. 

Amended the Caravan Act to 
provide that whenever the de- 
partment collects any fee not re- 
quired to be paid the same shall 
be refunded upon approval of 
the claim by the Department of 
Finance. 

Amended Section 673 of the Ve- 
hicle Code that no person shall 
modify the exhaust system of a 
motor vehicle to amplify or in- 
crease the noise emitted by the 
motor above that omitted by the 
muffler originally installed in the 
vehicle. 


Divorced the Highway Patrol 
from the Department of Motor Ve- 
hicles. 

Increased the fee for a duplicate 
certificate of ownership or regis- 
tration card from 50 cents to $1. 
(Effective July 1, 1947). (Note: 
Since the mechanization of the de- 
partment and installation of IBM 
machines to increase the efficiency, 
all items of cents are adjusted to 
a dollar). 

Passed “the Collier-Burns High- 
way Act of 1947,” providing for a 


| System of public streets and high- 


ways and for financial support 
thereof. Increases the state gaso- 
line tax to 4% cents per gallon; 
increases the annual registration 


| fee from $3 to $6. Upon application 


for an operator’s or chauffeur’s 
license, or renewal thereof, a fee 
of $2 is imposed for a four-year 
period. The “unladen weight fee” 
for commercial vehicles has been 
substantially increased. 

Defeated legislation would have: 

Impounded a vehicle for six 
months upon driver’s conviction for 
drunk driving. 

Permitted the Department of 
Public Works to decrease the 55- 





Obituaries 


Auto Editor Preeg 


Dies in Plane Crash 

LOS ANGELES. — Services have 
been held for Herbert V. Preeg, 48, 
automotive and aviation editor of 
the Los Angeles Daily News, who 
was killed Aug. 21 in a plane crash 
on the way home from the Soap 
Box Derby finals in Akron. 

Mr. Preeg, who planned to write 
a feature story on a cargo airline 
working out of Los Angeles, board- 
ed the plane in Denver. It crashed 
into a mountain peak during a 
thundershower a short time later 
near Bryce Canyon, Utah. Mr. 
Preeg gave up a promising musical 
career to enter the newspaper busi- 
ness. At one time he was concert- 
master of the Seattle Symphony 
Orchestra. 





* * * 


Industrial Engineer 


Oscar Bornbolt Dies 

JACKSON, Mich.—Oscar C. Born- 
bolt, industrial engineer for the 
Hancock Mfg. Co., died Aug. 26 at 
his home here following a long ill- 
ness. 

Mr. Bornbolt had been associated 
in earlier years with the late Har- 
old Wills of the Ford Motor Co., 
during the peak production years 
of the Model T car. During World 
War I he worked with Walter P. 
Chrysler on special engineering 
projects. 

* + + 
Ralph Hutinger 

KANSAS CITY.—Ralph Hutinger, Fed- 
eral-Mogul service district manager, died 
of a heart ailment here recently. He had 
been ill for almost two years. Mr. Hutinger 
was district manager over Omaha, St. 
Louis and Kansas City, with headquarters 
in the latter city. 

a eo * 


R. A. Grimmer 

GROSSE POINTE PARK, Mich. — Ser- 
vices for R. A. Grimmer, 53, manager of 
the Ford Motor Milwaukee district, were 
held here last week. Mr. Grimmer died in 
his car in a downtown parking lot in Mil- 
waukee. 

He was born in Cincinnati. Joining Ford 
in January, 1931, he became a zone man- 
ager in the Dearborn district, and then 
served as wholesale manager and retail 
manager in the Cincinnati district. 

. * * 
Wesley W. Morrison 

SAVANNAH, Ga.—Wesley W. Morrison 
sr., 55, who formerly operated an automo- 
bile dealership here and later was sales 
manager far. Vaughan Motor Co., died un- 


expectedly at a local hospital Aug. 27. 
* * * 


Clarence A. Webber 
ST. LOUIS.—Clarence A. Webber, 66, 
district credit manager for Goodyear Tire 
and Rubber Co., died last week at St. 
Luke’s Hospital here. 
* * * 
Robert Hammes 
SOUTH BEND.—Robert C. Hammes, 34, 
vice-president of the Romy Hammes Co. 
(Ford), died Aug. 27 at his home here 
from a heart attack. He had been under 
treatment for some time. He was a brother 
of Romy Hammes, president of the firm. 
+ * 7 


John D. Carley 
GREENVILLE, Tex.—John D. Carley, 
54, head of the Carley Motor Co. here, died 
suddenly of a heart attack at his home 


here Aug. 9. 
* 


* * 

Carl F. Murray 
ROANOKE RAPIDS, N. C.—Carl F. 
Murray, 47, auto dealer, died Aug. 14 of 


a heart attack. 
* * * 


Heyward E. Hilliard 
KERSHAW, 8. C.—Heyward E. Hilliard, 
44, local automobile dealer and civic lead- 
er, died Aug. 20 at the Lancaster hospital. 


mile limit upon certain investiga- 
tions. 

Required test and approval of 
every exhaust system. 

Required two fog lamps on 
each motor vehicle. Repealed ex- 
isting provisions. 

Provided for signal light to il- 
luminate the hand of a driver of a 
passenger vehicle. 

Required certificate of approval 
and condition prior to sale of a 
used vehicle by a dealer. 

Provided for licensing and regu- 
lating motor car dealers, their 
salesmen, and finance companies. 
Authorized official inspection sta- 
tions for inspection and repair of 
motor vehicles. 

Amended the Civil Code to re- 
quire recordation of conditional 
sale contracts and to make a claim 
and delivery action the sole rem- 
edy of the seller for default. 

Would have _ substantially in- 
creased the annual vehicle license 
fee. 

Covington Buys New Firm 
Jim Covington Motor Sales, Jim 
Covington, owner, has purchased 
the Sales Service Co. (Ford), Sha- 
kopee, Minn. Bob Ryan will serve 
as assistant manager and foreman. 








Resale Pact Gets . 
Public Approval 
In Cleveland 


CLEVELAND. — An overwhelm- 
ing majority of Greater Cleveland’s 
authorized new car dealers are now 
using the new six-month agreement 
plan to block quick resale of a new 


49 


car. 

Most dealers report the public 
“highly pleased” with the program. 

Scott A. Rogers, vice-president 
of the Cleveland Automobile Deal- 
ers Assn. and chairman of its pub- 
lic relations committee, has been 
studying the public’s reaction to 
the plan during its three weeks of 
operation. 


Others are profiting from AN Want Ads. 
why not you? See inside back cover. 











AUTO & TRUCK MACHINE 
REPAIR SHOPS SHOPS 


TIRE RECAP 
SHOPS 


TAKE THE HOIST TO 


Roll it up ... lift any weight up to 2000 pounds. The 


have...saves time... 
diest equipment any shop ve ae an s ag 


cases, for one man to do the job of two. Don’t hesitate 


han 
saves labor...saves money. M 


to make this sound investment, now! 


Contact Your Favorite Jobber... or Write Direct 


U. S. CHEMICAL & SUPPLY COMPANY 


Manufacturers of Z-4 Auto Tonics for Cars and Trucks 


1424 McGEE STREET © KANSAS 


ead ; _ 


@ 2000-lb. Capacity 
@ MAXIMUM LIFTING BEAM 
ri = 16 inches low to 8 feet high 






FOR ANY 
HEAVY LIFTING 


THE JOB! 


CITY 6, MISSOURI 





GET RID OF 


Solve Your Garage 


GAS FUMES 


& Shop Ventilation 


Problem This Simple Inexpensive Way 


What you have been waiting for—the final successful solution to your garage 
ventilation problem. All available in a packaged kit, ready to install. 


Complete 
Packaged Kit 


5] §75° DECATUR 


@ Removes gas fumes at source (ex- 
haust pipes). 

@ Simple installation—no change or 
alteration of existing facilities. 

@ Not in your way—instantly in use 


or out of way when you don’t 








need it. 

@ Saves man-hours and helps keep 
employes. Meehanics have less si- 
nus, headaches, etc. 


Write for Circular 


The National System of 


Garage Ventilation, Dept. L-9 


330 N. Church St. 
World’s Largest Manufacturer of Exclusive 


Decatur, Ill. 


Garage Ventilating Equipment 





Self-Financing 


Automobile Dealers 


It will pay you to investigate 


method of 





our insuring 
financed automobiles. For 
complete details without ob- 
ligation, write today. 

AMERICAN AUTOMOBILE 
RISKS INCORPORATED 
16 Liberty Street, New York 5, N. Y. 
United States Automobile Managers 
Rhode Island Insurance Company 


Surplus to Policyholders 
Jan. 1, 1947—$3,019,862.79 














HELP WANTED 
WANTED—GENERAL MANAGER. 


oughly experienced in all 
dealer operation, to take complete 


tions. Furnish pict 
1857, c/o Automotive News, Detroit oe 





EXPERIENCED FORD PARTS MAN— 
Permanent position. Must have Ford 
dealer experience and know Ford parts 
numbers. Good salary. Pleasant working 
conditions. Located three miles outside 
of Boston. Replies held in confidence. 
Bough Motors, Inc., 338 Granite Ave., 
Milton, Massachusetts. 


WANTED: SERVICE MANAGER for well 
established new car agency (Dodge). 
a a must be able to manage 20- 

man shop including body shop. Good sal- 
ary plus commission. Living quarters 
available. Citizens Motor Co., William- 
son, W. Va. 


WANTED—PARTS Department manager 
for Pontiac dealer in southern town. 
Only experienced men need apply. Give 
qualifications, education, salary ex- 
pected, age, and whether you would 
visit us for an interview. Box 1900, c/o 
Automotive News, Detroit 26. 


HELP WANTED—Engineer required, fa- 
miliar with leaf spring suspensions, by 
old established manufacturer serving 
the original equipment and wholesale 
replacement trade. Excellent opportunity 
to make connection with a good sound 
company. Box 1901, ¢/o Automotive 
News, Detroit 26. 


WANTED—FIELD MAN experienced in 
factory-dealer operations, must be fa- 
miliar with service operation and school- 
ed in business management, to represent 
national promotion organization in the 
Southeastern States. We want a top man 
to replace one earning over $10,000. 
Must have car and travel. Address Box 
1904, c/o Automotive News, Detroit 26, 
giving personal history and experience 
in the automotive field. 


nN ee nae nD 

GENERAL MANAGER, with thorough ex- 
perience in car rental; you drive system. 
A brand new company in New York 
State. Please give detailed information 
on your qualifications. Write Box 1911, 
c/o Automotive News, Detroit 26. 


SALESMAN WANTED to carry National 
Lines of automotive parts and acces- 
sories, Must be reliable and acquainted 
with car dealers. Attractive commission 
proposition. Full cooperation at all times. 
Box 1912, c/o Automotive News, De- 


troit 26. 


AUTOMOTIVE metal ) workers, 
mechanics and parts salesmen 
authorized Ford dealership in 
Carolina. Must be sober and furnish 
necessary references. This work is per- 
manent and offers splendid opportunities 

requirements. 


- automotive 
for an 
South 


to persons meeting our 
Box 1923, c/o Automotive News, De- 
troit 26. 


OPPORTUNITY TO MAKE good living in 
Florida for experienced front end align- 
ment, brake, wheel balancing mechanic. 
Guaranteed year round compensation 
plan with unlimited earning possibilities. 
Best modern service set-up in town, 
erected last year with latest modern 
equipment. Call or write Charles Keels, 
Service Manager, Bill Rutledge Motors, 
Nash Dealer, 2100 North Dixie, West 
Palm Beach, Florida. Telephone 7729. 

\CCOUNTANT — Young lady or young 
man, must have General Motors’ ac- 
counting experience. Good salary, air- 
conditioned office. In reply, state com- 
plete details of education, experience and 
qualifications. Box 1919, c/o Automotive 
News, Detroit 26. 

EXPERIENCED SERVICE MANAGER for 
moderate sized Olds dealership in Chi- 
cago to supervise complete service oper- 
ation. Liberal salary plus incentive to 
right man. Write stating qualifications. 
Box 1918, c/o Automotive News, De- 
troit 26. 

WANTED BY CHEVROLET DEALER in 
Midwest city. Experienced Chevrolet 
parts manager. One capable of estab- 
lishing wholesale parts route. In first 
reply state age, number of years experi- 
ence, married or single, by whom now 
employed, previous experience; also two 
previous employers. Salary. and bonus. 
A real Pron as for the’ right man. 
Box 1917, c/o Automotive News, De- 
troit 26. Pex 

OPPORTUNITY to make a good living in 
Florida for experienced front end align- 
ment, brake, wheel balancing mechanic. 
Guaranteed year-round compensation plan 
with unlimited earning possibilities. Best 
modern service setup in town, erected 
last year with latest modern equipment. 
Call or write Charles Keels, Service 
Manager, Bill Rutledge Motors, Nash 
Dealer, 2100 North Dixie, West Palm 
Beach, Florida. Telephone 7729 


PARTS 
SPECIALIST 


Detroit Area automotive con- 
cern has openings for men thor- 
oughly experienced in the sale 
and distribution of body and 
chassis parts. These men must 
be capable of discussing parts 
problems with our Engineering, 


Purchasing and Inspection De- 
partments and have the ability 
to plan and direct Parts Mer- 
chandising Programs. In reply, 
state complete details of educa- 
tion, experience and salary de- 
sired. 


Reply to Box 1922 
c/o Automotive News, 
Detroit 26 
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CLASSIFIED WANT AD DEPA 



















































DEALERSHIP FOR SALE 


DEALERSHIP FOR SALE. Now have 
franchise of well known make car. 
Beautiful new building, most modern 
equipped shop, also a new 3 bedroom, 


HELP WANTED 


Wanted General Manager 


































































For an old established, large, indepen- 
dent, small loan office. Must be aggressive Seatae — ak eae ber cams 
and a ee conten pay and future Full information on request. Box 1913 
assured. plies confidential. c/o Automotive News, Detroit 26. 
UNITED LOAN CORPORATION DISTRIBUTORSHIP well known truck.| | the land 


89 Fairfield Ave. Bridgeport 3, Conn. Eastern Seaboard territory. Sales $250, - 


000 this year. Excellent facilities, won 





Col. 


Metropolitan area. Own new building 


Detroit 9. ample space in first class location. Com 


Fort 8t., 


money-maker which requires $100,000 to 


Aggressive merchan- 
handle. Box 1915, c/o Automotive News 


size sales volume. 


diser, good record in past employment. 
Box 1903, c/o Automotive News, De- Detroit 26. 
troit 26. 





MAN 45 YEARS OLD with 20 years ex- DEALERSHIP IN SOUTH 


perience will accept position as Parts FOR SALE 
Manager or Parts Man with Ford, Mer- 

cury, or Lincoln dealer in Arizona or oe ae are canon oF give.oee.03 
Southern California, Dec. 1, 1947, or Cost of Sales ee 153,189.83 
later. Inquire Box 1907, c/o Automotive Gress Profit a “Sales ''¢ 43,669.80 
News, Detroit 36. Operating Costs 11,378,06 


Net Profit Before Income ‘anes 


SALES MANAGER—Somewhere a large 


dealer or distributor with expanding in- 2 Months .... .$ 32,291.74 
terests needs dependable man _ with Box 1916, ¢/o * Automotive News 
executive pre-war automotive experience Detroit 26 Lecated on 


to handle new, used or wholesale de- 
partments, possibly branches. Writer has 
had responsible sales positions with 
large manufacturers and operated 800 
car dealership at profit. Correspondence 





NEW OARS WANTED 


CALIFORNIA dealer wants 1946 and 194' 
model cars from dealers who are abi« 





USED CAKs FUK SALE 


DEALERS ATTENTION 


For dealers only. Plan to attend one 
of the greatest automobile auctions in 


crossroads 
71 ene cross and the Hast meets 


automobiles to choose from 
Owned and operated by, 


MANAGER for used car department of derful market. Purchaser must qualify the West. 
large Ford dealer. Must be experienced Box 1914, c/o Automotive News, De 
aggressive and have ability to handle troit 26. 
and develop a large volume. Top salary neo 
and commission. Apply in writing only. lem af Gnak cent att oe ae 
Southwestern Motor Sales, Inc., 7033 W. wearer? ie ae A 





AUTO AUCTION 


--- EVERY FRIDAY .-- - 
12 o’Clock Noon Sharp 
HORSE HEADS, NEW YORK 


Ohemung 
About 3 Miles North of Eimire, N. ¥. 


— Strictly a Dealer's Auction — 


USED CARS FOR SALE 


read ha 


AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 


Ye Mile East of Illinois State Line 
on Route 30 


EVERY FRIDAY 11 A.M. 


Strictly Wholesale 


| 
| 
| 
| 
| 


Dealers Buy—Dealers Sell 


PAT PATERSON, Auctioneer 


Dyer Auto Auction 
Phone 4111 a= 
Res.: Lansing, Ill., 7 


te oe Mo. The 
America, where 66 and 


THE BIG DEALER e 
AUCTION 
EVERY THURSDAY 
KEN SCHAEFER CO., INC. 


Auction every Friday rain ° 


ur shine. Inside sale, always over 300 


each sale. 


Joe H. Burtrum 





POSITION WANTED plete equipment. Sales exceed $200,00¢ ohne A 1 916 N. Illinois St. Indianapolis, Ind 

PARTS MANAGER, Parts Representative. so far this year. Substantial profit: é Phone 4600 Also Every Monday in N Athans, 

19 years G.M. distributor and dealer ex- made each month. Good shop following aa ve 
perience, age 42, competent handle any and excellert reputation. This is a 





WHOLESALE 
AUTO AUCTION 


Every Wednesday—i P.M.—Rain or Shine 
Fairgrounds, Middletown, N. Y. 
Convenient to 4 states: N. a. Conn., Pa. 


% Mile Off Route 84 
FOLLOW AUCTION ARROWS 
e 


J. & R. AUTO AUCTION 
289 North St. Middletown, N. ¥ 


St., Route 1 
7 oe 8 Tel. 8276 or 8909 





° 
HEADQUARTERS for used car buyers 

over 500 cars to choose from. 1936-1947 
models at wholesale prices. You will 


invited. Box 1924, c/o Automotive News, te e delivery to Los Angeles. Fo ° 

Detroit 26. maki - P find us easy to deal with. Smiling Jack 

4 particulars telephone Buster Kelley a If You Have Oars to Sell This Is the Chesbro, Inc., 2378 Main 8&t., Buffalo, 
MANUFACTURERS REPRESENTATIVE | PRospect 1225 or write 1225 South Fig Place to Cash Them Quick N. Y. PA. 4746. 
































ueroa St., Los Angeles, Calif. 


1947 CADILLACS WANTED—All 
an! models. Phone, wire or write. Lewis 


WANTED—Salesman calling on used car 


dealers to sell newly developed Fina 
Foam Auto Upholstery cleaner, unusua! 


maker Bay Your 


product; big repeater, attractive proposi otors 
tion. Earl Grisamer Co., Anderson. Ind oe ee 
WANTED — MANUFACTURERS REPRE- | WANTED—1947 Cadillac 7 ; 

-passenger se- 
SENTATIVE to take on line of custom/ dans and/or limousines for limousinc 
made auto seat covers on a percentage business. State your best deal. Write] (m @ brand 
basis. Considerable territory open. This Box 1908, c/o Automotive News, De 
would make an excellent line to supple- troit 26. ae Counter, ete 


ment your income. Write giving refer- 
ences and territory desired. Newark Auto 
Top & Body Co., 80 Central Ave., New- 
ark, N. J. 


DISTRIBUTORS WANTED 


CHRYSLER CORP. parts wholesalers. Have 
fast selling essential item for distribu. 
tion in your wholesaling area. Origina) 
part on short supply for one year. Vast 
market waiting. Selling only through 
wholesalers. Write now for particulars. 
Box 1894, ¢/o Automotive News, De- 
troit 26. 


EXCLUSIVE TERRITORIES open for dis- 
tributors now calling on automobile deal- 
ers to handle round, chrome plated tail 
pipe extension. Write, giving full par- 
ticulars, territory covered and number 
of dealers you contact. Box 1910, c/o 
Antomoative News. Detroit 24 


BUILDING FOR SALE 


FOR SALE OR LEASE-—31,000 square 
feet, zoned MH—reinforced concrete, 3- 
story heavy-duty building. Michigan Cen- 
tral Railroad, 800 AMP power lines. 
Compressed air throughout. Volume wa- 
ter and gas lines into building. Available 
30 days. Within two mile circle of 
downtown Detroit. Contact Loveland or 
Ely, RAndolph 4330, Detroit 26 

BUSINESS FOR SALE 

OLD ESTABLISHED Eastern Washington 
State, small city, auto business; full 
price for modern 25,000 ft. building and 
equipment, $160,000—which is about 
$50,000 below present replacement cost 
Stock at inventory. Now earning nearly 


~ USED ‘CARS WANTED 





WANTED 
100 or More 


Salesmen’s Cars 


Police Cars 


AUTO 


Taxicabs 
STATE YEAR AND PRICE 


Box 1925, c/o Automotive News 
Detroit 26, Mich. 








USED OARS FOR SALE 








AUCTION AUCTION AUCTION 


BUY YOUR CARS 


AT YOUR PRICES 
A new type wholesale auction of 


ONE 


if You Need Oars for Retall You Can 


A Car Sold Every Minute 


for te Auctions. 


HORSE HEADS AUTO 


Post Office Box No. 
RONALD D. WEST, Owner 


408. E. JOHNSON — TEX RICKARD 








Every Monday at 
Montpelier, Ohio 


(Look at Your Map) 


Best Sale—Best Facilities 
In Northwestern Ohio 


Conducted by Business Men 
And in a Business Manner 


Sell to DEALERS ONLY 


VISIT WILL CONVINCE 
YOU OF OUR SUPERIOR 
ACCOMMODATION AND 
EXPERT SERVICE 


Month's Supply in 3 Hours 
+ 


CARLOADS OF ’EM! 
CARS 
TRUCKS 
PICK-UPS 


NEW - 


7 
mew building built ae 
Bleachers, 


278 to 47s USED 


Largest Dealer in Nebraska 


ROSEN-NOVAK 


20386 Farnam St. Omaha, Nebr. 


AUCTION 


Auctioneers 


AUCTION SALE| AUTOS... AUTOS 


LARGEST SELECTION 
OF NEW AND USED CARS 
IN PHILADELPHIA 
1947 TO 1989 MODELS 
ALL BODY STYLES 
| Also Big Selection of Convertibles 
ALWAYS 200 CARS TO SELECT FROM 


IRVIN SACHS 


4589 Chestnut St. 
PHILADELPHIA 39, PA. 








AUTOMOBILE AUCTION 


30% on investment required. All cor- . 
respondence will be kept confidential. | by Ed Ho | r 
Box 1884, ¢/o Automotive News, De- y ) ry (Sermesty with &. 8. MONTPELIER. OHIO BVERY THURSDAY AT 1:00 P.M. 
troit 26. _ | Evan), Philadelphia, Pa., 3900 ’ ° | We are running between 50 and 75 cars 
BUSINESS OPPORTUNITIES North Broad St. You can buy one} AUTO AUCTION CO. = | 2 "eek: many late models. All buyers are 
GOOD GARAGE and parts business, new|or two hundred cars. All makes | Woodruff Bldg. 415 W. Main St. Prompt lla given all ineuirs 
es. 





55x82 block building, 200 foot lot on 








Federal Highway, city limits, industrial If 

r you come to nearest airport or train 
ee te. eo. ments made on request. Sales held static, notify us and our representative 
Auto Service. Talladega, Alabama. every Tuesday and Friday at 12 AUTO AUCTION eo 





DEALERSHIP WANTED 





























2/1 noon, all dealers cordially invited. Th r 
WILL PURCHASE dealership, vicinity ad Every ursday, 12 Noon BURTON LIVESTOCK 
New York City (prefer northern New DEALERS ONLY EXCHANGE, INC 
: , ‘ / “4 ING, 
poe : a oe car potential—state E D H Oo U G H SALE FEE $5 PHONE R-731 , ; : , 
vifeti perience. L. Henschel A Vernon on Route N. Y. 5 New York 
204 Glenridge Ave., Montclair, N. J utomobile Auctioneers ~ Phone 3-3505 
HAVE QUALIFIED with General Motors, CASH FOR YOUR CAR Hometown Sales & 
Chrysler, and Ford factories. Desire to = . 
purchase dealership of 300 cars or larger BONDED BONDED BONDED Service, Inc. 
for cash. Replies will be held in strict . omnes | 
P ¥ ; , : J. B. LEATHERS, Manager CR’ IC 
ee —. 1920, c/o Automotive} AUTO BUYERS—Best wholesale deal at American Legion Grounds cae oe enamea 
Owe, DO LEO ADLER, INC., DeSoto-Plymouth. | oxford Highway Durham, N. © omane. B. ¥. 
wy _ DEALERSHIP FOR SALE 3000 Fenkell, 7 blocks east of Livernois, , a ae Each Monday at 12:00 sharp. Auction 
SOUTH MISSISSIPPI Willys-Reo dealer- Detroit, Mich. UN. 3-7400. indoors. Western Avenue. Lots of cars 
ship. Long lease, low rent, new building WHOLESALE to all new and used Lots of action. All dealers cordially invited 
“ car 
ideal location good city. About $7,500] dealers, all models. Alamo Auto Sales. Doc Greiner Contact Tim Anspach, Albany 2-5372 
will handle deal on walkout proposition 11615 Woodward. Detroit 2, Mich. AUCTION (Licensed & Bonded) 




















Box 1921, ¢/o Automotive News, De- Th 12:00 N. | ffi 

troit 26. ursday 3 oon Office: 1175 Washington Ave., Albany, N.Y 
: a a We have on hand and can deliver as ’ ; 
VIRGINIA CITY of 50,000, popular car,/ many clean 1939 to 1947 cars that you Most ¢ _ Sateees Soe Deana in 

nice building, equipment, parts, furni-| want anywhere in the United States. COL. MARKER, Aucti — $$$ -___- 

ture and fixtures, used car lot adjoining, Wholesale List of Cars and Prices es cm, Auctioneer ‘TRUCKS WANTED 

120 car contract, a nice little business aoe $10 and $5 ~~ tm 


Mailed Weekly on Request 
SAM GREENFIELD 
Automotive Merchandiser in Cleveland 
For Over 27 Years 
6619 Euclid Ave. Phene HE. 6231 
Cleveland 3, Ohie 


will pay for itself in several years. Re- 
gret very much to sell, but have to go 
to Arizona for my health. Old estab- 
lished business, about $50,000 for whole 
works. Box 1883, c/o Automotive News, 
Detroit 26. 








The Fiying Dutchman 
1701 Madison Ave. 





WE WILL PAY TOP DOLLAR for new 
or used cars and trucks. % ton to 5 ton 
Our buyers go everywhere. All desa'* 
confidential. Write to Fred Bedford, 554 
N. Cicero Ave., Chicago, Illinois, or ca!l 
Esterbrook 7330. 


DOC GREINER 


Adams 6397 
Toledo, Ohio 
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Se ke re 


TRUCKS WANTED 


JTBRESTED IN PURCHASING new 
Dodge bus chassis models WF36S—200” 
wheelbase and WH49S—220” wheelbase. 
Zeder Motor Sales, Inc., Bay City, Mich. 


x 


TRUCKS FOR SALE 


———— TT 
H MACK WRECKER with heavy-duty 


Holmes unit. $2,500. Reeves Equipment 
Co., Muskogee, Okla. 

OR SALE—New Fruehauf trailer dump, 
8 1/3 yd. capacity, 1100x24 tires. Power 
5th wheel ready for mounting. H. L. 
Zobel Co., 1110 Main St., Bradley Beach, 
New Jersey. 

—TRUCK EQUIPMENT FOR SALE 
RMY SURPLUS SLASHED—Autocar 5- 
ton truck tractors, 4x4, open cab, air, 
$1,295. 16’ van semi-trailers, $295. 16’ 
express semi-trailers, $245. Van 1-ton 
2-wheel trailers, $195. Army 6x6 Duck, 
$795. Cargo bodies, 9’ new, $49; 12’ 
new, $99. ORANGE MOTORS, 799 Cen- 
tral Ave., Albany 5, N. Y. 


FOR SALE 


fo sore 1941 Ward LaFrance 3-axle 
Wrecker. Brownlite transmission, three 
vist revolving crane, Westinghouse air 
fakes, 1100x20 tires, front end power 
inch and cable. Absolutely perfect con- 
tion, $6,000 
AUTO FINANCE CO. 

(92 &. Figueroa St. Los Angeles, Calif. 








BUSES FOR SALE 
SRD 1945 TRANSIT BUSES — Yellow 
Coach transit buses with side exit door. 
New school buses. 1941 Dodge 28-pass., 
headrest seats, several airport coaches. 
Two used ambulances, pictures available. 
MeLaughiin Bus & Equipment Co., 1224 
No. Main, Providence, R. I. 
SHOOL BUSES FOR SALE—1942 Inter- 
mational K-7 48-passenger Wayne De- 
luxe, $1,750; 1942 Wayne deluxe body, 
$1,295; 1941 GMC 194” school bus chas- 
sis, $750; 1947 Ford 194” school bus 


qheatts. Alvin C. Ruxer, Ford Sales & 
ice, Jasper. Indiana, Phone 5. 

5R SALE—New Carpenter, 48-passenger 
school bus, mounted on new Ford V-8 
chassis. Immediate delivery, A. P. 


MOTOR CO. (Ford dealer), New Rich- 
mond, Ohio. 


WO NEW FORD V-100—158” equipped 
Hicks bodies, fire extinguishers, heaters, 
flags, flares, fuses, flasher lights, 36 
passenger, $3,575.98 each, including dual 
rears sparte Hy-Par brakes. Rayl-Stan- 
ley Ford Dealers, Joplin, Mo. Phone 
LD 44. 


‘EW DODGE WFA36 bus, Wayne body, 
33 pass, complete with special equip- 
ment. Color, blue-white. Lee Hamilton, 
Jasper, Alabama, 


24 Buses for Sale 


Model 23-R Streamline Rear 
Motor 23-25 Passenger Urban 
Twin Coaches. All in excellent 
endition, fully equipped, ready 
for operation. Complete details 
upon request. Immediate de- 
livery. 


ERNIE MAJER, INC. 
Vest 726—8rd Spokane, Wash. 
Phone Riverside 7135 


PARTS WANTED 


A e if available. One hood 
ornament for 1938 Chevrolet commercial 
or utility group 1265, part 598015. Holler 
Motor Sales, Sanford, Florida. 
BUY—Coupe body—new or 
like , for 1925 Model T Ford. Uni- 
‘versal Motors, Inc., Dubuque, lowa. 








3705 Carnegie 





PARTS WANTED 


WANTED—For 1941 Plymouth, 1 hood top 


panel 911673. One hoodside panel 910711 
and one radiator shell assembly 906825. 
Mulvihill Motor Co., 1123 8. Division 
Ave., Grand Rapids, Michigan. 


PARTS FOR SALE 





ES 
WHOLESALE PONTIAC PARTS. Large 


stocks of hard-to-get parts. Body and 
fendér parts for all models, fast service, 
25% discount. Walter H. Schultz, Pon- 
tiac, 16-20 Passaic St., Trenton, N. J. 





1942 DODGE SEDAN BODY complete. 


Glass and trim in good condition. Also 
1942 De Soto sedan body. Hodges Auto 
Sales, 23000 Woodward, Ferndale, Mich. 


ES 
FORD PARTS—Many hard to get items. 


Orders filled same day. Write, wire, 
phone Sweeney Auto Sales, 2534 Reading 
Road, Cincinnati, Ohio. 


NASH PARTS 


LARGE STOCK OF MECHANICAL 
AND BODY PARTS 
Out-of-Town Mail 
Orders Filled 
The Same Day 








DISCOUNT TO DEALERS 


NASH CENTRAL 


MOTORS INC. 


25% 





EX. 5800 
CLEVELAND, OHIO 








CONTACT US FIRST 
For Your Hard-to-Get Parts 


Write! Phone! Wire! 


Brakes, Clutch, Transmission, 
Starter, Generator, Carburetor 
and Shock Absorber service. 
Complete Machine Shop Service. 


McDaniel Auto Parts Co. 
4930 Southwest Ave. 
ST. LOUIS 10, MO. 
Telephone Sidney 5400 


MORE PROFIT 
WHERE CAN YOU BUY 


NEW 
CLUTCH THRUST 
BEARINGS 


$1.69 
EACH 
F.0.B. WEBSTER GROVES, MO. 


Clutch Thrust Bearings for Ford and 
Mercury No. 78-7580. For Plymouth, 
Dodge, Chrysler No. 1054. Manufac- 
tured by a reputable firm and uncon- 
ditionally guaranteed. Enclose bank 
draft or money order. Prompt ship- 
ment. No orders accepted for less than 
10 bearings. Order can include both 
numbers to meet needs, or any quan- 
tity of either or both of 10 or more. 

AUTO PARTS 


LOCKWOOD “company 


112 East Lockwood 
WEBSTER GROVES, 19, MO. 


At Our Low 
Introductory 
Price 











The WORLD'S Finest 


AUTO AUCTION 


(FOR DEALERS ONLY) 


Going at FULL BLAST Every 


TUESDAY & WEDNESDAY 


RAIN OR SHINE, SALE HELD INSIDE MODERN BUILDING 


“Pat” Patterson, Auto Auctioneer, Sells a Car 


Every 70 Seconds 
WE GUARANTEE EVERY CAR 


Our reputation is your guaran- 
tee for HONEST, IMPARTIAL, 


EFFICIENT SERVICE. 





Sales Start 12 o’Clock Noon ©.D.S.T. 


STUART & RAMP, INC. 


1011 N. Pennsylvania St. 


INDIANAPOLIS, INDIANA 


Call any bank or finance com- 
pany in Indianapolis for ref- 
erence. 


Riley 8781 








990 Broad Street 


WANTED—Sun distributor tester, 


100 So. Clinton St. 


4264 Woodward Ave. 


AUTOMOTIVE NEWS, SEPTEMBER 8, 1947 


PARTS FOR SALE 


PONTIAC PARTS 


Complete line of GENUINE 
“HARD-TO-GET” BODY AND 
MECHANICAL PARTS FOR 
1937 to 1947 PONTIACS. 


25% Discount to Dealers 
WRITE OR WIRE 


Broad St. Pontiac, Inc. 
Mitchell 2-2686 
Newark 2, New Jersey 








FOR SALE—900 Remy No. 1902104 12-volt 


field coils from Delco Remy generators 
No. 1101747. 900 Remy No. 5897 12- 
volt regulator for Delco Remy generator 
No. 1101747. General Armature & Manu- 
facturing Co., Lock Haven, Pa. 


SHOP EQUIPMENT WANTED 
master 


also sun 
large size, 


model with stand complete; 
master motor tester, 
price, conditions and age in first letter. 
Gettysburg Motors, Gettysburg, Pa. 


SHOP EQUIPMENT FOR SALE 


STEEL PARTS BINS 


36” wide x 12” deep x 84” high. Set-up. 
Carloads in stock. Ask for descriptive 
Bulletin No. 19C. 


MACHINERY & EQUIPMENT 
EXCHANGE, INC. 
3400 West Fort St. Detroit 16, Mich. 
Telephone Tashmoo 5-2310 














LINCOLN POWERIZED AIRLINE LU- 
BRIGUNS. Model 146C (G) brand new, 
list $44. Special closeout price, $9.50. 
Blundell & Thompson, 2621-25 Gaston, 
Dallas, Texas. 


CENTURY FLOCK GUN 


The best gun made for flock applica- 
tion, designed for motor car work. 

A balanced, full three valve control 
gun, approved by leading car manufac- 
turers for their own refurbishing pro- 
gram. 

Large half gallon container and com- 
includ- 


plete instructions for operation, 
ed with each gun. 


PRICE $24.50 Each 
Jobbers Write or Wire for Information 


Century Products Co. 


8535 Mt. Elliot Detroit 11, Mich. 





LEMPCO BRAKEDRUM LATHE. Model 
C, Almost new, list new $1,380. Offered 
for $950. Reeves Equipment Company, 
Muskogee, Okla. 


BEAR PRECISION Dy-Namic Balancer, 
Model 33, A.C. current, 60 cyc. 1 H.P. 
including weights. Looks like new. Cedar 
Law Motor Sales & Service Corp., 346 
Central Avenue, Lawrence, N. Y. 


ANTIQUE CARS FOR SALE 


Sens 
1917 DODGE ROADSTER. Like new. For 
sale, rent, or trade. C. A. Gaines, 2429 
W. Fond Du Lac Ave., Milwaukee, Wis. 


AIRPLANES FOR SALE 


NEW 1947 REPUBLIC SEABEE, steerable 
tail wheel, $6,200 cost. Will sell for 
$5,000 or trade on new car. Bickelhaupt 
Motor Co., Clinton, Iowa. 


WILL TRADE 














WILL TRADE Plymouth or Chrysler for 


quantity of Prestone or Zerex. 
Manbeck Motor Sales Co., 
Iowa. 


Write 
Des Moines, 


NAVION NC8583H—Ferry time only. Will 


trade for automobiles and difference. 
G. L. Stevens, 300 E. Pershing, Spring- 
field, Missouri. 


FOR SALE OR TRADE—1910 E.M.F., new 
tires, good running condition. Blaine 
C. Watson, Linesville, Pa. 


AUTO EQUIPMENT FOR SALE 


TOW PILOT—$17.50 


ADAPTOW COUPLERS 
(For Tow Pilot) Per Set, $7.50 


RED ARROW B 2 
1947 Model with Guide Cables 
Approved by I.C.C. 





Tow Bar Sales Company 
Factory Distributors 
Chicago 6, Ill. 





ACCESSORIES FOR SALE 





SEAT COVERS 
FORD ¢ CHEVROLET e PLYMOUTH 


Custom made seat covers, art leather 


trimmed, double stitched. $13.50 tax paid. 
Smartly tailored, 


expert workmanship. 


KLEINMAN’S 
Detroit 1, Mich. 


MISCELLANEOUS 


USED CAR DEALERS ATTENTION— 


Auto upholstery cleans beautifully with 
the newly developed Fina Foam. Spe- 
cial prices to dealers. Write for free 


sample. Earl Grissmer Co., Anderson, 
Indiana. 

ENGINE REBUILDING—Crankshaft 
grinding and i  metalizing. John P. 
Hughes Motor Co., Inc., 800 Commerce 
St., Lynchburg, Virginia. 











Ford V-8-85 Radiators 


Yes! We Have 21-T and 59-T Radiators 


These radiators are rebuilt from new Army surplus 
tubular cores. ‘‘The best money can buy.’’ 


LIST PRICES COMPETITIVE — 30% DISCOUNT 
MAIL — PHONE — OR WIRE 


SUMMIT CITY RADIATOR WORKS, INC. 


701-715 Barr Street A-9233 Fort Wayne 2, Indiana 


EVERY THURSDAY—12 NOON 
WHOLESALE ONLY 


AUTO AUCTION 





quote 





(For Dealers Only) 


AT EARL A. SCHOTTS 
2300 READING ROAD CINCINNATI, OHIO 


Tel.: Maine 3112, Woodburn 3060 
Auctioneer: Pat Patterson 





GENUINE FORD 


NEW 6 Cylinder Block and Pistons, Rings, Pins 
(For 1941-1947 Ford Cars or Trucks) 


$39.50 


Is listed in Ford parts books as 2GA-6009. Includes 1-2GA-6010 
1-2GT-6149A, 6-2GA-6135A, 6-2GT-6110A, all for $39.50 


with caps, 
FOB Jacksonville, Fla. 


HAL LYNCH MOTORS, INC. 


P.O. Box 1708 Jacksonville, Florida 


AUCTION 


World s Largest Indoor 


Automobile Auction 


Every Thursday, 11.30 a.m. 
Write, Phone or Wire 


Chicago Automotive Auction 
Incorporated 
1050 E. 81st Street Chicago, Illinois 


Telephone: Hudson 5300 

















NEW SUBSCRIPTION ORDER 


Send Automotive News to Address Below 
for One Year $6 C1) or Two Years $10 0 
for which check is attached CF or send bill 0 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 





| 

TRADE CONNECTION: | 

Truck Dealer [) Manufacturer [] | 
Insurance [] Financial [) Supplier [) 






HEY DIFFER 
ABOUT TRIPS 


YOUR CUSTOMERS WILL WANT RESTFOAM 
CUSHIONING IN THEIR CARS BECAUSE IT’S: 


Extra Comfortable . . . yields to every contour of any 


person’s body, yet offers firm natural support. 


Keeps Its Shape . . . always returns to its original 


shape; nothing to pack or mat down. 


Cool ... self-ventilated by millions of tiny interlaced air cells. 


Sanitary ... Clean, washable, dustproof. 


Long Lasting ... far outlasts any ordinary 


cushioning material. 


CANADA. 
Are 
a” 


but they agree 
about Restfoam 


And your customers will agree about 
Restfoam, too. 


That’s because this new foam rubber 
cushioning assures extra riding comfort. 


You see, Restfoam is ‘‘comfortized’”’ by 
an exclusive Hewitt process. As a.result, 
Restfoam seat cushioning provides the 
resilient support that makes driving less 
tiring... riding more enjoyable. 


So if the cars you sell are cushioned with 

Hewitt Restfoam, be sure to tell your 

customers about it. They’ll want the extra 

riding comfort that Restfoam provides. 
For the convenience of car manufacturers, George P. Hooper, 


the Hewitt Representative to the automotive industry, is located 
at 919 Fisher Bidg., Detroit 2, Michigan. Phone MAdison 4740. 


WHEREVER YOU SIT... 
WHEREVER YOU SLEEP... 








